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T Little CHUtS About 
Frofitable Lumber Buying 


GETTING BIG VALUES 
FOR CUSTOMERS 


That is really the “cornerstone” on which our business is 
built. It is one thing to buy from a firm which just delivers 
a carload of lumber. But it is entirely different when you buy 
where every member of the organization is working to obtain 
for you the very best values. 

Our close contact with the mills in the Inland Empire enables 
us to ship you just the kind of lumber you want. You can 
always rely upon us to deliver better values in 


PONDOSA PINE, IDAHO WHITE PINE 
WHITE FIR OR FIR AND LARCH. 


Write us now about your requirements. 


LUMBER 
co. 


SPOKANE, WASH. 








Manufacturers 
HIGH ALTITUDE SOFT TEXTURED PONDOSA PINE 


aga ee D— 
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Exclusive Sales Agents: Hot Springs Lumber Co., Hot Springs, Mont. 
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fy Many People Are 
| Planning New Homes 


They not only want 
well arranged homes, 
but also desire the 
most lasting construc- 
tion. When they con- 
sult you regarding the 
selection of materials 
that offer the longest 
life and most econ- 
omy, recommend the 
liberal use of 


This soft, straight grained, easy working lumber will prove 
a good investment for both interior and exterior uses. You'll 
find “LONG LAKE” lumber products easy to sell. Place 


your order now for some of our yard and shed stock. 








' “LONG LAKE LUMBER CO. 
: Spokane, Washington. aaa 
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They'll Save You Money 


Think of the eonomy made possible when you can order We have a battery of the most modern dry kilns and 
two kinds of hardwood flooring, Cypress, Tupelo Gum, or scientifically season our lumber and flooring stock. 


Sap Gum mixed in the same car with our kiln dried 
North Carolina Pine lumber. Our mixed cars, including 
lumber and Oak flooring, are very popular with buyers 
even in the other Oak flooring producing centers. 


Don't forget that Alderman's Rock Gum flooring is priced 
right to sell easily for you. Include some of it in your 
next mixed car order. 


Write for quotations now. 


For more than forty years we have been manufacturing 


kiln dried North Carolina Pine rough and dressed lumber. 
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Broadening the Field 
of Association 


Effort 


N MANY respects the interests of lum- 
ber manufacturers and lumber dis- 
tributers are almost if not wholly 

identical. Primarily, both are interested 
in promoting the sale and use of lumber. 
Since, however, the retail distributer oc- 
cupies a position between the manufac- 
turer and the user, his merchandising 
ability and policy determine to a large 
extent how much of the manufacturer's 
product shall be distributed and used. In 
a very definite sense, the dealer occupies a 
strategic position, and therefore it is of 
the utmost importance to the manufac- 
turer that the dealer shall be a good mer- 
chandiser of lumber. 

Lumber means nowadays in practically 
every market any one or all of several 
species of wood, all of which many dealers 
carry in stock, at least in certain grades 
and patterns. Various factors, including 
price, species characteristics and avail- 
ability, require a rather wide range of 
stock in the average lumber yard. Local 
demand, as determined by custom, taste 
and need, accounts for differences in 
stocks of dealers in the different com- 
munities and sections. But after due 
allowance has been made for all other 
factors, there still remains the merchan- 
dising factor as well as the manufacturing 
policy of the producer. There is still 
ample opportunity for the producer to 
exercise his skill in manufacture and 
merchandising to induce the retail dis- 
tributer to handle his lumber. 

During recent years many attempts 
have been made to unify the efforts of 
manufacturers, wholesalers and retailers 
in promoting the sale and use of lumber. 
Community of interest has been recog- 
nized and to some extent community of 
effort has been achieved. It is believed, 
however, that in many respects the manu- 


facturer-retailer plan of co-operation con-. 


templated by the Southern Pine Associa- 
tion is unique, at least from the association 
viewpoint. The plan contemplates a com- 
plete integration of advertising and sales 
efforts, supplemented by a manufacturing 
policy in complete harmony with such 
efforts. 

Inspired by the same motives and 
directed to the same end are the efforts 
of the Southern Pine Association to im- 
prove the manufacturing, grading and 
selling policies of the small mills that 
hitherto have not been members of that 
organization. Always an important ele- 
ment in southern pine production, but of 
greater relative importance with the de- 
cline in large mill production, the small 
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mills have lacked inspection and traffic 
service essential to the profitable market- 
ing of their output. Merchandising has 
become a major problem for lumber pro- 
ducers large and small in all sections, 
and the welfare of the industry as a whole 
as well as the welfare of the individual 
operators will be best promoted by im- 
proved manufacture, more accurate grad- 
ing and more intelligent control of pro- 
duction, all of which are to be achieved, 
if at all, through associated effort. 


Square Peck, Edge- 
Grain, Clear, All-Heart 


Cedar Products 
because the roof is the 


ERHAPS because the roof is 
most important part of a building, 


competition among roofing materials 
never is allowed to become uninteresting. 
Probably, producers of roofing materials 
other than wood shingles have given the 
building materials industry about the best 
demonstration of effective merchandising 
and dealers’ help that the industry has 
witnessed. These materials have com- 
peted with one another as fiercely as they 
have competed with wood shingles. From 
a merchandising viewpoint, however, 
wood shingles have suffered-the handicap 
of being sold on a different standard of 
coverage. While nearly everybody else 





was figuring roof covering by the 
“square” or 100 square feet, wood shin- 


gles were still packed and sold largely by 
the thousand, a unit of measurement that 
was neither as logical nor as convenient 
as the “square.” 

A great deal of injustice has been done 
the cedar shingle per se by the produc- 
tion and sale of inferior shingles that 
cast discredit upon all grades of the prod- 
uct. The fact is that there is as great 
if not a greater difference between the 
lowest and the highest grades of cedar 
shingles than between the various types 
and grades of other roofing materials. 
But while each of the other materials 
could be judged on its merits, cedar shin- 
gles always have been judged on the mer- 
its of the lowest grades. 

Shingle manufacturers have not been 
either unaware or indifferent to the handi- 
caps that their product has labored under, 
and they have attempted from time to 
time over a long period to put the busi- 
ness of shingle manufacture, grading and 
sale, as well as packing, upon a sound 
basis. In the recent adoption, as reported 
elsewhere in this paper, of the square 
pack, and 100 percent, clear, all-heart, 
edge-grain red cedar shingle as the stan- 
dard the Red Cedar Shingle Congress, 
it is believed, has laid for the first time 
a solid foundation on which to build a 
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successful and profitable sales Campaigy 
Cedar shingles possess qualities ay; = F 
merits peculiarly their own that shoy ap 
afford abundant material for the skill ¢yunct 
advertiser and salesman. With the high distri 
est possible standard of quality and » Of 
established standard of coverage for thes local 
product, the manufacturers of red cede full : 
shingles have all that they need or cage mate! 
fairly ask for as material for a sage ™™ 
program. While their product is not pr. este 
cisely a new one, yet they are under th Hes I 
necessity of making known a fundame. bie s 
tal change in their production policy f® pot i 
which in itself has some aspects of ney mills 
ness. The good wooden shingle, fort stock 
nately, still has multitudes of frienjgm of g 
among both retailers and users; all thee keeps 
friends now need is the assurance of wif, D* 
form excellence in product, and that th at th 
producers are prepared to give. so 
Advertising and selling, whether of cf” 
dar shingles or any other article of me: In 
chandise, is essentially a constructiyg [ 
process. Red cedar shingle manufaff 10s 
turers have abundant room for the exe = 
cise of their initiative, enterprise and skiff harbo 
in building and expanding the market fof yh 







their product. The whole industry wif 
watch with the greatest interest the ws 
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they make of their opportunity, now thi — 
the foundation has been laid for a mete for } 
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e % e 
Needed Service iii” 
N MOST sections of the United Stata 2" 
| and among millmen and wholesalety stand 
generally the function of the retagg "e 
dealer as the local distributer of lumb@ jarge 
and other building materials is recognizeg§ Nort! 
and the dealer’s implied rights are re — 
spected. With minor exceptions, the dealff itors 
er’s exclusive right to supply building th 
materials at retail is unchallenged. No é 
only is this right recognized by wholeffat th 
salers and millmen, but dealers generally oe 
recognize that in the long run it is beMtan ; 
for each dealer to confine his sales activi times 
ties to his own territory; for thoug mee 
borders may be somewhat indefinite, thet struc 
is usually little reason for difference of red 
opinion between dealers with regard t ill 
their respective bailiwicks. for 
Long ago retail dealers agreed to defi a 

a legitimate retail distributer of lumbe tail. 
to be one who carried stocks adequate tf tions 
the needs of his trade and his communit at 
It will be admitted without dissent tha mail 
stocks that would be adequate in song Buil 
communities and under some conditio§ — 
might not be adequate under different cif scrit 
cumstances; but the rule holds that iB, 
view of conditions that commonly prevaiis 








hy 193) 


Mpaigy 
1€s any 
shoul; 
Skillfy 
ne high, 
and a 
for thei 
-d cedai 
Or ca 
a Sale 
not pre 
nder th 
ndamep. 
| policy 
of nev. 
a forty. 
friend 
all thesis 
> of un. 
that th 


‘ 


= ¥ of Ce 
of mer 
structive 
nanufache 
he exe: 
and ski 
urket fol 
stry wi 
the us 
now thal 
ra meri 





be 


i 


Ses 


vi de 
nd | 


i 2 


ed Stat 
rolesaler 
he retay 
f lumbe 
ecognizt 
; are fe 
the dealt 
buildings 
ed. No 
y whole™ 
generally 
it is bes 
les activi 
r thougi 
rite, ther 
erence ( 
regard | 


to defir 
yf lumbe 
equate t 
mmunity 
ssent th 
in so 
-onditio® 
ferent ci 
s that § 
ly preve 


) his stocks. 


April 4, 1931 


the dealer should be able to fill every or- 
der from stock on hand. : When not able 
to do so, he falls short of performing the 
function on which his claim to exclusive 
distribution is based. 

Of course nobody will argue that the 


I focal retail distributer has performed his 


full duty when he has stocked building 
materials ample for the needs of his com- 
munity. If he does nothing more he is 
merely a warehouseman, and he may 
therefore fall far short of his opportuni- 
ties by neglecting to promote the sale of 
Whether he pushes sales or 
not is a matter of great concern to the 
mills or wholesalers whose goods he 
stocks. For after all it is the movement 
of goods into use and consumption that 
keeps the wheels of business in motion. 

During recent years excess production 


}at the mills and extraordinary service by 
ithe railroads have enabled retailers to 
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function acceptably by hand-to-mouth 
buying. This practice has been made 
more safe by the current slackness in de- 
mand for building materials. It may well 
be, however, that stocks in dealers’ yards 
have been reduced below the level of 
safety. For some time mill sales have 
exceeded production, and current prices 
offer no inducement to increase output. 
It may be safely asserted that aggregate 
mill and yard stocks of lumber are far 
below the needs of a normal market. 
While there is no sign of an incipient 
building boom in the United States, there 
is abundant evidence that building in 
moderate volume is going forward in 
most sections of the country. In addition 
to the building of private homes, fac- 
tories and other structures, there is a vast 
amount of public construction going for- 
ward. Much of the latter type of build- 
ing has been hastened as an aid to em- 
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ployment. Public building develops 
slowly from project, through planning to 
active construction; but it gains momen- 
tum as time passes, and soon will be a 
potent factor in the building situation. 

Under conditions that at present pre- 
vail, the local dealer may expect to be 
confronted with serious outside competi- 
tion. Mail order concerns have increased 
their efforts to sell as sales resistance has 
increased. They have added to their in- 
ducements and their services until buy- 
ers are “coddled” rather than solicited. 
The situation in the building field as it is 
developing and as it has developed is not 
one in which the dealer can afford to 
relax his efforts or lessen his services. 
He owes it to himself, to his industry and 
to his community to maintain ample, even 
abundant, stocks ; to increase and improve 
his sales efforts and to overlook or ne- 
glect no opportunity to sell. 





Incoming Cargoes Increase 
[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, Catir., April 1—With unsold 


‘lumber at about the same figure as for the pre- 
' vious week, incoming cargoes at Los Angeles 


harbor continued to show an increase, with a 
total of 14,722,000 board feet arriving. Cargoes 
of fir totaled 13,273,000 board feet, while three 


> cargoes of redwood amounted to 1,449,000 board 


feet. Unsold lumber remained at 
board feet. lifty vessels are 
and one operating off shore. 

for March totaled $4,272,107. 
the total for February, which 


6,594,000 
reported laid up 
Building permits 

This exceeded 
amounted to $3,- 


) 670,782, but was below the March, 1930, record 


which was $7,045,931. 


Headquarters for Lumbermen 


SEATTLE, WasH., March 28.—A little over 
twenty years ago the White Building, the first 
unit in the development of the Metropolitan 
3uilding Co.’s famous commercial center, 
known as the Metropolitan tract, was the out- 
standing office building in the city. The build- 
ing was named after the late C. I’. White, who 


Pat that time was general manager of one of the 
» larger 


lumber 


operating companies of the 
Northwest. 


The White Building was known 


® throughout the Pacific Northwest as lumber- 


men’s headquarters in Seattle. Lumbermen vis- 
itors to the city could spend their entire time 
in that building and call on all the lumbermen 
hey wished to see. 

Twenty years ago the White Building stood 
at the northeast corner of the main business 
district of the city. Today it is the very heart 
of the business center. The entire Metropoli- 
tan tract, or University tract, as it is some- 
times called, has been built up with modern 
ofice buildings, hotels, theaters, shops and 
Stores. The White Building and the adjoining 
structures, filling the entire block, were devel- 
oped as one complete unit, which is now known 
as the White-Henry-Stuart Building. Here 
will be found many executive and sales offices 
lor sawmill companies of the surrounding ter- 
ritory, offices of lumber wholesalers, lumber 
exporters, logging operators, wholesale and re- 
tail, and manufacturing lumbermen’s associa- 
tions, log scaling bureaus, grading and inspec- 
tion bureaus. 

Twenty years ago W. F. Morley was the 
mail carrier whose district comprised the White 
Building. The first of each week Morley was 
loaded down with copies of the AMERICAN 
LUMBERMAN going to these lumbermen sub- 
scribers in the White Building. 

Today the White-Henry-Stuart Building, one 
of the outstanding office structures in the city, 
is still headquarters for lumbermen, and on the 














Delivering “American Lumberman” to lumber- 
men in White Building, Seattle, 1912 


first of each week the same mail carrier is 
loaded down with copies of this paper for the 
lumbermen subscribers in that building. How- 
ever, the load is divided up, as it now takes 
three mail carriers to deliver the mail in the 
White-Henry-Stuart block. Note the two pho- 
tographs taken at the White Building entrance, 
one twenty years ago, and the other within the 
last week, 














Same building, same mail carrier, delivering 


“American Lumberman,” 1931 


Two Dealers Convalescing 


SALt LAKE City, Utan, March 28.—Two of 
Utah’s best-known lumbermen are convalescing 
at their homes from operations performed at 
local hospitals. First to be stricken was Hein- 
rich Romeyn, of Morrison, Merrill & Co. 
(Inc.), a line-yard concern with headquarters 
here, who entered the hospital just before the 
recent annual convention of the Utah Lumber 
Dealers’ Association. It was the first annual in 
which Mr. Romeyn did not take an active part. 

Then, right after the convention, George C. 
Chase, of Payson, president of the Chase Lum- 
ber & Coal Co. and a former president of the 
association, who had taken an active part in 
the round-table discussions, also became ill and 
had to be taken to the hospital. 

Since then, however, both lumbermen have 
returned to their homes and are recovering 
very nicely. 





To Study Fire Equipment 

SEATTLE, WASH., March 28.—A committee of 
the Western Forestry & Conservation Associa- 
tion is working on a fire-fighting equipment 
research bureau, which would make an effort 
to standardize tools and equipment for strictly 
fire-fighting purposes. A special pool has been 
raised to finance the initial work of the bureau, 
and it is hoped that the assistance of Charles 
Lathrop Pack may be obtained, C. S. Cowan, 


of the Washington Forest Fire Association, 
declared. 
Mr. Cowan's association this summer made 


use of a new and improved hose coupling. It 
has just developed a one-inch take-off coupling, 
by means of which three-one-inch streams may 
be taken from the main one, and a half-inch 
gage stream. 


To Instruct in Merchandising 


Arrangements have been perfected by J. F. 
Bryan, managing director of the Illinois Lum- 
ber & Material Dealers’ Association, for a 
series of five meetings of members of the as- 
sociation at which C. F. Miller, agricultural 
engineer of the National Lumber Manufactur- 
ers’ Association, will be the chief speaker. Mr. 
Miller will talk to the dealers on opportunities 
for urging the farmers to erect better buildings 
on their farms and at the same time will make 
a thorough demonstration and explanation of 
modern merchandising methods. The first of 
these meetings will be held on April 6 in Elgin 
at the Fox Hotel; the second on April 7 in 
Dixon at the Dixon Hotel; the third on April 
8 in Cambridge at the Cambridge Hotel; the 
fourth on April 9 in Ottawa at the Ottawa Boat 
Club; and the fifth on April 10 in Pontiac. 
The meetings will be held in the evening. 
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QUERY AND COMMENT 


Discount on Commission Sale 


We wonder if you are in position to tell us 
what the general trade custom is under the 
following conditions: 

A wholesaler whose financial standing is 
entirely satisfactory buys from a manufac- 
turer a carload of flooring or lumber at a 
certain price f. o. b. cars mill, said price 
being subject to a 5 percent allowance for 
selling, or 5 percent wholesale concession. 
The car is invoiced at the price at which 
it is sold, with a notation on the invoice that 
the price is subject to 5 percent allowance or 
commission. 

The wholesaler remits to the manufacturer 
within the 15-day period, and, of course, is 
entitled to the 2 percent cash discount. In 
making up the remittance, should the 5 per- 
cent selling commission or wholesale allow- 
ance be deducted from the face of the invoice 
before figuring the 2 percent cash discount, 
or should the 2 percent cash discount be 
figured on the original amount of the invoice, 
and 5 percent taken off the balance? 

It seems to us there are two possible inter- 
pretations of the correct way of handling 
this, and we would be glad to have you advise 
us if you know what the general trade prac- 
tice is in matters of this kind.—INQuIRY No. 
2,612. 

[This inquiry comes from a Wisconisn lum- 
ber manufacturer. So far as index to the AMER- 
ICAN LUMBERMAN indicates the question in ex- 
actly the form proposed by this inquirer has not 
been discussed in its pages. However, it ap- 
pears that the cash discount should be figured 
on the price actually made to the commission 
man, which in the case as stated by this in- 
quirer is a sum 5 percent less than the face 
of the invoice. In other words, neither party 
to the transaction at any time contemplated pay- 
ment by the commission man of the face of the 
invoice. 

For the information of this inquirer and its 
readers generally, the AMERICAN LUMBERMAN 
is publishing this inquiry to give readers an 
opportunity to state what their practice is and 
what their opinion is with regard to the prevail- 
ing custom in the lumber industry. The name 
of the inquirer will be supplied on request.— 
EpITor. | 


Merchantable Log Defined 


Can you define the words “merchantable 
hardwood logs” for us? We were discussing 
this subject among ourselves a few days ago 
and there seemed to be such a variance of 
opinion that we wrote the Southern Logging 
Association and the Appalachian Hardwood 
Club for their ideas. The latter organization 
referred us to you and said that you might 
be able to 


refer us to some court decision 
regarding this subject. 
This has been a much used term and we 


do not recall ever having seen a contract for 
the purchase or sale of timber that didn’t 
embrace it. But we haven't been able to de- 
termine to our own satisfaction exactly what 
it means. Can you help us? We shall appre- 
ciate your ideas anyway.—INQuirRY No. 2,607. 

[This reauest comes from Alabama. In re- 
sponse the inquirer has been given the substance 
of a decision in a Michigan case, Gordan vs. the 
Cleveland Sawmill Co., reported in 82 North- 
west Reporter 230. The gist of this decision 
is that a merchantable log is one that will 
make sufficient lumber to make it profitable to 
take it to a mill and have it sawed. 

The only grading rules defining a merchant- 
able log found in AMERICAN LUMBERMAN files 
are those adopted by the Northern Logging 
Congress, Sept. 8, 1922. In those grading rules 
appears a paragraph as follows: “The term 
‘merchantable’ means logs of No. 1 and No. 2 
grades together.” In the same grading rules 


No. 1 and No. 2 logs are graded as follows: 
“No. 1 Logs.—Shall be cut from live tim- 
ber, 12-inch and larger in diameter at the top, 


standard lengths, of general smooth appear- 
ance, sound and reasonably straight. 

“Logs from 12 inches up to 14 inches in 
diameter will permit of one standard defect 
or its equivalent, and hollow or rotten or 
shaky hearts not exceeding 10 percent of the 
diameter of the log. 

“Logs 14 inches up to 17 inches in diameter 
will permit of two standard defects or its 
equivalent, and hollow or rotten or shaky 
hearts not exceeding 15 percent of the dia- 
meter of the log. 

“Logs 17 inches and up will permit of three 
standard defects or its equivalent, and hollow 
or rotten or shaky hearts not exceeding 20 
percent of the diameter of the log. 

“No. 2 Logs.—Standard lengths, cut from 
live timber, 8-inch and larger in diameter, 
all logs less than 10-inch to be surface clear, 
straight and sound. Ten-inch and over must 
be reasonably straight, no rough top logs, no 
rotten or hollow or shaky hearts that do not 
have more than 6 inches of sound wood 
around the hollow rot or shake.” 





[Any additional information regarding the defi- 
nition of merchantable log, particularly copies 
of grading rules containing such definition, will 
be welcomed by the AMERICAN LUMBERMAN. 
The name of the inquirer will be supplied on 
request.—EDITOoR. | 


Plans for Lawn Furniture 


Will you please advise where we can get 
plans and details for lawn and garden furni- 
ture? We would also appreciate any infor- 
mation you can give us on ornamental fences 
and trellises.—INQUIRY No. 2,608. 

[This request is made by an Indiana lumber 
concern. Several years ago the Southern Pine 
Association published a very attractive booklet 
on lawn trellises, ornamental fences and garden 
furniture entitled “Beautifying the Home 
Grounds.” This booklet was supplied by the 


association at the price of 25 cents a copy. The 
Long-Bell Lumber Co. of Kansas City algo 
published an attractive booklet on garden fyr. 
niture, which is supplied to interested dealers, 
It is inferred from the nature of the foregoing 
inquiry that the lumberman intends to make the 
lattice work and furniture himself. However, 
he has been supplied with the names and ad- 
dresses of a considerable number of concerns 
that make lattice work and garden furniture. 
The name of the inquirer will be supplied on 
request.—EpITor. | 


Operating Costs of Retail Yards 


In investigating the financial possibilities 
of a chain of retail lumber yards operating 
in the central States, I came across your arti- 
cle in the Jan. 3 issue of the AMERICAN Lum- 
BERMAN which gives a very comprehensive 
outline of retail lumber yard operation in 
the Rocky Mountain region 

I am wondering if you could 
where I could find a comparable 
figures on operations in the central States, 
I shall greatly appreciate any information 
you can give along these lines.—INQUIRY No 
2,610. 


advise me 
report or 


[This inquiry comes from Michigan. The 
report referred to as having been published in 
the AMERICAN LUMBERMAN was that of the 
Mountain States Retail Lumber Dealers’ Asso- 
ciation in co-operation with the University of 
Colorado. Similar reports covering operations 
in 1926 and 1928 were published in earlier issues 


ast 
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of the AMERICAN LUMBERMAN, and have been | 


reprinted by the association. 


Another series of reports along similar lines | 


has been made by the Bureau of Business Re- 
search of Harvard University in co-operation 
with the Atlas Portland Cement Co. These re- 
ports covered 1926, 1927 and 1928. They were 
published originally in booklet form.—Eoprror.] 
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50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Thaddeus Dean, well known 
as the wittiest lumberman in 
Chicago, and one of the best 
speakers and parliamentarians 
in the trade, is talked of as a 
possible candidate for alder. 
man in the 11th ward of this) 
city at the coming election. 

* * * 


Lutcher & Moore’s 
Orange, Tex., is cutting 65,006) 


a letter 


mill, | commission. 


“SS,” but that nose! to 
remained perfect in its beauty.) from 
He was speculating over the| into that stream and thereby 
question of how long the manu-| impairing its navigability. 

facturers would allow him and| 
the other dealers to exist and) 
was heard to ask a manufac-| _? D S 
turer if he could not let him) Chicago, is having a new steam 
have a little hemlock to sell on| barge built at Grand Haven, 
“So you've come| Mich., which will be launched } 
to it at last, have you?” was| @bout April 12. 


the mill owners 
throwing their sawdust 


prevent 


* * * 


The Soper & Pond Co., of 


feet of lumber, 30,000 lath and| the response. “I told you that) = Ss 


5,000 pickets, daily. 
+ * + 


Perley Lowe entertained the 
lumbermen’s luncheon with the 
details of a dream he claimed} 
to have had a few nights ago| 
after listening to the statisti- 
cal remarks of Messrs. Pearson, 
Van Schaick and others. He 
thought it was the year 1900 
and that he attended a meeting 
of the lumbermen of Chicago. 
The lumbermen of today were 
all there, but the lion had ap- 
parently swallowed the lamb.| 
The yard dealers cut an insig- | xs 
nificant figure. There was our}! 


hemlock. 


lumber 





you would have to. 
| guess I can send you some| 
Do you want any) 
beech shingles?” 
seemed to be in disfavor with| oa 
the manufacturers who did not} 
like his earnestness in trying| ber Co., of Spring Lake, Mich. 
to get the duties on Canada) started its small mill on March 
reduced to $10 per) 17, the first to get in motion | 
thousand so that dealers could) at that point this season. The 
get something to sell. 
Lowe awoke with the convic-| and will fire up as soon as the 
tion that the best thing he could) river opens so that they can 
do was to get hold of some| get logs. 
| pine land as soon as possible. 
* * 


The stearnboat men on the 
friend Dean, his hair silvered| Mississippi River, and the en- 


Yes, I McPhee & MecGinnity are 


successors to C. D. McFee at 


| Denver, Colo. 


Mr. Dean}! 


The Cutler & Savidge Lum- 


Mr.| other mills are ready for work 


* _ 


In Belton, Tex., H. N. Beck- 
with succeeds Stitt & Beckwith 


| 
| 
| 
|and W. M. Cameron, William 


with age and his once erect) gineers in charge of improve-| Moore & Co., and Woodworth 
form doubled into the shape of|ments are again endeavoring| & Gentry have opened yards. 
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LUMBER MARKET REVIEW 


Bad Weather Causes Decline in Southern Pine Sales; 
Industrial Users Inquiring 


Southern pine demand showed considerable decline dur- 
ing the week ended March 28, to 93 percent of production, 
the production apparently continuing at about recent level, 
or one-third less than last year’s at identical mills. Re- 
ports indicate a falling off in demand from the Texas oil 
fields. Other markets have reported some improvement, 
especially those in the North and central West, though 
retailers are hesitant and take only small lots. In the 
Southwest, bad weather has restricted consumption. In 
the East, retail trade is quiet. Some large railroad inquiries 
are reported, but placements so far have been few. Promis- 
ing inquiries are beginning to come from highway authori- 
ties and others who have large construction contracts. 
Purchases for such work will offset the lack of export buy- 
ing. There has been a rather good demand recently for low 
grades for crating and box making, and undertaking of 
spring building should greatly increase sales of these. 


Production of the Western Pines Shows an Increase; 
Quotations Are Steady 


Inland Empire production reached 40 percent of capacity 
in the week ended March 28, compared with 30 percent the 
first week in March, and demand is not keeping pace. But 
for the preceding 11 weeks, the cut at identical mills was 
37 percent below last year’s, and shipments exceeded it by 
47 percent. Pondosa inch selects, 6, 8, and 12-inch were 
weaker in the period ended April 1, but 10-inch were 
stronger. The movement of commons was light and they 
apparently kept even. Pondosa shop was a trifle stronger. 
Idaho pine prices showed no-important changes. 

California pine production the week ended March 21 at 
identical mills was only 3 percent less than last year’s, but 
in the first 11 weeks it averaged 16 percent lower than last 
year’s, and sales were 162 percent above it. 


West Coast Rail Trade Shows Encouraging Expansion; 
East Coast Market Unsettled 


West Coast mills continued to make a favorable showing 
during the week ended March 28. Although production had 
increased slightly, from 41 to 42 percent of capacity, the 
bookings exceeded it by 16 percent. Reports of identical 
mills were that orders declined a little, and production in- 
creased, as compared with the preceding week. 


A very encouraging development is that rail trade volume 
reached the highest level so far this year. There has been 
a break in the bad weather in many sections, and these are 
ordering shipments forward. The fact that there are rumors 
afloat that railroad rates are to be reduced will, however, 
make retailers refrain from stocking up beyond immediate 
needs, and it is to be hoped that the situation will soon 
be clarified so that the yards can go ahead and lay in stocks 
for spring and early summer needs. Competition in rail 
territory appears to be very keen, and prices, as given in 
sales reports for the period ended March 30, show further 
declines. These were not of large amount, being of 15 to 
40 cents in the averages for No. 1 boards and dimension 
and for flooring, but are serious in view of the fact that 
levels were already so low. 


There was an appreciable decrease in the movement to 
the Atlantic coast. The market there is slow and over- 
supplied, so that competition among sellers of fir, and be- 
tween them and southern softwood producers, is very 
severe. Business is on the basis mostly of a $9 rate, but 


Lumber Statistics Appear on Pages 46 and 47; 


some sellers are reported to be willing to do business on 
the basis of an $8 rate. California trade shows seasonal im- 
provement but is far below normal. Stocks in California 
reached a low point and receipts have recently increased. 

The export movement made a further increase during the 
week ended March 28. Any volume reached appears to be 
at the expense of prices, for most markets are unreceptive. 
Japan has recently been the most active buyer. 


Northern Pine Mills Report Some Items Becoming Short; 
Hemlock Demand Improving 


Northern pine production, which in the first ten weeks 
of the year was one-third less than last year’s at identical 
mills, recently reached 91 percent of last year’s, but book- 
ings are still heavily in excess of it. Some other mills will 
soon be increasing their output, as it is understood that 
their stocks have become depleted and that some items are 
in short supply. Retailers in the middle West are order- 
ing for immediate needs only and require quick shipment. 
Those in the East report demand slowed down by colder 
weather. Industrial demand for higher grades appears to 
be slow in both sections, but in the middle West there has 
been some buying of low grades. Quotations for the most 
part are unchanged. 

Identical northern hemlock mills report stocks of March 
1 about 30 percent larger than on that date last year, but 
the increases have been largely in Nos. 2, 3 and 4, and 
especially in dimension. Business in Wisconsin, Michigan 
and other local territory has been increasing a little 
recently, and is at about $9 off list. 


Arkansas Pine Mills Report Good Demand for Uppers; 
Low Grades Moving Well 


Arkansas soft pine mills report improvement in retail 
demand. More business has recently been coming from the 
North and East, and a large proportion of finish and shed 
items is included in orders. There has also been a gain 
in the movement of mixed cars to central West yards. The 
planing mills had recently to work longer hours than early 
this year. A larger inquiry from the railroads is reported, 
but apparently not much business of this kind has yet been 
placed. The box factories are much more active, so that 
low grades are moving in good volume. Although sawmill 
output has continued curtailed, stocks are in fair assort- 
ment, but some shortages are reported in dimension. 


Southern Hardwood Mills Report Some Items Scarcer; 
Building Demand Fair 


Southern hardwood sales in the week ended March 28 
were 15 percent above production, and northern sales about 
two-thirds production. In the South, the cut is about 40 
percent below last year’s at identical mills. Northern out- 
put is the same percentage less than last year’s, but this is 
the season of greatest activity at northern mills. Reports 
from the South say that some items are becoming scarce, 
and are credible in view of the fact that bookings since the 
first of the year have exceeded the cut by 26 percent. 
Northern stocks March 1 were 24 percent above last year’s 
at identical mills, but much the greater part of their ac- 
cumulation has been in lower grades. Automobile and 
furniture plants are now buying in small volume, but there 
is a better call from building trades interests through mill- 
work and flooring plants and retail yards. Low grades for 
packages are moving fairly well. There has been an en- 
couraging increase in inquiry from overseas. 


Market Prices and Reports on Pages 69 to 72 
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Many Communities 


Oregon Capital's Building Program 


PorTLAND, Ore.—A State building program 
which calls for construction amounting to $257,- 
500 in and around Salem was decided upon 
recently by the State board of control in put- 
ting into use various capital outlays allowed by 
the legislature. The local projects include 
$146,500 for a new wing to the penitentiary, 
a new boys’ cottage at the State Institution for 
the Feeble Minded costing $50,000 and a 2-story 
structure for the State Hospital for the Insane 
costing $36,000, together with a safety vault for 
the State Capitol costing $25,000. 


Impetus to Building in N. Y. Town 


LarcH Mont, N. Y.—A new impetus to build- 
ing activities in this community was noted in 
the fact that during February plans were filed 
for more than twice as much construction 
work as for January. February’s building fig- 
ure also compared favorably with last year’s 
showing of $166,385, the amount for February, 
1931, being $245,120. Included in the construc- 
tion for which permits were issued during 
February were nine residences. 


Louisiana Town Remodeling 


ALEXANDRIA, La.—The _ build-and-repair-now 
campaign being pushed by real estate, insurance 
and builders’ division of the Chamber of Com- 
merce is producing substantial results. Thirteen 
repair jobs ranging in cost from $10 to $660 
got under way during the last week of Feb- 
ruary. 


Plan Community Building Program 

Kansas City, Kan.—The local commissioner 
of parks and public property has announced the 
appointment of a citizens’ committee to work 
with the board of city commissioners in a pro- 
posed public building program totaling $300,000 
to be submitted to the voters April 7. The 
building program is for the rebuilding of the 
city work house, construction of two new fire 
stations, and other public work. 


Oklahoma Postoffice Contract Let 


FREDERICK, OKLA.—Contract for construction 
of a postoffice building in Irederick, costing 
$57,000, has been let, and the contractors state 
that local labor at the prevailing local wage 
will be used. Date of beginning has not vet 
been announced, but the contract stipulates that 
the work must be completed within 360 days 
of the receipt of notice to proceed. 


Texas Towns Building Homes 


Corpus Curisti, TeEx.—Reports from towns 
in south and southwest Texas indicate consid- 
erable construction, including many new homes, 
tourist camps, apartment buildings, and one 
large office building. In Kennedy another new 
home is in process of construction and work 
on several other homes is to start soon. At 
Rio Grande ground has just been broken for 
a new high school. In Sinton one new modern 
residence is under construction and at Port 
Isabel work has begun on a tourist camp, com- 
posed of 17 cottages, to be completed soon. At 
San Benito bids are soon to be opened on a 
6-story hotel to be raised to 15 stories, and in 
the same town plans have been drawn for a 
10-story apartment building. At LaFeria build- 
ing is going forward, two residences being re- 
cently occupied and two more are expected to 
be built soon. At Falfurrias contracts have 
been let for an $8,000 home, and for a modern 


6-room bungalow. At Laredo construction 
work is about to begin on a new 10- to 12- 
story office building and at Crystal City con- 
siderable residence building is under way. In 
Corpus Christi itself the Federal Government 
has authorized an addition to the Federal build- 
ing costing $165,000. 


Sales Show Increased Home Building 


Cuicaco, ILt.—In submitting their annual re- 
ports to stockholders, Clarence M. Woolley, 
chairman of the board, and Theodore Ahrens, 
president, of the American Radiator & Stand- 
ard Sanitary Corporation, pointed out that Feb- 
ruary residential building increased over a like 
month in 1930 by 8.9 percent. “This increase 
of residential building activity in February,” 
the report states, “must be confirmed by like 


activity for several months before we shall be, 


justified in concluding that the long period of 
recession has come to an end, but it presents 
a fair basis for favorable expectations.” 


Industrial Building in Wisconsin City 


WAUKESHA, Wis.—A permit has just been 


issued for a 2-story pattern works costing 
$9,000. A local motor company is making an 
addition to its building costing $5,000, and 


within a few days a local foundry company will 
complete a $30,000 addition to its plant. 


Spurt in Los Angeles Building 


Los ANGELES, CALir.—Building activities in 
Los Angeles have taken a decided spurt during 
March according to the superintendent of build- 
ing and safety. New construction for which 
permits already have been issued during the 
month’s first week totaled $1,500,000, more than 
twice the total on record for the opening week 
of the previous month. This is a gain over 
the first week of March, 1930, of about 70 per- 
cent. 


Nearly Billion for Public Building 

WasHinctron, D. C.—Two 
sixty-four projects, with an aggregate esti- 
mated cost of $40,580,000 were recorded as 
under contract in reports last week to the pub- 
lic works section of the President’s Emergency 
Committee on Employment. The total of all 
contracts reported to the committee since Dec. 
1, last, has now reached $967,692,780. The pro- 
jects include public and semi-public works— 
postoffices and other Federal buildings, State 
and municipal buildings, colleges, hospitals, 
churches, bridges, highways, streets and sewers 
and other construction of this general type— 
which are reported by local correspondents to 
the public works section as they advance toward 
construction stages. Reports for last week cover 
projects in 39 States and the District of Colum- 
bia. 


hundred and 


Lone Star State Building up 


Austin, Tex.—The total value of permits for 
construction granted in 35 Texas cities dur- 
ing February was $5,993,000, compared to $3,- 
647,000 in January and $6,107,000 in February, 
1930, according to the bureau of business re- 
search at the University of Texas. “This in- 
crease from January to February represented a 
gain of 64 percent, compared to an average sea- 
sonal increase of less than 1 percent during this 
period,” the bureau’s report said. “Much of 
the improvement is explained by the granting 
of permits for the construction of public utili- 
ties buildings valued at $1,740,000 in Dallas, but 
even with this factor removed, the February 
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All Over the Union 
Many Types of Con- 
struction Are in Pros- 
pect or Under Way 


building total exceeded that of January by 17 
percent. When adjusted for changes in the 
cost of building materials, the permits for 
February, 1931, exceeded those of the corre- 
sponding month of 1930 by only a fraction.” 


U. S. Veterans’ Hospital Building 


ALBUQUERQUE, N. M.—Announcement _ js 
made that construction work on the new United 
States Veterans’ Bureau Hospital, and also the 
new Indian hospital for Albuquerque will get 
under way in April. The veterans’ bureau hos- 
pital and equipment are to cost $1,250,000, and 
the Interior Department has authorized the 
expenditure of $375,000 for the Indian hospital. 
A bill also provides $500,000 for the enlarge- 
ment of Fort Bayard hospital, and an appropri- 
ation of $115,000 has been made for a new post- 
office building in Silver City. 


Gain Over Same Month in 1930 

Wuite Prains, N. Y.—Building in West- 
chester as represented by permits increased al- 
most three-quarters of a million dollars in Feb- 
ruary, 1931, over February, 1930, according to 
figures just released. The total for the month 
just passed was $3,947,197, as compared to $3,- 
208,319 for February, 1930. 


Building Increases in Texas City 

Ki Paso, Tex.—Total of city building per- 
mits for El Paso during February was $102,- 
910, according to the report of the building in- 
spector. The total for [Iebruary, 1930, was 
$316,660 and for January of this year $86,248. 
The inspector said he expected a marked im- 
provement in building in the city with the 
spring months. 


Elevator Company Plans Addition 

Mouine, Itt.—Plans for the construction of 
a one-story addition to its factory were ap- 
proved by the board of directors and stockhold- 
ers of a local elevator company recently. The 
president of the company said that orders al- 
ready booked indicated that the plant will prob- 
ably be running at normal capacity by mid- 
summer. ; 

Builders Busy in Kansas Town 

GARDEN City, KAn.—Builders in Garden 
City have not slackened their efforts to catch 
up with the shortage of houses, apartments and 
business buildings since the first of the year. 
Permits since Jan. 1 total $67,275. The largest 
expenditure for building improvements this year 
is for the remodeling of a store building to 
cost $12,000. 


Building alli in Ohio Suburbs 


CLEVELAND, OxnIo.—Reports of building in 
nearby suburbs indicate increased activity. In 
University Heights a new home costing $25,000 
is announced and another residence in the same 
suburb costing $17,500 is being built. In Rocky 
River two homes are being built, one to cost 
$13,500 and the other $11,500. One church in 
this city is to be remodeled at a cost of $150,- 
000, which includes $50,000 for a new organ. 
The actual repairs and alterations to the build- 
ing are to cost $30,000. New residence con- 
struction totaling $314,500 on the holdings of a 
local land and development company is an- 
nounced. Six houses erected during the pres- 
ent winter are included in this total, and 12 
others are to be begun within 30 days, at a 
cost of $211,500. 





eae 


«RAY RI PMO | 


4 


eae 


a IS 





Ap 


O 


a & @ 


ok: eed ai 


[f™. 


—" 





1931 


- 


by 17 
the 
s for 
“Orre- 


— 


it is 
Jnited 
Oo the 
ll get 
1 hos- 
), and 
1 the 
spital. 
large- 
ropri- 
post- 


30 

W est- 

ad al- 
Feb- 

ng to 

nonth 

o $3,- 


ty 
- per- 
$102,- 
ig in- 
was 
6,248. 
d im- 
1 the 


10Nn 
on of 
e ap- 
-hold- 
The 
rs al- 
prob- 
mid- 


arden 
catch 
s and 
year. 
argest 
5 year 
ng to 


DS 

ig in 
r, In 
25,000 
same 
Rocky 
» cost 
‘ch in 
$150,- 
organi. 
build- 
con- 
; of a 
$ an- 
pres- 
id 12 
at a 





ee 


April 4, 1931 





AMERICAN LUMBERMAN 


33 





Vee} Je 


> 





«% —— = 






7 


HA ae eo SSS 
| YO, Seed ‘ 
= i] ths A- 





oy a 
gi 5 















A Home of Your 






m 
wn 











Home Means Neighbors 

The renter is a restless rover and his neighbor 
knoweth him not. He has little interest in the 
community and knows little and cares less about 
what the people who live all around him are doing 
and thinking. 

It is one of the tragedies of city life that when 
sickness and death come, as they do wherever you 
live, the family across the hall or the one upstairs 
pass by with merely curious glances. To those 
who have known the warm, generous sympathy of 
neighbors in a little town the cruelty of this 
aloofness is almost unbearable. 

It is not hard heartedness nor selfishness at the 
bottom of this lack of friendliness among apart- 
ment dwellers. It is just the way of the city. 
There has been no time to get acquainted. The 
people across the hall know nothing of you or your 
circumstances because they have just moved in, 
or you have. They may not know your name. 

How different it is when you live in a home of 
your own. You are in a neighborhood of homes 
and all of you are there to stay. You know the 
whole family next door and the one across the 
street. Their children go to school with yours; 
you gossip over the back fence or across the front 
lawn; you meet at the grocer’s or the church, and 
you call cheery greetings all the way to the train 
or street car in the mornings. 

When your neighbor has trouble you go over to 
help him bear it. When he celebrates a joyous 
occasion, he calls you in that you may share it. 

It’s worth while getting acquainted when you 
know you are going to keep the same neighbors 
perhaps for years; when your children are going 
to grow up together; when you have the same 
community interest and the same concern for the 
future. 

There’s a feeling of security, of permanence, of 
well being, when you live among good neighbors 
that the ever-flitting tenant can never realize. 

It may be that in youth we long for change, but 
when middle age catches up with us we begin to 
sigh for a settled abode—a place where we can 
send down roots and stay. 

How thankful a man is, when he comes to that 
time of life, if he has had the foresight to select 
his permanent home with an eye to the neighbors. 
He has picked the kind he wants to spend the rest 
of his life with and whose children are the sort of 
pals he wants his children to have. 

It is well worth sacrificing many of the passing 
pleasures of younger days to prepare for such a 
tuture while your earning powers are at their 
height. 

+ 4s & 


PREPARE yourselves for more out-of-doors _ this 
spring and summer. Use the yard. Put a bench 
under a tree or in a shady spot where you can sit 
to read or sew. Better still, have some benches which 
can be moved out into the sunlight where you can 
take some of your work and soak up the sunshine 
vitamines while you are doing it. 
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Own a Home 

We believe in the institution called marriage. 
We believe no man has reached the fullness of 
life until he has a household of his own. We be- 
lieve man should take unto himself a wife. 

Human tradition and human law require that, 
having done so, he shall furnish her with food 
and shelter. So far as shelter is concerned, to rent 
a room, or a few rooms, or a house somewhere, 
fulfills the letter of that tradition and law. We 
doubt very much that it fulfills the spirit of them. 

We believe that a woman may very properly 
demand that the shelter that is furnished her by 
her husband shall be theirs in fact as well as in 
name. We believe that, if we were a woman, we 
would demand it. We may be making trouble for 
some prospective bridegroom in this town, but 
nevertheless we suggest to the bride-to-be that his 
ability or desire to furnish her a home is a pretty 
good test of his character and affection. 

We do not mean that no man should marry until 
he has the means with which to build. But he 
should not marry until he has the means to begin 
building or to begin buying. 

Having begun to build or to buy, it means years, 
perhaps, of self-denial. It means going without 
this and doing without that. But, too, it means 
more than that. It means a bond of common sacri- 
fice that will unite man and wife closer than could 
the enjoyment of any luxury. 

So, we say to the woman, marry the man who 
is willing to give you a real home according to his 
means. And, we say to the man, marry a woman 
who demands it. It is that kind of a marriage that 
is likely to result happily. 

7 » 7 


WitHout a home and without the permanence 
associated with ownership many of the finest con- 
tacts and experiences of life are impossible. Instead 
of being the tenant in the next house the owner is 
a part of the social, religious and political life of his 
community. His interests and those of every mem- 
ber of his family are rooted in the soil, and they 
are joined with the links of affection and interest with 
those of his neighbors and fellow citizens. Your 
house is merely the shell which it is the labor of love 
to transform into a home. Frequent moving from 
house to house harrows the feelings, stifles the affec- 
tions and denies satisfaction to the social instincts. 
The effect upon man is similar to that which pulling 
up by the roots has upon the plant. 


¢ F 


Come along, you Spring! Come along, you flowers! 
I’ve just been settin’ right here for hours. 

I’ve been just waitin’ for days and weeks 

Till a bud comes up and a robin speaks. 


Come along, you Spring, with the joys you've got! 
I will set right here till yow’re on the spot. 
Then I'll tilt my chair by the shanty door— 
When you git here, Spring—and I'll set some more. 


—ANON 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. 


Show 


it to your editor. Free reprints on request. 
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Fotey, Fva., March 30.— An announcement 
of more than ordinary interest to the entire 
lumber trade has just been made by Harold S. 
Foley, sales manager of the Brooks-Scanlon 
Corporation, of this place. This is that this con- 
cern is now prepared to place on the market a 
new product, “Alumwood,” which is lumber 
completely primed at the mill with aluminum 
paint. Commenting upon the development of 
mill priming for southern pine and cypress 
“Alumwood,” Mr. Foley said: 

A most important factor in priming a wood 
surface is the keeping out of moisture. Act- 
ing upon the theory that a moisture sealing 
paint is the best protective coating for lum- 
ber and that this moisture protection can be 
applied most satisfactorily to the lumber at 
the mill before shipment, the Brooks-Scanlon 
Corporation has equipped itself to supply its 
trade with mill-primed lumber. Yellow pine 
and cypress lumber are now available primed 
at the mill after kiln drying. This lumber 
is shipped out with a coating of high grade 
aluminum paint applied on front, back, edge 
and end surfaces. 


The Brooks-Scanlon Corporation operates a 
modern saw- and planing mill with scientifically 
controlled dry kilns, from which the weekly 
production is approximately 2,000,000 feet of 
southern pine and 400,000 feet of cypress. The 
adoption by this firm of mill priming with alum- 
inum paint may be regarded as a significant de- 
velopment in lumber practice. 

Fundamentally, mill-primed lumber is a log- 
ical outgrowth of discoveries made in the paint 
field. When lumber is mill-primed properly, 
with a moisture resisting paint, it would seem 
to have in prospect a steadily widening market. 
Just as structural steel, painted before ship- 
ment, receives protection when protection is 
most needed, lumber, primed in the mill, re- 
ceives protection in transit from the mill to the 
railroad yard, in the period of yard storage and 
from there on until the finish coats of paint are 
applied. 


To the lumber dealer, Mr. Foley explains, 
aluminum mill priming means an over-all mois- 
ture seal that helps to prevent warping, check- 
ing and cupping. The avoidance of these forms 
of damage to the wood itself is important 
enough to justify aluminum priming of many 
kinds of lumber at the mill. Furthermore, the 
fact that aluminum paint is not easily stained 
or discolored effects an additional economy. 
Discoloration from dirt and dust is a source of 
financial loss to practically every lumber yard 
whenever it is necessary to de-grade lumber on 
account of bad appearance. A _ non-staining 
paint, to which dust and dirt do not readily 
cling, is therefore a logical choice for mill 
priming, from the point of view of the lumber 
yard owner. 

The economics of mill priming, as contrasted 
with priming by hand after the lumber is 
erected, involve the usual comparisons between 
precision machine work in quantity and hand 
work by the job. Machine application in large 
quantity means cheaper paint costs because of 
savings on paint purchases in wholesale lots. 
Improvements in production technique are 
needed by the lumber industry, as they are 
needed by all industries, and the development of 
machine priming at the mill is an economy that 
should contribute largely to an increased con- 
sumer demand for lumber. In further comment 
Mr. Foley said: 

Siding which has been primed at the saw 
mill offers the home builder a vivid object les- 
son in the complete paint-protection of lum- 
ber. The builder is accustomed to priming 
his siding by hand after installation, so that 


the back, edges, ends and lap surfaces re- 
main unprotected. With mill-primed siding, 
the entire area of the board is covered with 


a high grade aluminum paint whose “leafed” 
surface offers complete protection at front, 
back and sides. Back priming is of obvious 
importance when one considers the protection 
it offers against absorption of moisture from 
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plaster. Many cases of premature paint fail- 
ure are to be charged to excessive moisture 
changes in the underlying wood, whether the 
moisture enters the wood from the front or 
back. The only cure for this condition is 
to prevent it. 

There is little or no difference in the cost 
to the consumer of a complete mill priming 
as compared with the cost of a hand applied 
prime coat on the exposed surface of siding 
after being installed. In many cases the alumi- 
num mill priming is less expensive, and in 
all cases, of course, the machine-applied coat 
shows a great saving over a hand priming 
applied front and back at the job. 


The choice of a mill-priming paint, as pointed 
out by Mr. Foley, involves a most careful and 
searching consideration of its moisture-proof 
quality, its durability and its general fitness as 
a base for finish coats. As a result of this re- 
search, supplemented by laboratory and outside 
tests of others, “Alumwood” is primed with 
high grade aluminum paint prepared in accord- 
ance with strict specifications. 

The aluminum research laboratories of the 
Aluminum Company of America have made a 
rather exhaustive study of the durability of 
aluminum paint as a primer for wood. In these 
tests white pine, southern yellow pine, western 
yellow pine, Douglas fir, redwood, western red 
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Southern Mill Markets New Product 


cedar, and cypress were coated with aluminyn 
priming coats, followed by two top coats of the 
usual types of white paints. These panels were 
compared with similar ones coated with three 
coats of the same white paints. In all cases 
considerably longer service was obtained on 
those panels primed with aluminum paint. 

The use of silvery aluminum-primed lumber 
such as “Alumwood” on a job signals to the 
passer-by that something new has arrived in the 
lumber industry, and dealers report that its 
novel appearance arouses widespread interest at 
each new erection job. For this promising ex- 
ample of progress in the lumber industry, the 
Brooks-Scanlon Corporation confidently expects 
a rapidly growing and widening acceptance 
among lumber consumers and dealers. Paint 
and lumber are inseparable industrial materials, 
and new methods of combining them possess a 
deep interest to both industries. 





UntiL the Klondike gold discovery in 1896, 
Alaska was regarded chiefly as a.source of furs. 
Following the gold rush, however, attention was 
directed to the area, and the region is now 
valued for its many natural resources and possi- 
bilities of agricultural development.—Commerce 


Reports. 











1. Present prices of Douglas fir are 30 
percent less than production costs. 


2. Yellow pine prices are yielding 
nothing for stumpage and very little for 
depreciation, before interest. 


3. For every thousand feet of fir lum- 
ber sold the manufacturer is contributing 


$5 to $8. 


4. Manufacturers can not continue to 
operate on this basis, and production has 
declined and will continue to decline. 


- 


5. While national sales of lumber have 
declined 38 percent this year, as com- 
pared with the same period last year, 
sales from Jan. 1 to March 21 have ex- 
ceeded production by 19 percent. 


6. Seasonal demand for lumber may 
increase sales. 

7. The continuance of present prices 
can only result in greater discontinuance 
of production. 


8. Prices lower than those prevailing 
at present will accelerate this discontinu- 
ance of production. 

9. Purchases made at present prices un- 


necessary. 








Here Are Some Things to 
Think About 


A careful survey of conditions that exist in the lumber industry today 
develops information that should be seriously taken into consideration 
by lumber manufacturers, lumber dealers and consumers of lumber as 
well. Without going into particular details, with which every reader 
of the AMERICAN LuUMBERMAN already should be familiar, the situation may 
be summarized in fifteen points as follows: 


In view of these indisputable facts, further comment should be un- 


doubtedly will reflect profits on or before 
regular inventory period. 


10. There is a possibility that mill prices 
may go lower through the necessity of 
converting inventories into cash, but cer- 
tainly they can not go much lower. 


11. Stocks in the hands of retailers and 
consumers now are extremely low. 


12. As stocks at the mills are reduced 
and assortments have become broken and 
as mills cease operations, difficulty will be 
encountered in securing quick shipments 
on purchases made by dealers to cover 
sales. 


13. Sales now are substantially more 
than production, and with a continuance 
of present prices or possibly lower ones, 
the ratio of sales over production will be- 
come increasingly greater. 


14. Because of the foregoing conditions, 
the end to the practice of hand-to-mouth 
buying may be near. 

15. In the absence of adequate stocks 
on retail yards, sales opportunities may be 
lost. 
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Miscellany of Activities in the South 


Low Bidder for Army Work 


Sureverort, La., March 30.—J. H. Reddick, 
of Fort Smith, Ark., was low bidder for the 
construction of thirty sets of double quarters 
for noncommissioned officers at Barksdale field, 
site of the U. S. Army’s Third Attack Wing, 
here. Bids for the job were received recently 
by Capt. George E. Lamb, construction quarter- 
master. The Reddick bid was for $330,500. 
There were twenty-one bids all told. Lamb 
said the contract would not be awarded until he 
had had ample time to figure the unit bids and 
consolidate them with the general bids. F. 
Trube Davison, assistant secretary of War, who 
stopped here enroute to Tulsa, Okla., was pres- 
ent when the bids were opened. 

Buys Mill Plant 

CotrAx, La., March 30.—J. L. Nelms, who 
operates the logging and sawmill departments 
of the Colfax Lumber & Creosoting Co., re- 
cently announced completion of a deal with the 
Frost Lumber Industries (Inc.) whereby he be- 
comes the owner of the planing mill, dry kilns, 
houses and fifteen acres of land formerly oper- 
ated by the latter company at Campti, La. It 


is said to be Nelms’ plan to operate a tractor 
mill at Campti. 


To Open Branch Yard 


HayNESVILLE, LA., March 30.—J. W. Caden- 
head, of the Haynesville Lumber Co., which op- 
erates a mill here, recently left for Longview, 
Tex., to open a branch lumber yard. The com- 
pany plans especially to have a stock of derrick 
and building material for sale in the new east 
Texas oil fields, which are using lots of lumber 
and timber. 





Close Sawmill at Taylor 
TayLor, La., March 30.—Woodard & Walker 
have closed their sawmill at Taylor, the closing 
date being March 27. When it will resume op- 


erations, was not stated in the announcement by 
the management. _ 


Opens Downtown Retail Store 


SHREVEPORT, LA., March 30.—The Robinson- 
Slagle Lumber Co. formally opened its recently 
established retail lumber store, located in the 
heart of the business section. It is the first re- 
tail lumber store in the downtown section. 
W. A. Robinson is president of the company 
and L. C. Allen sales manager. In this store 
various building materials will be carried. A 
Colonial home is among the unique phases of 
the store. The formal opening was under way 
four days, attracting many visitors. 


"Silver Wood" Exhibit Attracts 


New Orveans, La., March 30.—During the 
annual convention of the Southern Pine As- 
sociation here last week, attended by operators 
of both large and small southern pine mills and 
by a large number of retailers from various sec- 
tions of the country, there was one particular 
spot to which those in attendance naturally 
gravitated and which was the scene of abiding 
interest during the entire three days of the con- 
vention. This was an exhibit of “Silver 
W ood,” brought to the convention by the Stover 
Manufacturing Co., of Mobile, Ala., and dis- 
played and explained by C. D. Garrison, presi- 
dent of that company. The Stover Manufactur- 
ing Co. was the first lumber producing concern 
to adopt the practice of priming lumber at the 
mill with aluminum paint. Mr. Garrison is 
quite enthusiastic over the results so far ob- 
tained and the intense interest manifested in the 
Product by the many dealers present at this 
convention gave him further encouragement. 

Silver Wood” is southern pine lumber that has 


been given at the mill of the Stover Manufac- 
turing Co. a complete priming coat of aluminum 
paint, thus making the wood practically im- 
pervious to moisture and guaranteeing better 
construction and more satisfactory service. As 
was noted in a recent issue of the AMERICAN 
LUMBERMAN, dealers in many sections already 
are stocking “Silver Wood” and have been 
gratified with the way in which their trade has 
reacted to this new product. 





New Concern Makes Its Bow 


Warren, ArK., March 30.—On April 1 a 
new lumber concern is to make its bow to the 
trade, with headquarters in Warren, this being 
the Anthony-McLeod Lumber Co. This com- 
pany has been organized by Murray B. Mc- 
Leod, until recently vice president and sales 
manager of the Southern Lumber & Supply 
Co., of this city, and Garland Anthony, lumber- 
man and capitalist of Bearden, Ark. This new 
company, which will conduct a strictly whole- 
sale lumber business, will deal in southern pine, 
hardwoods, West Coast lumber and shingles. 
Commenting on the organization of this new 
company, Mr. McLeod said: 

I have spent fifteen 
years in the lumber 
business, and for sev- 
eral years it has been 
my ambition to head a 
business of my own. 
By virtue of a part- 
nership arrangement 
with Garland Anthony, 








M. B. McLEOD 
Warren, Ark.; 


Forms Own Wholesale 
Company 





of Bearden, Ark., who 
is one of the best 
known and most suc- 
cessful lumbermen in 
southeastern Arkansas, 
the opportunity pre- 
sented itself to me to 
start a business of my 
own. I felt that I 
should take advantage 





of this privilege. I 
deeply regret having to leave my association 
with O. O. Axley, with whom and for whom 
I have worked for over thirteen years. It 
was through him that I received my oppor- 


tunity to learn the business. I shall always 
feel indebted to Mr. Axley for the opportunity 
and advantages he gave me, and but for the 
chance to head my own business, I would 
never have considered leaving his employ- 
ment. 


Mr. McLeod, who will have complete charge 
of the new company, is a native of Warren 
and his father, N. McLeod, is mayor of this 
city. His first connection with the lumber busi- 
ness was with the Southern Lumber Co., by 
whom he was employed until 1922, when, upon 
the formation of the Southern Lumber & Sup- 
ply Co., he went with that organization as sec- 
retary and treasurer. Mr. McLeod is a recog- 
nized authority on accounting, as well as mer- 
chandising, and on a number of occasions has 
been invited to address lumbermen’s associations 
on subjects relating to the retail lumber busi- 
ness. He is a past president of the Arkansas 
Association of Retail Lumber Dealers and a 
director of that organization. During the World 
War, Mr. McLeod was a first lieutenant in the 
303rd battalion tank corps, his battalion being 
the first of that branch to see service in France 
with the American Expeditionary Forces. Since 
1926 Mr. McLeod has been sales manager of 
the Southern Lumber & Supply Co. Comment- 
ing upon his retirement from that organization, 
O. O. Axley, president, said: 

I know nothing but good to say of Murray 
—he has been faithful, true and conscientious 


in all his associations with me. I am glad to 
have played a part in his life as he has been 
a faithful and honest employee in any de- 
partment I asked him to serve. He has marked 
ability to succeed in his new line of endeavor. 
He disassociates himself from me with my 
best wishes and advice for his success, 





To Dismantle Sawmill Town 


GLENMORA, LA., March 30.—E. .P. Ferguson, 
Glenmora contractor, has recently purchased 
the buildings of the sawmill town of Slagle, La., 
and will wreck the structures as they are re- 
leased by the company and offer the -material 
for sale. There are about 100 homes for whites 
and 150 for negroes, as well as sawmill and 
planing mill buildings in the town. The White- 
Grandin Lumber Co., recently completed its op- 
erations at Slagle, having exhausted its lumber 
supply. 





Penal Mill Stops Sawing 


Ancora, La., March 30.—Because it is next 
to impossible to sell the lumber at reasonable 
prices, the Louisiana penal farm at Angola has 
discontinued operation of its sawmill. More 
than two million feet of lumber are now on the 
yard without a market for it, causing the man- 
agement to feel it would be unprofitable to cut 
lumber simply to leave it on the yard. The box 
factory and tile plant are continuing their op- 


erations. 


Were Honorary Pall Bearers 


SHREvEpoRT, La., March 30.—Several lumber- 
men of this section were honorary pall bearers 
for the funeral of C. W. Nelson, vice president 
of the Frost Lumber Industries (Inc.), who 
died recently in St. Louis, his home city. They 
were: E. A. Frost, G. S. Prestridge, J. W. 
Willis, Frank Whited, John Avery, John Molt, 
F. L. Wisdom, Randle T. Moore, Frank Moore 
and A. J. Peavy, all of Shreveport; Frank 
Scott, of Huttig, Ark., W. B. Few, of Waskom, 
Tex., and Worth Whited, of Nacogdoches, 
Tex. Mr. Nelson’s death caused widespread 
sorrow in lumber circles of this section where 
he was well known, E. A. Frost, of Shreveport, 
being president of the company of which Mr. 
Nelson was vice president. 

—_—_—__ 


. 
A Song of Spring 

Mempuis, TENN., March 30.—The current 
weekly letter to the progressive Bruce dealers, 
sent out by E. L. Fellman, manager better mer- 
chandising department of E. L. Bruce Co.,, 
fairly radiates optimism and attracts immediate 
attention with the announcement that “Spring 
is here.” Continuing in this happy vein, Mr. 
Fellman said: 

When the sap is mounting in the trees, 
when the songs of birds and glorious sun- 
shine fill your soul with happiness, when 
spring arrives, you breathe in reviving re- 
freshment and look forward, optimistically, 
with sparkling eyes. 

Spring is the season of optimism. 

And now is a most opportune time for op- 
timism—right now, while Old Man Depression 
is on his last legs. 

Roger Babson says: 
last ninety years the country has been 
‘ruined.’ Each time it has come out safely, 
and has risen to new summits of power and 
prosperity.” : 

Add to your natural optimistic impulse the 
seasonal impetus of spring. And do things. 

The letter then deals with some important 
problems that arise in the handling and laying 
of CELLized wood block floors. and .concludes 
with a reference to the fact that C. Arthur 
Bruce recently became a member of the Hole- 
in-One Club, “haying scored an ace—not a 
freak shot, but straight as a die—on No. 16 at 
the Memphis Country Club, a 190-yard hole.” 


“Ten times in the 








Third, and final instalment of this article. 
The first instalment appeared in the issue of 
March 14 and the second in the issue of March 
21.—Eprror. 


Farmers and country dwellers in general are 
inevitably involved in a development of this 
kind, and this is particularly true in a region 
peopled as is much of the South, thousands of 
families living in pioneer conditions widely de- 
tached from others. It is not to be expected 
that men so situated will quickly take up with 
a new idea; in view of the local conditions, 
indeed, they did very well if they did not seri- 
ously impede its development. 


Burning Pastures Prevented Reproduction 


Consider for a moment the settler referred 
to, owning 40 acres of land perhaps, on which 
he raised his own food, but his main economic 
support derived from ownership of hundreds of 
cattle which ranged freely on the wild lands 
around. Grass was what he wanted; the 
timber did not belong to him, and for many 
years the interest of the actual owner made 
no contact with him. Fire in winter burnt off 
the dead and dried grasses of no forage value, 
and permitted fresh 
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The South as a Source of 
Future Timber Supplies 


forces now at work for fire control seem to 
be progressing as rapidly as can be expected. 
One State organization believes that as a result 
of six years’ effort the acreage yearly burned 
over has been reduced to a sixth of what it was 
at the start. Nearly throughout, a significant 
change is taking place. Locally to a small 
extent, as in fact was always the case with 
a man here and there, the small resident land- 
owner, farmer he may be, has adopted this idea 
of timber-growing. For this, it should be under- 
stood, he has distinct advantages, while it 
promises in turn to serve him vitally. He can 
look after his property himself; the labor re- 
quired to grow forest is small compared to 
that required for stock or field crop, and forest 
labor may be mostly timed so as not to inter- 
fere with the other. Crops are perishable, while 
timber may be held till markets come round 
right; with values once established it serves the 
owner as life insurance and savings bank ac- 
count, as source of revenue in case of pressing 
need, as a most desirable form of bequest to 
descendents. All these purposes forest owner- 
and in 


ship is serving in other countries today, 
parts of our own also. 
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By 
AUSTIN CARY 
United States Forest 
Service 


Application of the value idea serves to cle 
up contemporary matters, too. At the presey 
time tree reproduction appears to be more yak. 
able than native grass, capable of producing fy 
more wealth and prosperity. By that mean 


as well as from deep-seated aversion to what ile 


mainly 
may justify the concentrated 
being conducted against fire. 
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Timber Value Is Foundation of Forestry 


and primarily a destructive agent, 


Value also is the vital link between produce 


and consumer. To the latter, 


value of fore: 


products arises from their utility to him. Wit 
the producer value bears a necessary relatin§ 


to cost, should mean a living for him, and some. 


thing over to enable him for one thing to expani 


his business if there is call for it. 
mutually understood, it seems that the 
of the two parties should readily meet. 


minds 


These thing: § 


Bu 


another consideration further separates them—§ 
the relation in volume between supply and de® 
mand—play of economic forces or competition # 


we call it. 


tion, over long periods as well as short, and 


This is often a very unstable rela-f 


the fact is particularly important in connection§ 


with a commodity tha 





growth to start from 
the roots. Fire les- 
sened the pest of ticks, 
too, and sometimes it 
safeguarded fences and 
buildings from chance 
conflagration. Gradu- 
ally, then, in the early 


days the practice of 
“burning the range” 
grew up, starting at 


the far South in No- 
vember and December, 
advancing north as the 
season advanced, 
sweeping over vast 
areas. As near as can 
now be estimated, pre- 
vious to 10 years ago 
not less than 50,000,000 





ticularly, 
profusely used in thi 
country 
other part 
world. In fact, w 
consume about a 


than in 


the world together 
had abundance in al 
most all kinds, and we 
have yet, though a 





To this date we have 


it takes as long to pro-F 
duce as timber. ' 
Timber product§ 


lumber and paper par) 
are nor 


anyy 


of thf 


much as all the rest of 


somewhat greater cos 
because transportation 
for greater distance 


is involved than for} 
acres of wild lands merly. As a result of 
were yearly burned this in part, we ard 
over, a third perhaps not now consuming a 
of the whole timber — much lumber as wi 
3 yh, —_ se This natural reproduction inspired the owner to engage in tree growing on a large scale ag cage 2 posi 
no suggestion arose of ; es the South has beet 
damage to either private or public interest These then are the forces now operative in supplying half the national requirement for lum} 
through the effect on timber. Here, in fact, connection with timber growing at the South. ber. It has more than its ow! 


and not in the forest industries of the region 
(though indifference at least might long have 
been justly attributed to them), has been the 
chief source of the fires that have swept the 
region. Let us, moreover, take a correct and 
temperate view of the effects, nowhere near as 
great as they would have been in northern 
countries. At the South there is seldom a deep 
humus layer on the soil to add to the volume 
of fire. Trees of some size are usually only 
checked in their growth—longleaf pine indeed 
may be entirely defoliated and yet survive a 
fire. Some timber, it is true, was finally de- 
stroyed by repeated burning and growth rate 
probably is slowed down through soil effects, 
but the wiping out of tree reproduction on 
great areas was by far the largest element in 
this fire damage. 


Woodlot Owner Becomes Forest-minded 


To break down a custom established as that 
was takes time and a great volume and variety 
of effort, while locally there appears to be 
necessity for adjustment between interests. The 


The situation is complicated; the picture has 
lights and shadows; but that at the present 
stage is inevitable. Broadly speaking, there 
seems to be ample ground for encouragement. 


Stimulus of Profit Changes View 


One idea which will greatly clarify thinking 
in regard to these matters is that value is the 
key. True, mere reversal of habits that are 
destructive and wasteful will accomplish much. 
Positive, active measures may do much more, 
however, and for such exertion sufficient motive 
must be in evidence. This consideration explains 
much of past neglect and what may be called 
waste and abuse of native timber resources. 
Such treatment was the natural course of men 
who found timber in their way, who may also 
have had no conception of the extent of future 
need for it. And if the pioneers took that view 
the people at large in the framing of their laws 
for a long time showed no greater perception. 
It was professional timber men, foreseeing 
future demand and acting on the idea in their 
own interest, who first exhibited a genuine ap- 
preciation of the values embodied here. 


produced vastly 
local needs. As late as 1928, in fact, 
percent of the softwood lumber consumed in th 
region was shipped in from outside, while 
percent of its production was sent out, 7 percet! 
to foreign countries, the balance to other part 
of our own. The volume of the regional ct 
has shrunk somewhat of later years and | 

promises to shrink further in the years imme 
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This slack, whatever it lumbermen of th 
Pacific Coast will promptly and thankfully tak 
up. 
that as things are headed today and _ befor 
any very long time has elapsed the South shoul 


is, 


again come in with increasing production. Ant 


that, granting inducement for it, should & 


maintained indefinitely or progressively increase © 


Consideration of the natural advantages the 
South has for carrying on this role may we 
be carried a little further. Take location first 
the fact that from the Atlantic seaboard to th 


western plains this territory lies all along th® 


border of the regions to be served by it. Thi 
is for all concerned an enormous advantage. 
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The next point in the situation is this-| 
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Vast Areas Available for Continuous 
Production 


The area available is the next point to con- 
sider It is hard to see the situation big enough. 
Sixteen States make up the larger South, among 
them several of the largest in the Union; they 
constitute one-third the area of the country as 
4 whole. Towns and cities and lands in culti- 
yation leave far the greater portion of this area 
ynoccupied. The extent of waste land is not 
large. The best information possessed by the 
Forest Service indicates that the South has 


pine growth for each inhabitant of the United 
States; its figure for hardwood lands is less 
These figures will mean more 
after comparison with other forest areas. Two 
famous European districts as well as a couple 
of important forest regions in our own country 
have been plotted to scale on a map of these 
southern States. In this relation, as in others, 
the South is truly an empire. 

Producing power is the next element in the 
case, and here perhaps we shall do well to allow 
the pure scientists for a time to guide our 
thinking. They tell us in the first place of 
the enormous energy in southern sunlight, hun- 
dreds of horsepower per acre per hour, and of 
this utilized by the green tissue of the foliage 
of trees to elaborate 
ground water and min-_ | 
erals with gases from | 
the air into the tree | 
trunk, wood so useful 
to man. All true cer- 
tainly; native forests 
and the coal measures 
are ‘the accumulated 
product of the same 
energy; we know from 
direct observation that 
wood is more quickly 
grown in southern 
than in northern loca- 
tions. 

Wood may be used 
as such, shaped, sea- 
soned, stained or 
painted over perhaps, 
but still in the form 
of wood as nature 
grew it; most of our 
use to date is of that 
kind — lumber and so 
on. Years ago, how- 
ever, the scientists as- 
certained that wood is 
made up of fibers, or 
largely so, and means 
were devised to re- 
duce it to the fibrous 
iorm. So we have 
paper made chiefly 
irom wood, cheaper 
and commoner, by far 
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rely. Possibilities of that kind multiply with 
the enlarged horizon of ideas that the chemists 
construct. Our lumber industry of late years 
has been feeling the incidence of just such 
forces. 

Reasonable caution, therefore, as well as 
alertness and foresight, men’ are under obliga- 
tion to use as they select the lines on which 
they will expend their money and effort. In 
general as to southern timber growing, on the 
basis of information in hand, the prospect is 
attractive. Wood has a record of continued 
service to mankind not excelled by any other 
material. Its adaptability is in its favor. Ex- 
isting statistics indicate limited supplies coming 
on. The South is the section of the country 
where the commodity can be produced most 
cheaply. 

The general public, too, has its concern with 
these matters. In this section lies nearly half 
the aréa of forest land of the country; it seems 
reasonable to expect from it in future a good 
half of our timber supplies. At any rate, the 
leading part in whatever the future brings forth 
will be played there. At this date the prospect 
may be fairly called encouraging. On the other 
hand, we shall do well to recognize not only the 
essential nature of the service expected, but 
the labors and chances involved. In the suc- 
cessful performance of this function enterprise 


37 


spection service which will be provided for buy- 
ers of wood trim at their own request,” says 
Mr. Beals. “The manufacturers proposed to 
make available to owners of buildings, archi- 
tects and general contractors an inspection of 
material, either before it leaves the factory or 
after it reaches the job, whenever or wherever 
there is any doubt in the mind of the owner, 
architect or general contractor as to whether 
the quality of workmanship or details are in 
accordance with plans and specifications fur- 
nished for the operation. 

“The inspectors would be employed by the 
eastern millwork industry as a whole for the 
express purpose of correcting abuses.” 





Talks on Russian Menace 


SHREVEPORT, La., March 30.—The menace of 
the importation of lumber from Russia was the 
subject of an instructive address delivered to 
the Rotary Club of Alexandria, La., recently 
by C. C. Sheppard, of the Louisiana Central 
Lumber Co., of Clarks, La. He pointed out 
that it would be impossible for southern saw- 
mills to manufacture lumber and deliver it 

on the market at the 








price that Russian 
lumber can be dumped 
in this country after 
it has been manufac- 
tured by convict labor 
and forced _ labor. 
“This touches all of 
us, touches you busi- 
ness men in Alexan- 
dria, as well as all 
over the lumber sec- 
tions,” Mr. Sheppard 
told his audience. 
The supply of lum- 
ber in Russia far sur- 
passes today what the 
supply was in Amer- 
ica before it was 
touched, the speaker 
stated. That this great 
supply is being ex- 
ploited by the Soviet 
government for all 
that it is worth, was 
pointed out. Arrange- 
ments are being made 
to erect 125 large saw- 
mills in Russia, to be 
operated by convict 
labor and forced labor 
to the number of 
many hundreds of 
thousands, he - said, 
and the consequence is 








than it ever was be- 
lore, and other forms 
ior this derived fibrous 
Product are estab- 
lished in the markets. Fiber, we realize, if 
suitable for required purposes, can be far more 
cheaply raised in the form of wood than as a 
field crop. 

Lastly, and just for a few years now in a 
pointed way, wood has been looked at chemi- 
cally, as composed of molecules and atoms, a 
raw material that by treatment with reagents 
may be converted into things entirely unlike it, 
Just what or how many, there is now no telling. 

e€ recent past chemically has been the coal- 
tar age, and wonderful things have evolved 
‘rom it. Some think an age of cellulose may 
be just ahead of us. 

This from the scientists. Other men have to 
Consider the same ideas from their own stand- 
point, the timber grower for one. New possi- 
bilities are evident and are stimulating to him. 
Conceivably he may be vastly benefited by de- 
velopments in these new directions. Another 
aspect is presented to him, however, uncertainty, 
chances of change in use and demand, possibility 
of substitution of new or different substances 
in fields on which he has been accustomed to 


Slash pine at Starke, Fla., sixty cords per acre in 25 years 


and foresight are necessary as well as shrewd- 
ness and nice calculation, and the application 
of science, together with humanity in connec- 
tion with labor, on the part of business leaders 
in the South. Rewards should be sufficient to 
compensate for all that should fall to their lot. 





To Inspect Wood Trim for Pro- 
tection of Buyers 


New York, March 31.—An echo of the recent 
convention of the Eastern Millwork Bureau 
was heard today in the statement of Allen E. 
Beals, statistical expert, that manufacturers of 
wood trim in the eastern States have worked 
out a program calculated to correct abuses in 
the industry, for the protection of buyers, and 
to prevent the failures that have resulted in the 
closing of many mills within the last year. 

“The protection is offered to home owners 
and building investors in the form of an in- 


that they can produce 
lumber and ship it to 
America at a price so 
far below what Amer- 
ica can produce it at after paying labor a 
decent wage. Mr. Sheppard said: 

You will argue that Russia is buying its 
machinery and equipment from America—that 
it bought in the past few months thousands 
of trucks, and large quantities of electric 
equipment ete. from America. But what will 
take place when they have finished buying this 
equipment and begin to dump on our market 
the cheap product of their forests? They have 
succeeded in getting a small tariff of $1 a 
thousand feet to deliver it in this country. We 
failed to get Congress to pass a bill forbidding 
the delivery of convict-made products of any 
kind into our country. This was largely due 
to the statement of one member of the House 
that Russia buys $40,000,000 worth of cotton 
from the South. 








A TREE planting school will be conducted by 
the forestry department of the New York State 
College of Agriculture on April 2 and 3. It 
will be free and will be attended by members 
of the reforestation committees of the boards 
of supervisors of the counties participating in 
county reforestation work. 
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REALM OF THE RETAILER | 


Retailers Who Practice Outside Selling 


Preparing to Interest Customers by Anticipating Their Questions, 
Their Objections, Their Wants and by Offering Creative Services 


One of the persistent ideas of the 1931 
convention season has been that of carrying 
the sale to the consumer. 

Several other big ideas have been pushed 
forward with almost evangelical fervor, but 
most of them group about this project of 
telling the customer and of finding him in 
person to do the telling. Why wait for him 
to come in? He’ll not come until he has 
worked himself up to the point of being 
almost ready to buy; and that working-up 
process is a perilous one, subject to many 
accidents and deflections. Real merchandise 
effort helps with the preliminary job of 
creating interest, planting the seeds of de- 
sire, clearing away imaginary or real ob- 
stacles and pointing the way to beneficial 
action. Once that is done, making the sale 
is rather a foregone conclusion. 


A Wall-Flower Idea Becomes Popular 


Of course this matter of creating the sale 
outside the yard is not a brand new one, for 
many dealers have practiced it with success 
for a long time. But never before has it 
been hammered home by conventioneers so 
extensively. One of the interests which this 
department has in conventions is the matter 
of using them as an index of retail feeling 
and thought. Some years ago when this out- 
side salesmanship was first brought forward 
it was received by the rank and file with a 
good deal of quiet amusement and even some 
ribaldry. The speakers who talked about it 
were usually not retailers. They were pro- 
fessional spellbinders who had to have a 
dramatic story, or they represented specialty 
manufacturers. The average dealer didn’t 
take them seriously. I remember one dealer 
who borrowed the words of the sage of the 
American Mercury to describe them as “The 
unspeakable, with loud snorts, gradually 
swallowing the inconceivable.’ The im- 
presson seemed to be general that the idea 
either wouldn’t work at all or else it was a 
scheme to turn the retailer into the cats- 
paw of certain manufacturers. 

Over and over in the old days the Realm 
has heard dealers say that desire to build 
was self creating; that there was only so 
much of it that matured in a year, and if a 
dealer forced it in one year he’d have that 
much less the next. We've heard the state- 
ment that it was undignified and would 
cause the public to lose respect for and con- 
fidence in the yard. It was considered the 
final struggle of a business going down for 
the third time. 


Not All Interest Self-Creating 


Several things have changed this earlier 
opinion; and one of them is the success 
which other great industries have had in 
going to the customer in his home or place 
of business to demonstrate their services. 
Another is the idea that has been well 
proven in action that not all building desire 


is self-creating. In these days of competi- 
tion, much necessary building gets put off 
for the simple reason that while no one with 
expert knowledge suggests and explains it, 
other business men are urging other expen- 
ditures; and presently so much income is 
used in these other ways that none remains 
with which to do some remodeling work or 
build a new house. 

It is significant that this year the speakers 
who have most to say about searching for 
trade are practical and hard-bitten dealers 
who are practising it with success. 

One of the thoughtful addresses at the 
Northeastern convention was by Walter R. 











The inlaid study table shown here is an exam- 
ple of the craftsmanship of August R. Schlaak, 
cabinet maker in the wood gluing department 
at the Forest Products Laboratory, Madison, 
Wis. The table, which was begun seven years 
ago and which has occupied a large portion of 
his spare time since, was Mr. Schlaak’s Christ- 
mas gift to his 14-year-old daughter, Ruth. It 
has been displayed since at a Madison bank. 
Twenty-five wood species are represented in 
the table, chief among which are birch, cherry, 
gum, Japanese dye wood, mahogany, maple, 
pecan, persimmon, and walnut. The number 
of separate pieces of wood used is 17,625, the 
smallest being smaller than the cross section 
of a match and the largest less than a square 
inch in area 





Pettit, of the Nassau-Suffolk Lumber Supply 
Co., Huntington, N. Y. Mr. Pettit is an able 
and practical dealer and was in fact intro- 
duced by President Zimmerman as “The 
Sage of Nassau.” He spoke feelingly and 
as one who had experienced the difficulties 
and embarrassments of the lumberman who 
is reluctantly convinced that this exploring 





for business is necessary and who starts out 
to do it without being prepared for the task 


How Not to Make Calls 


He rings a door bell timidly and is ¢op. 
fronted by a stranger with a hostile light jp 
the eye and with a sales resistance whettej 
by many front-door encounters. The dealer | 
doesn’t know what if anything this stranger J 
might need; and in nine times out of ten 
the stranger is not in a mood to aid in the § 
discovery. If perchance the dealer does get 
inside and tells his story and does find that 
here is an active prospect, the chances are 
that he doesn’t have all the information or | 
papers needed to make the sale. After half! 
a day of this experience the dealer goes back | 
to the office tired and dispirited and with } 
little to show for his effort. Z 

The difficulty is not in the idea itself but § 
in the lack of preparation for putting it into 
effect. The answer, so Mr. Pettit said, lies | 
in analyzing and classifying prospects in| 
terms of goods and services which the dealer * 
has to offer. 

Before the dealer goes out at all he should | 
know enough about his prospects to know in | 
what things they may be interested. It is 
possible to get this information in various | 
ways; by looking at the houses from the] 
outside and noting what they obviously need, | 
by finding out the occupations of the fam- 
ilies, by consulting various public records 
and the like. Prospects should then be clas- 
sified. The classification which Mr. Pettit 
suggested consisted of new homes, old homes 
to be repaired or modernized, farms, com- 
mercial trade, such as professional offices 
and sales rooms, and contractor and carpen: 
ter trade. Other classifications will occur to 
any. interested dealer. 

The dealer can then take these classifica- 
tions one at a time. He will know what he} 
is going to suggest when he makes his call, 
and he will have with him the papers, cata-| 
logs, samples and information needed in such! 
a transaction. He will have prepared for his! 
call by direct-mail advertising. This last is 
important. 

If he is calling on new-home prospects he} 
will know that the first thing asked about 
if any interest is aroused at all, is the te 
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ter of design. Nobody gets enthusiastic 
about the idea of a house in the abstract 
Pictures, sketches, specific designs, equip] 
ment and the like will be needed. Perhaps | 
the next matter inquired about will be! 
financing; and the dealer must be prepared | 
to present whatever financing plan he usés,/ 
whether it is his own or whether he merely | 
has contacts with other financing bodies. | 
Owners of vacant lots which are costing 
money in taxes but are not bringing income} 
can be interested in specific plans to put! 
income-producing buildings on them. The 
dealer can be ready with these plans. If it! 
is nothing more than a garage which can kf 
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rented to the neighbors it is a beginning. 

Mr. Pettit asked when a house may be 
considered old, in the sense that it needs 
changes or repair; and he answered that it 
is old as soon as other houses in the neigh- 
porhood have newer and better equipment, 
making for more comfort or usefulness or 
pride of ownership. The man canvassing 
for remodeling must know about these 
desired new things and the method and cost 
of installing them. 

And so on. Instead of going out with a 
yague desire to make some sales, he knows 
not how or where, the dealer goes out with 
advance classified knowledge and _ specific 
plans. He is ready to begin his good tem- 
pered and persuasive statements as soon as 
he meets his prospects; and if other possi- 
bilities come up during the conversation that 
is so much to the good, but he doesn’t have 
to trust to the vague possibility that some- 
thing will come up. He is prepared to pre- 
sent a specific proposal under his own power. 
Sales promotion is basically a development 
of prospects. By classifying prospects, each 
class may be definitely developed along prac- 
tical lines suited to its own needs. Direct- 
mail advertising will not close sales, but it 
will prepare the way for a call. The tele- 
phone is no substitute for a call, but it can 
be used to acknowledge an inquiry and to 
make appointments for calls. Records of 
calls and of information gotten in other ways 
should be listed and filed on cards; but a 
file that collects dust is as useless as any 
other unused tool. It is useful only when 
it aids in prompt and informed follow-ups. 
One sale leads to another, and a small sale 
may eventually result in a large one. Care- 
ful preliminary preparation, prompt follow- 
ups and persistence along practical and spe- 
cific lines will turn these efforts into income- 
producing sales. 


Tactics on the Western Front 


A similar broadside was fired by another 
practical and aggressive lumberman who op- 
erates many hundreds of miles away from 
Mr. Pettit’s territory. E. W. Dobson, of the 
J. F. Anderson Lumber Co., with general 
offices in Minneapolis, is one of the highly 
dynamic dealers of the Northwest; and the 
things he called his fellow dealers and made 
them like indicates the extent to which 
creative merchandising is on the cards in the 
wide-open spaces. “In 1931,” he said, “we 
will have our greatest opportunity for sales 
increase, not through any sudden return of 
prosperity, but through intensive, intelligent 
salesmanship.” 

In the course of this crackling and sizzling 
speech Mr. Dobson threw generalities to the 
winds and got down to cases. “Today,” he 
said, “the farm schools, county agents and 
all agricultural authorities are telling the 
farmer that a well equipped barn is an es- 
sential unit in diversified farming and that 
a modern barn with proper insulation and 
ventilation will soon pay for itself in the 
amount of food saved and in increased ani- 
mal efficiency, 

“Fresh air is essential to the development 
of the health of all animals, and yet each 
year thousands of cows, hogs and chickens 
are dwarfed and stunted, the victims of 
tuberculosis for want of clean, pure, fresh 
air. It is estimated that 30 percent of the 
tuberculosis found in children is caused from 
tuberculosis in cows from which milk is con- 
sumed. This means that barns must be 
properly ventilated, and there isn’t an in- 
telligent stock raiser in your community 
that you can’t interest in a ventilating sys- 
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tem if you will only show him its many 
advantages. A water bowl is just like hav- 
ing an extra cow, because 87 percent of milk 
is water, and the cost of a water bowl will 
be returned many times over each year in 
increased milk production. Every lumber 
dealer can show a nice increase in business 
this year by getting out after the barn-equip- 
ment trade, but there isn’t a single item of 
barn equipment whose sales can be increased 
by sitting in your office. We must study our 
barn-equipment catalog—learn all about the 
line—and then go out and tell our farm cus- 
tomers their many advantages.” 


Telling the Farmer 


Mr. Dobson carried the story on through 
items of gates, posts, woven fence, paint, 
houses, farm buildings, feeders, remodeling 
and a dozen more items. “Few farmers real- 
ize that at least $100 is lost each year on 
a 40-acre field of corn unless that corn is 
properly fenced. Convince your farm cus- 
tomer that he can not afford not to fence 
and that he pays for adequate fencing 
whether he has it or not. . Convince 








, | 














The building of homes on the higher banks of 
the Des Plaines River and the protecting of 
others from the spring washes are likely to 
call for considerable lumber in the near fu- 
ture. Much of this protection work is accom- 
plished by the use of heavy plank and sawed 
studding built between stocky willow trees 
growing on the river banks. The premises 
shown are in the rear of the house, but at 
other places the houses front on the river and 
are built directly above the water. This is the 
river home of E. C. Cook, of the Acorn Lum- 
ber Co., Chicago 





your customers that they can not afford not 
to paint. The worst mistake that the aver- 
age property owner makes is that he is too 
hard up to paint. Suppose your customer’s 
buildings are worth $5,000. If these build- 
ings are unpainted the depreciation will be 
7 percent or $350 a year. If painted, the 
depreciation will be 2 percent or only $100 
a year. This means that by keeping these 
buildings properly painted you will reduce 
their depreciation $250 a year, and you know 
it will not cost your customer half this 
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amount to keep these buildings properly 
painted. 

“Ninety-five percent of us fellows in the 
retail lumber business have entirely the 
wrong idea of a prospect. Most of us never 
consider a customer a prospect for anything 
unless he comes into our yard and tells us 
he is interested in a certain item. And that 
is the trouble with most of you in selling 
new homes; in waiting for your customer 
to come to you and tell you he wants a 
new home. You think because you have not 
had any inquiries that no one in your town 
is interested in building a new home; and, 
unless you get this idea out of your head, 
you will never do anything toward selling 
new homes.” 

And so it went through the long list; spe- 
cific facts and figures. “Twelve million 
homes in this country are in need of re- 
modeling. The average remodeling job runs 
around $1,500. That means that there is a 
potential remodeling market of over eighteen 
billion dollars; but not 10 percent of you 
dealers are even scratching the surface as 
far as the possibilities of selling remodeling 
are concerned.” 

The big audience took it on the chin for 
three-quarters of an hour and applauded Mr. 
Dobson to the echo. Afterward we heard a 
good dealer who has practiced this creative 
sales effort for years remark, ‘Well, Dobson 
laid out kind of a busy year for the dealer 
and his yard man. I guess we’re not going 
to have such a lot of time to learn back- 
gammon down at the office.” In any event, 
the preachers of this new and yet old doc- 
trine are the men who are actually handling 
the retail business. They’re not profes- 
sional blatherskites, and neither are they the 
hired men of the specialty manufacturers. 
They are the boys who hold the front line 
trenches, and they take their own medicine. 


Lumber Woods to Hotel Management 


It always interests this department to find 
former lumbermen or the sons of lumbermen 
busy and successful in other lines of en- 
deavor. Apparently the lumber business is 
a great training ground. In New York we 
discovered that the chief assistant manager 
of Hotel Lincoln is F. C. Busch, a product 
of Menominee, Mich. Mr. Busch’s father 
was prominent in the sawmill business when 
Menominee was a vast lumber production 
center; and as a lad Mr. Busch knew the 
Stephensons and other giants of those 
earlier days. It’s a far cry from the saw- 
mills of the North to the management of a 
great metropolitan hotel, but the energy and 
understanding which create good lumber 
can be and are used to produce guest con- 
tentment. The Lincoln is a handsome and 
comfortable hotel as well as a big one. It 
advertises “Thirty Stories of Fresh Air and 
Sunshine,” and its 1,400 rooms make it 
something of a city in itself. And since it 
is located at Eighth Avenue and 45th Street, 
within a few minutes walk of Times Square 
and the heart of the theater district, it has 
become popular not only with lumbermen 
but with all kinds of people whose business 
and pleasure take them to New York. 





Tue Chamber of Commerce of the United 
States, Washington, D. C., has recently issued 
a publication on “Forest Yield Taxes,” which 
assembles the essential features of existing leg- 
islation dealing with the subject. The publica- 
tion should be a valuable aid to agencies and 
individuals interested in shaping new laws for 
their States, and in building up a proper pub- 
lic recognition of the essential features of for- 
est tax legislation. 
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AMERICAN LUMBERMAN 


When You’re 50 Years Old— 


Celebrate! 


Co_pWATER, Micu., March 30.—It is a good 
plan for a wide-awake lumber retailer to let 
his community know he is wide-awake, thinks 
Charles A. Pollock, president of S. Pollock & 
Son, and he lets slip no opportunity to keep 
this city and surrounding territory ever mind- 
ful of the fact that it has an enterprising lum- 
berman in its midst. The recent completion of 
fifty years in business here provided one of the 
best of opportunities, so on Friday and Satur- 
day, March 20-21, the company put on a 
widely-heralded anniversary celebration in the 
form of a building show. 

It was staged in Armory Hall, across the 
street from the company’s yard, because the big 
drill room provided ample space and also a 
stage for the vaudeville features which drew 
large crowds several times each day. There a 
representative of the AMERICAN LUMBERMAN, 
attracted by the merchandising reputation of Mr. 
Pollock, found the retailer and his associates 
surrounded by booths similar in appearance and 
enterprise to displays such as one sees at State 
lumbermen’s conventions. Mr. Pollock should 
and does know his conventions, for he has been 
attending the gatherings of the Michigan Retail 
Lumber Dealers’ Association for many years, 
and is a past president of that organization. 


Wide Variety of Materials 


On this occasion most of the displays were 
ranged around the walls of the room, and they 
presented a good “cross-section view” of the 
products being sold by this merchant—a truly 
amazing array, when one considers the con- 
stricted list of items on which retail lumbermen 
formerly relied for their sole support. Most of 
the Pollock companv’s trade is in lumber, of 
course, but Mr. Pollock and those associated 
with him realize that other materials, also, are 
being used by builders and will continue to be 
used. Mr. Pollock prefers to be the one to 
sell those materials to his community, and he 
is doing a goad job of it. He also sells nu- 
merous items in allied lines, to complement and 
supplement his lumber, brick, cement, roofing 
and such materials. 

And he sells fuel. That was evident from the 
displays in the two front corners of the hall. 
One of them consisted of a large panel of pic- 
tures showing how coke is made in a large 
modern plant. In the other front corner a fur- 
nace had been installed, with a pipe to carry 
the smoke outside, and an automatic stoker kept 
the fire burning at the desired brilliance. An- 
other make of automatic stoker was mounted 
on a truck trailer and its operation was dem- 
onstrated, although not in connection with any 
furnace. Nearby were pictures of several rep- 
resentative installations of these stokers in Cold- 
water. Mr. Pollock handles both the Iron 
Fireman and the Electric Furnace-man, and as 
he reported at the State convention in Detroit 
last January, he finds this an excellent item 
for the dealer who sells coal. Near these 
stokers were half-bushel measures filled with 
samples of the various kinds of coal the com- 
pany sells; the display of the name of each 
variety made a strong sales appeal. 


Makes Appeal to Farmer 


Adjoining was a display of steel roofing and 
other sheet-metal supplies. and beyond was a 
booth furnished by that pioneer of agricultural 
and engineering schools, Michigan State Col- 
lege, of East Lansing, with R..W. Musson, of 
the agricultural engineering department in 
charge. By means of models constructed accu- 
rately to scale the visitor could see examples 
of good and bad construction and planning of 


farm buildings, and signs told the onlooker 
that “Poorly planned farm buildings are costly 
and inefficient,” that “More than $520,000,000 
is invested in Michigan farm buildings,’ and 
that “Nearly all farm buildings need repair and 
modernizing for efficient production.” Pictures 
showed numerous types of farm structures be- 
fore and after modernizing. This booth was an 
important feature of the building show, for 
Coldwater has a large rural trade, and there 
was much interest in the pictures and models. 
The next space contained an attention-getting 
display of paint, and beyond that was a wide 
variety of builders’ hardware, a display that 
captured, we noticed, the interest of the boys 
and men particularly. Nearby was something 
to interest farmers especially, a complete line 
of barn equipment. Along the back and west 
walls of the big room were displayed millwork 
and an overhead garage door, several different 
types of bricks, hydrated lime, Portland cement, 
roofing, insulation board, and oak and maple 
flooring. There was also a large panel of pic- 
tures, presented by the Marietta Paint & Color 
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Michigan Retailer Hires 
a Hall and Holds "Open 
House" to Entertain and 
Instruct His Customers 


to be informed that these shingles, if properly 
laid, with zinc-clad nails. would make a roof 
that would last for “fifty years or longer.” The 
“50 years” was tremendously appealing, for vis- 
itors were reminded that this was the fiftieth 
anniversary celebration of the company, and 
that if a roof like this had been laid back in 
1881, at the time the Pollock company was es- 
tablished in Coldwater, it still would be a good 
roof. 

There were other things to remind the vis- 
itors of those days of 1881, for “atmosphere” 
was lent by the presence of one of those queer 
contraptions of another age, a high-wheeler bi- 
cycle. Also there was one of the files of the 
old Coldwater Republican, iti the Feb. 11, 1881, 
issue of which appears this item: 

Henry T. Smith has disposed of his interest 
in the lumber business to Mr. Samuel S. Pol- 
lock, of Cleveland. Mr. Pollock was at 
time a resident of our city. 

Mr. Pollock did not depend on “word of 
mouth” advertising to insure: a crowd for his 
big party. His son-in-law, Leslie Woodward, 
who is associated with 


one 








‘ 


210 





The lumber retailer, his office staff, and the manufacturers’ representa- 
tives who helped make the “celebration” such a success. Charles A. 
Pollock (fifth from right), present head of S. Pollock & Son, was 
only nine years old when his father bought the yard in Coldwater, 
Mich. His son-in-law, Leslie Woodward (at extreme left), is associ- 
ated with him in the company. The group is standing in front of the 
display of farm building models arranged by the Michigan State 


College 


Co., showing the wide adaptability of southern 
pine and the abundance of supply of this wood. 

Two outstanding displays were not placed 
near the walls at all, however, but were out near 
the center of the room, where no one could 
possibly miss them. One was a new refrigera- 
tor which the Pollock company has just added 
to its line, announcing it at this anniversary 
event. It uses neither ice, electricity nor gas 
as the cooling element, but kerosene, which fits 
it especially well, of course, for the use of 
farmers. It attracted much attention, nartly 
because the sign on top announced that this 
piece of equipment offers “Complete refrigera- 
tion at the cost of one postage stamp per day.” 


The other central display consisted of several 
bundles of shingles, piled one on top of another. 
They were 5X edge grain red cedar shingles, 
but that was not the information which was 
printed on the large sign attached to the shin- 
gles. The visitor first was attracted by the 
words “50 Year Roof,” and then stepped closer 





him and is applying to 
lumber retailing the 
merchandising ideas he 
learned in other fields, 
prepared a series of ad- 
vertisements for the lo- 
cal paper, calculated to 
bring in the citizens of 
Coldwater and all 


Branch County. The 
first one, inserted two 
weeks before the big 


show, was an eight-inch 
single-column ad—a sort 
of teaser — which pro- 
claimed simply that “If 
You Were 50 Years 
Old You’d Be Celebrat- 
ing Too,” and promised 
more details later. Ina 
few days they came, an- 
other eight-inch ad, two- 
column this time, to 
announce for S. Pollock 
& Son that “Our prog- 
ress has been  Cold- 
water’s progress for 50 
years,’ and that “we 
have moved steadily 
from hope to realization, 
from aspiration to suc- 


cess . . . together!” It 
continued : 
That is as it should be, for Pollock’s is 


Coldwater’s own store—born in Coldwater, 
owned and managed by a resident of Cold- 
water! And in the future as always before, 
we will continue to serve both as construc- 
tive citizen and personal friend, operating 
ever in the interest of Coldwater and its peo- 
ple ... with intelligence, initiative and in- 
tegrity! 

The third advertisement—again two-column, 
eight-inch—promised everybody a good time at 
the anniversary party and urged Mr. and Mrs. 
Customer to bring all the little Customers to 
the two-day city-wide celebration, closing with 
a reminder that “Dependable material and ad- 
vice are always here to serve you at Pollock's. 

The fourth ad was larger, 10-inch by three- 
column, and announced that the lumber com- 
pany was “facing fifty with grateful hearts and 
youthful eyes,” especially emphasizing the 
“youthful eyes” part and the fact that “we're 
really just starting.” The next two were of 
this same size, and No. 5 asked “When are two 
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names better than one,” answering its 
question like this: ; 

When Pollock’s is combined with that of a 
well-known manufacturer. Year after year 
we have attracted to our yard famous names, 
until today a list of our merchandise reads 
like a “Who’s Who.” Names that bear an 
enviable reputation for quality and reliabil- 
ity, sponsored by a firm name of half a cen- 
tury of unfailing service behind it—a name 
familiar to three generations of Coldwater— 
a name inseparably linked with the growth 
and progress of Coldwater and Branch 
County. Certainly two names are better than 
one, when Pollock’s and a famous manufac- 
turer are the two. 

A narrow box within the ad listed these 
names, thus assuring a tie-up with any na- 
tional advertising effective here. The sixth ad 
took advantage of the remarkable radio popu- 
larity of Amos ’n’ Andy, describing the former 
as the man of common sense, who keeps the 
partnership alive: 

Amos represents the sensible spirit of the 
average American who has learned to live 
within his income and who knows the value 
of money. If Amos were to read about Pol- 


own 





AMERICAN LUMBERMAN 


lock’s 50th Anniversary Party the first thing 
he would do would be to get Ruby Taylor 
on the phone, and urge her to go with him. 
That would be good judgment on Amos’ part. 
possibly Amos and Ruby will get married 
and want to build a new home or buy one 
already built and remodel it. Our displays 
of building materials will help them plan just 
what they want. It will help all of you 
people; for some time you are going to want 
a home of your own or improve your present 
one. Our displays will show all kinds of 
building materials that go into every job. 
Please accept this as your personal invita- 
tion to come and help us celebrate. 


Then came the final ad, on Thursday, the 
day before the opening of the big event. It 
was full-page, announcing the program of en- 
tertainment, the prizes, the souvenirs, and the 
music, and briefly sketching the history of the 
company. Here’s an excerpt from it, to show 
how the personal element was maintained all 
the way through: 

The present member of the firm began his 
duties promptly on the arrival of the family 
from Cleveland in April, 1881, at the tender 
age of nine years, by conveying a hot dinner 


Street. 


41 


to his father from the home on West Pearl 
This was done by having it tied on 
the rear axle of a tricycle, which was more 
or less carefully pedaled to the above-men- 
tioned 8x8 office. And to this day he retains 


a vivid recollection of the sidewalks that lay 


between home and office—pine planks, 
bark, brick, tar and gravel, and 


tan- 
flagstone, 


everything but the present-day cement. 


Children were especially invited to attend 
Saturday morning, and it was announced that 
at other times they must be accompanied. An 
old-time fiddler donned one of the Lehon Co.’s 
papier mache mule-heads and walked the streets 
further announcing the show. The hall was 
crowded at each performance of the vaudeville 


actors. People came for entertainment and stayed 


to inspect, and they registered on little cards 
the condition of their homes and their hopes 
for improvement. More than three thousand 
were in attendance during the two days, despite 
the severe competition of championship basket- 
ball games, and there were hundreds of them 
who registered with the company. And $500 
would more than cover the cost of the entire 
enterprise. 





Texas Retailer's Plant Is a 
Business Builder 


BEAUMONT, TrEx., March 30.—An exception- 
ally attractive retail lumber yard layout is that 
of the South Texas Lumber Co. This progres- 
sive firm occupies a new building of striking 
design and convenient interior arrangement, 
which was completed and occupied on July 1 of 
last year. 

The office building is a one-story structure 
of English design with four gables facing the 
street. The front occupies 140 feet. A large 
illuminated sign, suspended from iron stand- 
ards in front of the office, is visible from a long 
distance from either direction, especially when 
lit at night. The front of the building is at- 
tractively landscaped with grass plots and 
shrubbery. 

The South Texas Lumber Co. is a large line- 
yard concern, with headquarters in Houston, 
operating thirty retail lumber stores in Texas, 
and the motto of the company is “Everything 
to Build Anything—Including Money.” All of 
the branches are termed “retail building stores,” 
as the company is striving to get away from the 
old “lumber yard” idea, long associated with 
rambling sheds and unkempt surroundings 
where ladies are reluctant to come. “As you 
know,” said L. R. Stone, resident manager, “the 
women of today are the ones who have the 
say-so in the building of homes.” 

Carrying out the “building store” idea, the 
company offers a full line of quality merchan- 
dise such as is usually stocked by an institution 





The 








of this kind, and in addi- 
tion handles certain spe- 
cialties, including a 
well-known line of elec- 
tric refrigerators. Mr. 
Stone expressed the 
opinion that the mer- 
chandising of home 
equipment such as this 
is as logical and becom- 
ing as important as sell- 








ing the materials for the 
home itself. 

Asked to explain its 
home financing plan, as 
expressed in the phrase “Including Money” 
forming a part of the firm’s slogan or motto, 
Mr. Stone said: 

“We are closely allied with a securities com- 
pany which loans up to 65 percent of the actual 
valuation, and in addition to this our customers 
avail themselves of the facilities afforded by 
the local building and loan associations, which 
loan on a two-thirds basis. The securities com- 
pany loan is an 8 percent monthly payment prop- 
osition, the monthly instalments being $12 per 
$1,000 borrowed. The building and loan policy 
is the same except that the interest rate is 8.4 
percent. If a borrower has up to 50 percent 
equity in the property we can arrange a 6 per- 
cent loan on a term basis, payable annually. 
With reference to second liens, we have no 





South Texas Lumber Co.’s new plant at Beaumont has great advertising value because of 


its striking design 


The South Texas company’s office is conveniently arranged, and attrac- 
tive to women customers 


definite outlet for such loans, but always find 
a ready market locally for the good ones. 





The "Squeeze" Process to 
Obtain Price Reductions 


BaLTimMorE, Mp., March 30.—Despite every 
organized or individual effort to correct that 
situation, lumbermen frequently are confronted 
with the necessity of guarding themselves 
against the activities of persons who obtain 
supplies, then, having virtual possession of the 
shipment, take advantage of that fact to force 
concessions. A case in point occurred here last 
week when a local wholesaler was asked by a 
shortleaf pine manufacturer to assist in straight- 
ening out a difficulty that threatened a serious 
loss. A concern operating a yard in northwest 
Baltimore had solicited shipment of a car of 
lumber. The mill, in an effort to give the best 
service, dressed the lumber, consisting of 10 and 
12-inch 4/4 boards, this service being rendered 
gratis. Instead of being accepted as a service, 
however, the ostensible buyer made the dressing 
of the lumber the basis of a claim of $7 per 
1,000 feet, saying that the lumber, which was 
dressed to measure a full inch, did not suit his 
purposes. In addition, the railroad which moved 
the shipment filed a claim for demurrage 
charges. In this emergency the mill called on 
a reputable wholesaler, who managed to find a 
buyer at a price much under the market but 
representing a decrease of only about $3 or $4 
under the amount originally stipulated, and also 
obtained an abatement of the demurrage charges. 
The mill failed to get within a good margin 
the amount it should have received, but man- 
aged to prevent a squeeze that otherwise would 
have been disastrous. 
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A "'Frozen'' Account Thawed 
Out 


Here’s a good story about a frozen account 
that got thawed out. It is sent in by J. H. 
McLennan of the J. H. McLennan Lumber Co., 
Port Arthur, Ontario, who writes: 

“We noticed a story in the ‘Timely Tip’ de- 
partment of the AMERICAN LUMBERMAN of 
March 21 telling about a delivery of lumber 
by a dealer at The Pas, Manitoba, and, in con- 
nection therewith, your invitation to ‘farthest 
north’ subscribers to write. We can not qual- 
ify in that regard, but have had a little expe- 
rience in collecting a far north account that 
we thought might be of interest. 

“A couple of years ag6 a family who owed 
us a fuel bill of $18 moved away to the East. 
The lady came to us and told us they were 
going, as her husband had procured a job, tem- 
porarily at least, and as soon as they could get 
enough together to pay us they would write. 
They had appeared to be honest and we let 
them go without any trouble. However, we 
did not hear from them fag over a year, and 
on making inquiries learned. that the man of 
the house might be working for a department 
of the government. 

“We wrote to Ottawa, and got a reply in- 
forming us that this man was working for one 
of the government departments and was sta- 
tioned at Resolution Island, in the. Hudson 
Straits. 

“A glance at a map will prove that he was 


in a difficult position to reach, but we wrote 
him on March 25, 1930, and he received the 
letter on Aug. 30 of the same year. He imme- 
diately radio-telegraphed explaining that he 
would be out in October and would write us 
immediately on his arrival. It was a little 
later than that when he did get out, but he sent 
us the money as soon as he arrived in what we 
call civilization. 

“Not a bad collection effort was it?—and well 
repaid.” 


In a survey conducted by the county agent 
in Clay County, Mo., it was found that there 
were 1,000 farmers owning three or more brood 
sows. The agent sent letters to all of them, 
offering to supply literature telling about the 
modified A-type Missouri portable hog house, 
and the advantages of its use. Three hundred 
responses were received, and the replies were 
made available to the retail lumber dealers of 
that county. 

This is a fine example of co-operation on the 
part of the county agent, and, as Secretary FE. 
E. Woods of the Southwestern comments, in 
the association bulletin telling of this survey, 
“What a wonderful prospect list!” 

Perhaps if the suggestion were passed along 
to other county agricultural agents, some of 
them might be glad to conduct a similar sur- 
vey and follow-up which, likewise, would give 
the local dealers some definite hog house pros- 
pects to work on. 





this suggestion; 


” 


own. 


a home. 


pictures and plans of houses. 





This Week’s Timely Tip 


Don’t Forget the Newly-weds 


The “Tip” for this week is suggested by Charles D. Marckres, 
secretary of the Iowa Lumber & Material Dealers’ Association, Des 
Moines, Iowa, who, in a letter to the American Lumberman, makes 


“I am wondering if it would be a good thing for a lumber dealer to 
have certificates attractively printed, each good for $25 on the pur- 
chase of material bought for a new home any time within five years 
from its date, and send every young couple getting married in the 
dealer’s territory one of these certificates. 
direct the thought of the young couple toward having a home of their 


The American Lumberman has frequently suggested that every 
young married couple should be considered a prospect for the sale of 
The presentation of a certificate such as described offers 
a practical and unobtrusive way of introducing the subject. 
certificate could be sent by mail, if desired, but probably the better 
way would be for the dealer either to deliver it in person, or to write 
a letter inviting “Mr. and Mrs. So-and-So” to call at the lumber office 
for a little remembrance which would be presented in person. The 
latter method would afford opportunity for discussing the proposition 
of home-owning. Possibly the conversation might lead to showing 
Thus, seed would be sown that might 
some day result in another home being built. 


It would at least serve to 


The 








The Lumber Dealer and the 
Grocer—A Fable 


C. E. Stedman, vice president and general 
sales manager of the Celotex Co., drives home 
a fundamental truth of modern merchandising 
in the following fable: 


Once upon a time there was a lumber dealer 
who was a shrewd buyer. Nobody hoodwinked 
him on the price or quality of building mate. 
rials. He always obtained rock bottom prices, 
yet he boasted that no shoddy piece of mate- 
rial had ever entered his yard. 

One day (much to his surprise) he found 
his business was in danger; practically in- 
solvent. Dead inventory had piled up, grad- 
ually eating into his capital and erasing his 
former profits. He lay awake nights, seek- 
ing the answer. His sales volume appeared 
good. He did 40 percent more business than 
the town’s other lumber dealer. 

Because he couldn’t place his finger on the 
trouble, the lumber dealer went to talk to his 
friend the grocer. 

“What do you think about when you buy?” 
the grocer asked. 

“Quality and price,” said the lumber dealer. 
“I buy quality building materials at the right 
prices.” 


“That's fine,” said the grocer, “but is that 
all?” 

“Certainly,” said the lumber dealer, “what 
else is there?” 

“TI think of SELLING when I buy,” said the 
grocer. 

“What do you mean?” 

“Let me illustrate,” said the grocer. “If 
you want half a dozen cans of soup, what 
brand do you ask for?” 

“Campbell’s,” said the lumber dealer. 

“Why?” 

“It’s the best, isn’t it?’ 

“How do you know?” 

The lumber dealer thought a moment. “Be- 
cause I’ve seen it advertised for years, I 
guess.” 

So fundamental is the moral of this fable 


that it seems impossible that it should ever be | 


overlooked. Yet in greater or less degree every 
merchant sometimes forgets it. Today, national 
advertising offers a key to proper buying. It 
is a label that indicates to the skillful merchant 
that his purchases are salable. 


Another Unusual Side-Line 


Houston, Tex., March 30.—The Silverberg 
Lumber Co. located at the fork of the West 
End and Houston Heights street car lines, is 
in a good position to cater to a prosperous, 
thrifty, laboring and industrial clientele. The 
policy of the manager, J. A. Keown, is “stock 
what the people want.” 

“About three years ago,” said he, “I began 
to notice that most of my patrons wore over- 
alls. I figured that if I sold them these they 
would have a better reason for coming here 
more often, and getting acquainted with our 
stock, for we sell tools as well as lumber. I 
inquired of every man wearing them what make 
of overalls he preferred. In practically every 
instance the answer was, ‘Oh. it don’t matter 
much, so long as they bear the union label,’ 
Accordingly I decided on the Houston-made 
brand and now stock about 4 dozen pairs 
ranging in size from 30 to 50. 

“Last year I turned the stock four times, and 
this year it should turn more often, as our 
sales have steadily increased. 

“No, we have not gone into the clothing 
business, and we handle in that line only over- 
alls, khaki trousers and cotton work gloves, all 
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of which have a direct bearing on the sale of 
tools and lumber sunnlies. 

“These overalls are displayed on a flat top 
table, placed in the midst of the tools section. 
The boxes of overalls are stacked about eight 
high on one side of the table, the top box on 
each stack being left open so that the contents 











When the N. S. Nielson Lumber Co., Des 
Moines, Iowa, built its new shed something 
more than a year ago, to replace one that was 
destroyed by fire, Mr. Nielson desired to have 
as much unbroken floor space as_ possible. 
Therefore, he used the McKeown Bros. truss 
roof. The photograph shows part of the truss 
roof covering the entire half section or double 
storage space, the bins being on either side of 
the wide alley 





can be seen. The other side of the table takes 
care of the khaki trousers and the work gloves. 

“Outside of a small cloth label, with our 
firm name, which the manufacturer sews on 
the back pocket of each pair of overalls, and 
the overall trim that we have in our window 
four times a year, we have not given this line 
any special advertising. 

“The cotton gloves are a very good item. We 
sold 40 dozen pair last winter. Altogether, 
these gloves and overalls pay well in them- 
selves, and increase the sales of lumber supplies 
and tools, so I think them a fine side-line.” 


Utilizes Cuts of Trade-Marks 


_An advertising idea developed by H. R. 
Velde, of the Velde Lumber Co., Pekin, IIl., 
seems worth passing along. Having for distri- 
bution some 250 plan books. the back covers of 
which were entirely blank, he conceived the 
idea of printing thereon about 25 cuts of trade- 
marks, with a caption reading as follows: 
Pome of the Dependable Nationally Known 
Products Handled by Us.” The cuts are not 
printed in regular rows but scattered more or 
less irregularly over the available space. 

“We got this idea,” said Mr. Velde, “from 
a salesman who recently sold us 25,000 fold- 
pack quadruplicate invoice forms. On the back 
ot the delivery ticket, which is given to the 
Customer at the time of delivery, we have car- 
ried out the same idea, though in general the 
Cuts are smaller, because the size of the invoice 
is only 8'%4x6% inches.” 

Inasmuch as electrotypes of the trade-marks 
are supplied without cost by the various manu- 
lacturers, this is an inexpensive form of adver- 
tising, and, incidentally, the manufacturers 
share in the benefit. 
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Buy Long-Established Yard 


Denver, Coro., March 30.—Employees and 
former employees of the McPhee & McGin- 
nity Co., this city, have formed a new firm 
which will operate under the name of the East 
Denver Lumber Co., and have purchased the 
East Denver yard of the McPhee & McGinnity 
Co., at a price said to be in excess of $75,000. 
The new company this week took possession 
of the plant, which is located at 38th Street 
and Brighton Boulevard. 

The new company will carry out extensive 
remodeling of the plant, and will add to its 
stock a line of heavy structural timbers. and 
also will install a new department devoted to 
home-planning and home-building service. 

Officers of the new company are F. C. Metz, 
president; J. F. Scott, vice president; W. J. 
Nicholl, secretary, and A. C. Thompson, treas- 
urer. 

The East Denver yard was established more 
than forty years ago, and had been owned by 
the McPhee & McGinnity Co. since April, 1913. 





Likes the Lumber Business 


GOTHENBURG, NEB., March 30.—The increas- 
ing influence of women in the lumber business 
is illustrated by the fact that the E. G. West 
Co., located here, is composed of three sisters, 
Jennie, Rose and Elizabeth West. The firm 
deals in lumber, coal and grain. 

The business is under the management of G. 
E. McCarthy, who is assisted by Elizabeth West. 
Miss West believes that every woman should 
have a fair knowledge of business, to enable 
her better to understand some of the problems 
that confront her, and she finds helping conduct 
a retail lumber business a very interesting oc- 
cupation. She believes also that a woman can 
be of special aid in the lumber business by 
contributing ideas and suggestions as to built-in 
conveniences and other details that often mean 
much in a new home. 








"Home Sho * Home of Wood 


MILWAUKEE, Wis., March 30.—Lumber for 
home building was graphically portrayed be- 
fore thousands of people through co-operation 
of Milwaukee retail lumbermen and millwork 
plants in sponsoring the 1931 Home Show 
Home, a wood Colonial structure, the materials 
for which were furnished by the Milwaukee 
Retail Lumbermen’s Club. 

The rough lumber was selected for strength 
and quality suited to the needs of the struc- 
ture. Structural members, such as studs, joists 
and rafters, were of No. 1 American Lumber 
Standard sizes. Dry stock was used through- 
out, the lumbermen emphasizing the importance 
of this feature. 

The 6-inch red cedar siding, laid 4% inches 
to the weather, is the Weyerhaeuser 4-Square 
brand. Of similar brand, the outside finish 





a —_ 


Miniature model of 
the 1930 Grand Award 
Home Show Home, 
which won the 1930 
Home Designing com- 
petition. The actual 
home, of which this is 
a model, is located in 
the Palo Alto subdivi- 
sion, in Shorewood, 


Milwaukee 
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walls of the recreation room. To match the 
beauty of these walls, and to insure silence and 
comfort under foot, cell-ized red oak wood 
blocks were laid in plastic cement. 

The inside doors, trim, stairways, mantels, 
kitchen cabinets, and other cabinet and closet 
work are of birch. Oak flooring was used 
throughout. 

When the home was built, the lumbermen 
saw that it needed a finishing touch, of living 
wood, to make it homelike, so a large elm tree 
was set out on the grounds. 


"Free Entertainment" Day 


SipnEy, NeEs., March 30.—The Cheyenne 
County Lumber Co. on a recent Thursday 
staged its first annual free entertainment day, 
which Manager G. B. Wookey considers a com- 
plete success. 

The crowd of visitors at times jammed the 
spacious office building to capacity, and the 
program of instruction and entertainment di- 
rected by Mr. Wookey was received with 
marked appreciation. 

Representatives of companies manufacturing 
a number of the products handled by the lum- 
ber company were present to demonstrate the 
merits of their goods. 

County Agent L. D. Willey co-operated in 
the activities of the day and the American Le- 
gion auxiliary served free refreshments to all 
visitors. 

So successful was the event that Mr. Wookey 
intends holding a similar “day” at about the 
same time next year. 





Optimism Conquers Depression 


“Speaking of business,” write L. G. Lyon, 
manager River Forest Lumber Co., South Bend, 
Ind., “it is always good at our yard. We 
buried Old Man Depression with the spade of 
optimism, personal interest in our customers 
and a co-operative attitude. 

“Enclosed please find remittance for one 
year’s subscription for the good old AMERICAN 
LUMBERMAN. We ‘do not choose’ to be with- 
out it.” 

Mr. Lyon also told of having made several 
deliveries of materials for summer cottages 
over roads that were still piled high with snow 
banks. Just another proof of the adage, “The 
early bird catches the worm.” 


_—S—— 


Veteran Employse Is Honored 


FRAMINGHAM, Mass.; March 31.—Officers 
and employees of the Framingham Lumber Co. 
were the hosts at a dinner party given recently 
at the Kendall Hotel in honor of James Crane, 
who for fifty years has been a driver of one 
of the company’s delivery wagons, beginning 
work the day after ‘he landed in the United 
States, an immigrant from Ireland. Henry T. 








lumber was white pine. Edham stained red 
cedar shingles were furnished for the roof. 
White pine No. 1 lath were applied on all ceil- 
ings. Balsam-wool, inch thickness, was used to 
insulate the second-story ceiling, and 14-inch 
for the outer walls. 

Knotty pine paneling was furnished for the 


Fales, head of the company, announced that as 
long as “Jim” Crane‘remains in the employ of 
the yard the horse-drawn lumber wagon will 
be continued in service, despite the fact that 
the bulk of deliveries are now made by truck. 
The veteran driver was presented with a beau- 
tiful radio set. 
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Rebuilds Plant on Modern Lines After Fire 


WILLow Grove, PA., March 30. 
—Adversity often is the foundation 
upon which have been built struc- 
tures of nobler proportions. This 
has been proven in the case of the 
Wilson & Gardner Co., a thriving 
lumber concern situated here. 

Started in 1919, in an ideal loca- 
tion for growth, this concern was 
steadily adding to its business, un- 
til, early in 1930, a fire swept its 
office building, lumber sheds and 


single operation, and only one man 
necessary on the job, coal, sand 
and other materials are poured off 
the freight trains and loaded into 
the huge silos, to be drawn on as 
needed. 

A new garage was built to house 
the fleet of trucks, which fortu- 
nately escaped damage due to the 
fact that they were all out on the 
road when the fire started. The 
yard was restocked, and within a 


few months the firm was in better 
shape than before the fire occurred. 

This company was originally 
started as a coal and building ma- 
terial establishment but in 1921 
lumber was added and an increas- 
ing volume of business has been 
done in this commodity. Martin J. 
Wilson and Henry T. Gardner, the 
owners and originators of the busi- 
ness back in 1905 in its first loca- 
tion, in Germantown, continued as 


a partnership until 1914, at which 
time they incorporated. Both men 
are still active in the business, Mr. 
Wilson being president, and Mr. 
Gardner secretary and treasurer, 
A brother of Mr. Wilson held the 
office of vice president until his 
death about five years ago, and 
the position has remained unfilled, 

The lumber end of the business 
is mainly with local builders, and 
the strategic position as the only 





silos, destroying practically every- 
thing and damaging almost past 
use what it left standing. 

But, like true lumbermen, the 
Wilson & Gardner Co. used this 
piece of bad iuck as a foundation 
upon which to build a better and 
larger yard. New sheds were 
erected, silos were repaired, and 
new and more modern equipment 
added to facilitate the unloading of 
building materials from the Read- 
ing Railroad siding which adjoins 
the property. The company now 
has the most modern unloading and 
storing mechanical appliances 
available anywhere. With but a 





Pennsylvania retailer has highly efficient mechanical appliances for 


handling materials 


lumber concern in Willow Grove, 
a territory which is growing more 
popular all the time as a home 
owner’s ideal location, warrants 
the belief that when home building 
receives the impetus that is des- 
tined for the near future, the busi- 
ness will exceed even the palmy 
days when a half-million volume 
a year was handled. 

The company now employs about 
thirty people and operates fifteen 
trucks. One of its best advertise- 
ments is the large black and white 
sign topping the highest silos, eas- 
ily seen by all motorists passing 
along the road. 


Unique Coal Box Resembles Miniature House 


GRAND JuNctTiIoN, CoLo., March 30.—“We for- 
merly made use of an unsightly box near our 
coal scales in which to dump coal off the deliv- 

















Above, the bin, seen from the back, is open. 
Below, seen from the front, the top is closed 


ery truck when the load was over weight,” re- 
marked M. E. Ray, assistant manager of the 
Independent Lumber Co. “In fact, many lum- 
ber firms which handle coal are doing that very 
thing today. It is an easy thing to remedy and 
one that should be given attention. A yard may 


otherwise offer an attractive.exterior appear- 
ance. Why this coal box should be regarded 
as a necessary evil at so many yards is a ques- 
tion to be answered. We have answered the 
question in a way that has given us a lot of 
worth-while advertising. Our bin not only tells 
those passing our plant that we sell coal as well 
as lumber, but it also adds to the appearance 
of our establishment.” 

A glance at the photos accompanying this 
article will show just what this Grand Junc- 
tion lumber firm has done along this line. The 
coal bin, which is located in front of the main 
office, is built to represent a small building, 
6 by 6 feet in size, 4 feet high at the corners 
and 5 feet from the ground to the peak of the 
roof. It is painted yellow trimmed in black, 
with green as the roof color. 

The front of this building is arranged to rep- 
resent the front of a house with the doorway 
and two windows carrying out the idea. The 
back represents the front of a garage. Back of 
the garage doors is space to store sacked coal 
where the sacks can be reached quickly and 
thrown on the delivery truck where orders for 
sacked coal are received. The top compart- 
ment is arranged to take care of the excess 
coal thrown off the load when it is found to 
be over weight. 

The roof on the side nearest the scale is so 
arranged that it can be folded back over on the 
other side to allow the throwing in of coal. 
At night, or at any time when business has 
been suspended at the plant, the roof can be 
replaced and locked. 


Mr. Ray, who designed this attractive coal 
bin, states that the bin is kept freshly painted 
and that repairs are made just as frequently as 
they are needed. 

“We have found this bin to be a very good 
advertising medium,” declared Mr. Ray, “and 
we see to it that it does not assume a neglected 
appearance. The word ‘coal’ painted on end of 
the little building is all the lettering we have 
placed thereon. It tells its story and lets 
people know we handle coal in addition to lum- 
ber and building materials. Such a bin is not 
expensive to erect. The lumber dealer has the 
materials for its construction in stock and 
a little time will be all that is needed to place 
a similar coal bin in front of his coal scales.” 


Colorado Lumber Yard Sold 


LoveLAND, CoLo., March 30.—The Loveland 
Lumber & Investment Co., usually known as 
the Hayward Lumber Yard, pioneer firm in 
Loveland, was sold last week to the King Lum- 
ber Co., of Greeley, Colo., and the new man- 
agement has taken possession. Neil King, mem- 
ber of the Greeley concern which established 
a yard in that town more than twenty years 
ago, will be in charge of the Loveland office. 
Associated with him are Floyd Evans and John 
Cunningham. Reed Hayward, manager of the 
yard for more than thirty years, will continue 
in the investment and real estate business. Poor 
health is given as Mr. Hayward’s reason for 
selling. 
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Coal box in the form of a house makes an attractive advertising display 
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Bank’s Novel Plan Shows New 


Here is a merchandising idea that seems 
worth trying by dealers willing to put forth 
a little special effort to make sales outside of 
the ordinary channels. It has been tried, and 
works. a 

This is primarily a small town proposition. 
Almost every town, however small, has at least 
one bank, usually with safety deposit vault. It 
also has some families who own valuable furs 
or other clothing of sufficient value to be pro- 
tected against theft, fire and moths when not 
in regular use. In the cities this service is 
provided by department stores and fur deal- 
ers, but in the small towns no such protection 
is available. 

That suggests the idea of linking together the 
two factors—banks and furs. The banks pro- 
vide a safe place for keeping money and other 
valuables—why not furs? A little far-fetched, 
does someone say? The Columbus State Bank, 
Columbus, Kan., does not so regard it. 

Recently learning that this bank provides 
cedar-lined, moth-proof storage in its vault, and 
advertised this storage service for furs etc., the 
AMERICAN LUMBERMAN sought detailed infor- 
mation, which is supplied in a letter just re- 
ceived from C. W. Van Zandt, cashier of the 
above bank, who says: 

“Referring to the cedar-lined closet in our 
vault, regarding which you make inquiry, we 
installed this about a year ago. The space oc- 
cupied is on the inside of the wall of the steel 
locker inside our Mosler equipped safety de- 
posit vault. The space measures (inside meas- 
urements) 2x3x8 feet. It has hangers for coats. 
All wraps are sealed in full-length envelopes. 
To each garment is attached an extra strong 
manila ticket, measuring 3x6™% inches, with a 
metal eyelet. This ticket is printed with spaces 
for number, date, name and address of owner, 
and brief description of the fur or other article, 


and its value. The ticket also states that: 

“This article is accepted for storage with 
the understanding that the Columbus State 
Bank will exercise reasonable care in protecting 
same from deterioration and moth damage, but 
will be liable for damage from fire, water or 
theft only.’ This is followed by a space for 
the customer’s signature. A perforated tab at 
the bottom of the card, giving the number and 
date left, is detached and handed to the owner 
as his or her receipt. 

“When everything was in readiness we ran 
an advertisement in the local daily newspaper, 








Building of the Columbus State Bank, Colum- 

bus, Kan., in the vault of which is installed a 

cedar-lined closet for storage of furs etc. on a 
profit-producing basis 
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informing the public that we had limited space 
in our new cedar-lined vault for storage of 
their valuable furs or other garments, also pro- 
viding protection against fire and burglary at a 
reasonable price. 

“We have had a fair response and believe 
we could have done a great deal more had we 
continued advertising all the time. Of course, 
this is a small town, with only 3,000 people, 
and it was somewhat of an experiment. How- 
ever, we were well repaid for our expense and 
effort. We charge $3 per season per envelope 
or garment. 

“In building the closet or box we first built 
a thin white pine lining, then nailed the Super- 
cedar to this with small brads. This constitutes 
three sides, top and bottom; the front side, be- 
ing the steel door of the locker, was not cov- 
ered with the cedar lining.” 

The cedar lining of this vault, which is the 
product of George C. Brown & Co., Memphis, 
Tenn., was supplied by the Long-Bell Lumber 
Co.’s yard at Columbus. Concerning same, the 
resident manager of the Long-Bell company 
says: 

“We have inspected this vault and it looks 
mighty good. Judging by the number of furs 
etc. hanging in it, it certainly seems to look 
good to other people also.” 

It will be noted that by providing cedar-lined 
storage space the bank is able to offer triple 
protection to its patrons, as fur coats or other 
valuable garments stored in this space are pro- 
tected not only against theft and fire, but what 
may be an even greater menace than either, 
damage by moths. 

There seems to be no good reason why a 
small town dealer should not be able to inter- 
est his local bank in utilizing the surplus space 
inside its safety vault to install such a closet, 
and thus supply a community need, as well as 
secure increased revenue from its vault space. 


Ocean Liners and Furniture Makers—Wood Users 


Lumber in Construction of New 
Vessels 


Wasuincton, D. C., March 31.—The two 
fine new passenger-freight steamers President 
Hoover and President Coolidge, being built by 
the Newport News Shipbuilding & Dry Dock 
Co. for the Dollar Steamship Line will each 
contain approximately 1,755,000 feet of lumber 
of various species. These vessels, largest yet 
built in an American ship yard for the mer- 
chant marine, are more than 600 feet in length, 
broad of beam and capable of a higher cruising 
speed than any of the large fleet now operated 
by the Dollar company. 

L. N. Ericksen, of the trade extension depart- 
ment of the National Lumber Manufacturers’ 
Association, recently visited the plant of the 
Newport News company and other large ship 
yards on the Atlantic coast and was impressed 
with the volume of wood going into modern 
steel vessels of various types. 

The new Dollar liners will each contain ap- 
proximately 523,000 feet of spruce. A mer- 
chantable grade of West Virginia spruce is 
used, which company experts prefer because 
of its small knots and also because of long 
contact with sources of supply. The spruce is 
used for a wide variety of general purposes, 
including furring, ceiling, insulation in refriger- 


ators and coolers, hatch covers and other simi- 
lar work, 


Other woods used include some 317,000 feet of 
Douglas fir, 160,000 feet of North Carolina pine, 
133,000 feet of white pine, 77,000 feet of white 
Pine mold boards, 27,000 feet of knotty white 
Pine, 81,000 feet of sugar pine, 83,000 feet of 
plain white oak, 30,000 feet of ash, 42,000 feet 


of birch, 17,000 feet of mahogany, 50,000 feet 
of teak, 79,000 feet of yellow pine, 32,000 feet of 
Virginia pine, 5,000 pounds of lignum vitae. 
Smaller quantities of various other woods are 
used, including a number of foreign woods for 
the paneling in public rooms. Among the lat- 
ter are mahogany, Philippine mahogany, satin- 
wood, harewood, framire, avadire, padouk, 
bubinga, and for inlays, vermilion, American 
walnut, hard maple, holly, with the above woods. 
Donald Gay, material agent and assistant pur- 
chasing agent, informed Mr. Ericksen that it is 
unusual to have so many foreign woods in a 
single ship, but because of the world-wide in- 
terests of the Dollar Line they included all of 
these woods. Mr. Gay is strong for domestic 
woods and feels they should be used more gen- 
erally in ships of American lines. 

The Newport News company also uses a 
large amount of lumber and timber in accessory 
construction, such as blocking and _ staging. 
Spruce planks are used and the uprights now 
consist of Douglas fir poles, which are brought 
around from the West Coast in lengths from 80 
feet to 110 feet. They carry about $250,000 
worth of spruce staging in stock. 

At the Camden (N. J.) plant of the New 
York Shipbuilding Co. Mr. Ericksen was told 
that a modern passenger-cargo vessel of 9,350 
gross tons and capable of carrying 200 passen- 
gers requires approximately 628,000 feet of lum- 
ber for various purposes in construction and 
finish. This company is building merchant ves- 
sels and naval craft. The 9,350-ton vessels will 
be operated by the Export Steamship Co. be- 
tween New York and Mediterranean and Black 
Sea ports. In addition to lumber, considerable 
quantities of plywood, largely birch, are used 
on these and other vessels. The Camden plant 


is now getting in lumber for two larger ships 
for the United States Lines, operating in the 
North Atlantic. Requirements for the smaller 
vessels mentioned above include 218,826 feet of 
white pine, 150,000 feet of spruce, 50,000 feet 
of teak decking, 20,000 feet of Douglas fir deck- 
ing, 34,000 feet of oak, 25,000 feet of mahogany 
ent. 

W. H. Sinclair, purchasing agent of the 
Bethlehem Shipbuilding Corporation, Quincy, 
Mass., furnished Mr. Ericksen the lumber re- 
quirements for a passenger-cargo vessel 450 
feet long and 60 feet wide with a passenger 
capacity of 109 and a crew of 122, built for 
the United Fruit Co. and using a large quantity 
of lumber for refrigerated cargo space. The 
total for this vessel was 943,000 feet of lum- 
ber, plus 55,000 feet of plywood. The total 
included 600,000 feet of Sitka spruce for re- 
frigerator insulation etc., 110,000 feet of Doug- 
las fir for decking and other purposes, 45,500 
feet of yellow pine, 39,000 feet of white pine, 
36,000 feet of white oak, 36,000 feet of teak, 
20,000 feet of mahogany, 12,000 feet of hard 
maple etc. 

- = @ 


Wood Furniture Takes First Rank 


WasuineTon, D. C., March 30.— Out of a 
total domestic furniture production for living 
quarters valued at $659,023,309 during the cal- 
endar year 1929, $611,680,810 worth was of 
wood, according to a final report by the Bu- 
reau of the Census, Department of Commerce. 
Metal furniture represents only about 12 per 
cent of the total production, while 2 percent 
consisted of fiber, rattan, reed and willow 
pieces. 





National Production, Shipments and Orders 





WasHINGTON, D. C., March 30. 


identical mills for the corresponding period of 1930: 


*Average weekly number. 
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Following is the National Lumber Manufacturers’ Association report for the week ended March 21, and for 
eleven weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of 
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ONE WEEE No. of Percent Percent Percent 
Softwoods: Mills Production of 1930 Shipments of 1930 Orders of 1939 
Southerm Pine Association. .ccccccccccccccces 127 36,745,000 65 40,467,000 74 39,291,000 76 
West Coast Lumbermen’s Association....... 198 103,561,000 56 104,617,000 60 126,473,000 79 
Western Pine Manufacturers’ Association.... 61 25,493,000 62 26,062,000 74 24,528,000 79 
California White & Sugar Pine Mfrs.’ Assn.. 25 7,920,000 97 16,644,000 81 15,524,000 52 
Northern Pine Manufacturers’ Association... 7 1,911,000 91 2,767,000 63 2,574,000 76 
Northern Hemlock & Hardwood Mfrs.’ Assn... 20 1,722,000 69 1,494,000 85 1,578,000 57 
North Carolina Pine Association............. 48 4,979,000 69 5,175,000 105 4,230,000 110 
Pe Se cca ctateoksseaenbawen bens 486 182,331,000 60 197,226,000 66 214,198,000 76 
Hardwoods: 
Hardwood Manufacturers’ Institute ......... 178 17,130,000 59 22,177,000 84 21,111,000 91 
Northern Hemlock & Hardwood Mfrs,’ Assn.. 20 3,980,000 62 2,260,000 63 2,271,000 62 
ceva cs eehunnd nee ea eee 198 21,110,000 60 24,437,000 81 23,382,000 87 
PC ScKscgrheewd one eabhweaeereeeens 664 203,441,000 60 221,663,000 68 237,580,000 77 
ELEVEN WEEKS Mills 
Softwoods: Reporting* 
Southern Pime ASSOCIATION .nccccccccccccoces 124 390,268,000 66 424,221,000 77 444,969,000 77 
West Coast Lumbermen’s Association....... 198 1,052,612,000 64 1,102,002,000 72 1,150,751,000 75 
Western Pine Manufacturers’ Association... 61 199,659,000 63 291,525,000 80 267.667.000 72 
California White & Sugar Pine Mfrs.’ Assn... 25 57,065,000 84 152,218,000 82 149,268,000 72 
Northern Pine Manufacturers’ Association... 7 13,489,000 65 28 368.000 69 29,970,000 89 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 19,788,000 54 13,329,000 69 12,936,000 64 
North Carolina Pine Association ............ 46 46,869,000 61 54,500,000 92 44,908,000 81 
CO PE ere e Tee TES Tee 483 1,779,750,000 65 2,066,163,000 75 2,101,469,000 75 
Hardwoods: 
Hardwood Manufacturers’ Institute ........ 169 173,139,000 58 201,388,000 76 214.116.000 79 
Northern Hemlock & Hardwood Mfrs.’ Assn 22 45,425,000 27,083,000 63 “29'958;000 67 
EE. Ci. cn enawne a eee med wena is 191 218,564,000 57 228,471,000 74 244,074,000 77 
OS EO Ra ree ee eee 652 1,998,314,000 64 2,294.634.000 75 2.345°543,000 6 





Relation of Unfilled Orders to Stocks 


WasuHincton, D. C., March 30.—Following is a statement for six associations of 


stock footage March 21, and the percentage relationship of unfilled orders to stocks: 


Association— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California White & Sugar Pine Mfrs.’ Assn 
Northern Pine Manufacturers’ Association 
Hardwood Manufacturers’ Institute 


ee ee 


the gross 

* Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
26 926,225,000 123,207,000 13 
166 1,469,128,000 370,662,000 25 
85 1,205,855,000 114,946,000 10 
25 638,929,000 85,230,000 13 
7 259,684,000 20,757,000 8 
160 971,535,000 148,339,000 15 





Southern Pine Report 


New Orveans, La., March 30.—For the 
week ended March 21, Saturday, 139 mills of 
total capacity of 144 units (a unit represent- 
ing an average monthly outut of 1,500,000 to 
2,000,000 feet between Nov. 1, 1927, and Oct. 
31, 1930), report as follows to the Southern 
Pine Association: Pet. of output 


3-year Ac- 

Production— Carst Feet Ave. tual 

Aver. 3 years... ... 59,716,000 ass 

Ce aa, .-. 388,883,000 65.11 or 
Shipments* .2,013 42,273,000 70.79 108.72 
Orders 

Received* ..1,955 41,055,000 68.75 105.59 

On hand end 

weekt ......5,990 125,790,000 


*Orders were 97.12 percent of shipments. 

tOrders on hand at above 139 mills showed 
a decrease of 0.96 percent, or 1,218,000 feet, 
during the week. 


Hemlock and Hardwood 


OsukosH, Wis., March 30.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 





ended March 21: Percent 
of Ca- 
Hardwoods— Total Per Unit* pacity 
Capacity, 48 units*..10,164,000 210,000 100 
Actual production... 5,344,000 118,000 52 
Shipmentst ........ 3,270,000 68,000 32 
Orders receivedt ... 3,156,000 66,000 31 
Orders on hand..... _ « ft were es 
Hemlock— 
Capacity, 68 units*..14,366,000 210,000 100 
Actual production... 1,971,000 29,000 13 
Shipmentst ........ 1,595,000 24,000 11 
Orders receivedt ... 2,010,000 29,000 14 
Orders on hand..... Raeee 8 secene ean 
*Daily 10-hour productive capacity of 35,000 


feet is considered one unit. The 
is based on lumber scale. 

tLumber fabricated at mill and used in con- 
struction work is included in total orders and 
shipments, 


production 





Western Pine Summary 


[Special telegram to AMERICAN LuMBERMAN] 
PorTLAND, OrE., April 1—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended March 28: 
Total number of mills reporting, 86: 


Actual production for week 
Shipments 
Orders 


28,104,000 
26,877,000 
26,669,000 


received 


Report of 61 mills: 

Operating Gemmelty ...<.<ccecccccs 
Average for 3 previous years.... 
Actual production for week 
Report of 86 mills: 


Average production 
Unfilled orders 
Stock on hand—March 28........ 


Identical mills reporting, 61: 


Production— 
Operating capacity ........2... 
Average for 3 previous years... 
Week ended 
Mar. 28, 1931 


67,811,000 
38,072,000 
27,335,000 


$1,377,000 
115,856,000 
1,208,681,000 


67,811,000 
38,072,000 
Week ended 
Mar. 29, 1930 


Actual for week.. 27,335,000 46,338,000 
Shipments ........ 25,954,000 36,261,000 
Orders received 26,032,000 32,371,000 
Identical mills reporting, 84: 

Production— 
Average for 3 previous years... 40,985,000 


Week ended 
Mar. 28, 1931 


115,466,000 


Week ended 
Mar. 29, 1930 
Unfilled orders 130,494,000 
Gross stocks on 

hand 1,191,840,000 1,152,907,000 





A $5 Classified Ad sold 
an entire Sawmill. 
Try it! 


West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 
SEATTLE, WasH., April 1—The 
Coast Lumbermen’s Association mills. 
production, shipments and orders during the 
week ended March 28 reported: 
109,515,000 
125,496,000 14.59% 
127,216,000 16.16% 


999 


ww 


West 


Production 
Shipments 
Orders 


over production 

over production 
A group of 342 mills whose production re- 

ports of 1931 to date are complete, reported as 

follows : 

Average weekly operating capacity. 299,275,000 


Average weekly cut for 12 weeks— 
DE Sdasecwee bee eee meee ns 159,277,000 
RE. staca oath ear kk eee ee aS 116,015,000 
Actual cut week ended March 28. .125,907,000 


A group of 222 mills whose production for 
the week ended March 28 was 109,515,000 feet, 
reported distribution as follows. 

Unfilled 

Orders 


Shipments Orders 


Pere 43,843,000 44,737,000 117,653,000 
Domestic , 

cargo $6,185,000 17.684.000 182,830,000 
Export 26,903,000 26,230,000 148,065,000 
Local 8,566,000 8,566,000 eee eeeee 


125,497,000 127,217.000 448,548,000 





A group of 198 mills, whose reports of pro 
duction, shipments and orders are complete for 
1930 and 1931 to date, reported as follows: 


Week ended Average for 12 weeks 


March 28, 1931 1931 1930 : 
Production 105.838,000 96,553,000 151,746,000 
Shipments 122,766,000 102,298,000 142,225,000 
Orders 123,787,000 106,195,000 141,593.000 





North Carolina Pine 


Norro.k, Va., March 30.—The North Caro & 
lina Pine Association makes the following anal- 


ysis of figures from 95 mills for the week 
ended March 21: Per 
Percent Percent cent 
Aver.* Actual Ship 


Production— Feet Output Output ments 
Average* ...15,930,000 ... ion ove 
Co ae 6,577,000 41 ee 

Shipments 7,586,000 48 115 oem 

| Orderat ...... 5,537,000 35 84 73 

Unfilled 
orders ......52,123,000 ... oe eee 
*“Average” is of production for the last 

| three years. 
tAverage of orders per mill this week 
amounted to 58,284 feet; preceding week's 


average was 59,255 feet. 
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April 4, 1931 


AMERICAN LUMBERMAN 


Northern Hemlock-Hardwood Monthly Report 


OsuxosH, W1s., March 30.—The Northern Hemlock & Hardwood Manufacturers’ Association 
reports as follows February production and shipments, and stocks March 1: 


Unsold Hardwood Stocks on Hand March 1, 1931, as Reported by 27 Firms 


























Dry Green 
Rock ELM— 
| RS ere ee rr ae 162,000 46,000 
OE eee 318,000 113,000 
ee & OO SS roe 532,000 96,000 
BR: eh Gn ahha denceeaens 243,000 65,000 
1,255,000 320,000 
Sort ELm— 
EEE OOO ere ree 3,557,000 547,000 
Ee rrr 1,863,000 259,000 
errr 5,184,000 863,000 
OE EO eae ee eee 2,705,000 692,000 
Se ae Os one ew cee en eee 2,322,000 957,000 
15,631,000 3,318,000 
BircH— 
a cnet ae 12,915,000 2,234,000 
IEE «ia d:dh oie ecatkae eu eaten 7,713,000 1,033,000 
OS re er 20,151,000 3,018,000 
aS Sere 14,390,000 2,752,000 
cS eo eS 17,217,000 4,563,000 
Nos. 1 & 2 fact. strips.. 509,000 74,000 
No. 2 & better 4&6’...... 1,111,000 322,000 
Oe SS GR Re ne 2,737,000 75,000 
ek ay BN Ws ones es cea 822,000 205,000 
77,565,000 14,276,000 
OaK— 
CC Ry ne 121,000 38,000 
IND 6 ih a ern eta Sine en 88,000 19,000 
ee eer tear: 208,000 45,000 
oe et ee 440,000 19,000 
NG eo iat alare doaealon 474,000 19,000 
RS SSS eee i.) A 
7 a a ae ee rere 
1,379,000 140,000 


and 2-inch Hemlock Stocks on Hand March 1, 1931, by Grades (21 Firms) 
1x4 in. and wider 


2x4in.and wider Thicker than 2-in. 


Green Dry Green Dry Green 
726,000 16,994,000 3,595,000 1,028,000 315,000 
1,183,000 16,895,000 9,608,000 492,000 489,000 
1,711,000 234.648,000 3,598,000 ....6+2 eccscccs 
2,321,00 A Se 
1,376,000 St eS SS eee 
eer 204,000 Rey ef 





asa Dry Green 
PAS occcccccccecssecceee 1,090,000 129,000 
EE. oscouserneennn 673,000 60,000 
No, 1 COM...-cceccseeees 1,563,000 266,000 
No. CTT 1,332,000 188,000 
No, $ COM. .ccccescccccee 1,785,000 332,000 
RA oivereausees bens eer 
6,449,000 975,000 
BasswooD— 
—_ wrrreerre ere 380,000 157,000 
eas ag ata bia os RMN ee 4,022,000 835,000 
EE canacnoobeeevers 2,967,000 503,000 
og ye an apa antes 6,560,000 1,152,000 
ge Li i eae 8,125,000 2,033,000 
Bh Na ac piarwa ein are no 6,274,000 1,389,000 
No. 2, 1x336-5".. ee eeee 601,000 337,000 
28,929,000 6,406,000 
Harp MAPLE— 
eee eee ea 4,586,000 1,335,000 
peels seep tcepaets 2,943,000 691,000 
No. 1 COM... .cceccevcces 8,730,000 2,139,000 
eS OO. so kcsimee eee 7,218,000 1,255,000 
Ma 3 GOR. 6 cscsscncceses 13,815,000 5,357,000 
Flooring MOE -icaaeernas 18,512,000 4 103,000 
55,804,000 14,880,000 
Sorr MAPLE— 
Pe ee ee 757,000 93,000 
OO OED OCC ES eT 497,000 68,000 
He, 1. COM. ccc eseenneces 1,681,000 312,000 
Sh SONS oo nega eed wleke 2,840,000 303,000 
a SOOM c ono Kee sne 988s 525,000 13,000 
6,300,000 789,000 
Unsold 1- 
Dry 
MN fae ae Seca a Bie ates erated Scone 1,612,000 
II, oa i ao a wrt ath ee 2,523,00 
3, aaa Ri aneeiatet et ip aad 5,859,000 
EE 2 5 hits 6 war BLOC We Mile ae 6,968,000 
CT ao a kein aid ioe Be eee alah ok ala 1,177,000 
ROO. bcc ad eo Oe Meee eres 203,000 
18,342,000 


7,317,000 101,188,000 28,401,000 1,520,000 $04,000 


The figures for twelve months, March 1, 1930 to Feb. 28, 1931, make the following percentages 


of those for the corresponding period of 1929-1930: 


63; all woods, 57. 


Statistics for February, 1931 








27 Firms 

——28 Firms——,,_ Unsold 

Production Shipments Mar. 1 

Ash ie ta 267,000 50,000 7,424,000 
Basswood 1,554,000 1,472,000 35,335,000 
PE, et towees 43,000 See. ggecus 
IE Sn ora esal 8,054,000 4,427,000 91,841,000 
Seer 1,251,000 790,000 20,524,000 
SS eae 9,157,000 5,227,000 77,773,000 
SS 44,000 70,000 1,519,000 
Mixed hrdwd.. 332,000 ww! 
Total hrdwd.20,702,000 12,330,000 234,416,000 
Hemlock, 1x2”. 7,302,000 5,508,000 155,248,000 
Grand totals.28,004,000 17,838,000 389,664,000 


Unsold Stock, March 1, 1931, 27 Firms 


Hardwood— 
4 193,312,000 
Ee ns, eee ee 41,104,000 
Tetel herGweed ic kescwicoanweeol 
Hemlock, 1x2-inch— 
REE ee 
RY Na hp ie het ate 
Total hemlock 
Grand total 


119,530,000 
35,718,000 





Terre Terry 155,248,000 
ee eee ee eT 389,664,000 


Production 





All hardwoods, 54; hemlock, 


Shipments—All hardwoods, 57; hemlock, 63; all woods, 60. 


March 1 Unsold Hardwoods—19 Same Firms 
c7~—Dry and Green—, 
1931 193 














Ca ik bie = 150,000 260,000 
RE OT rere 1,950,000 3,988,000 
BE tik nebweeawen.ed cen 8,444,000 9,508,000 
ES INS i. n\ iu aie ee o's oe 475,000 862,000 
Eee 1,279,000 2,295,000 
eee 8,040,000 13,041,000 
HEE ai sieve a staenay 464,000 226,000 
Ge Gacecakseneeeeseerua 197,000 105,000 
20,999,000 30,285,000 

March 1—Unsold Hemlock—21 Identical Firms 
a 1931 1930 —~ 

1x4” 2x4” 1x4” 2x4” 

No. 1. 1,761,000 15,875,000 1,866,000 13,422,000 
Merch. 2,810,000 21,608,000 2,860,000 23,167,000 
No. 2. 5,438,000 17,440,000 3,776,000 11,678,000 
No. 3. 6,964,000 28,622,000 4,773,000 18,112,000 
No. 4. 753,000 10,792,000 760,000 5,018,000 
M.run = 203,000 204,000 8 ere 
17,929,000 94,541,000 14,670,000 71,397,000 





Sales Exceed Cut by 7 Percent 


[Special telegram to AMERICAN LUMBERMAN] 


_Wasurncron, D. C., April 2.—Five hundred and fifty-nine softwood mills of six associa- 


tions for the week ended March 28 reported to the 


National Lumber Manufacturers’ Associa- 


tion production aggregating 186,172,000 feet, shipments, 201,965,000 feet, and orders, 199,280,000 


Teet. 


The week’s figures for production, shipments and orders follow: 








No. of 
Softwoods— Mills Production Shipments Orders 
Southern Pine Association. ..........ccceccccess 137 39,142,000 38,115,000 36,309,000 
wee Coast Lumbermen’s Association........... 222 109,515,000 125,496,000 127,216,000 
wemtemn Pine Manufacturers’ Association....... 86 28,104,000 26,877,000 26,669,000 
Norhern Pine Manufacturers’ Association....... 7 1,937,000 2,949,000 2,555,000 
Northern Hemlock & Hardwood Mfrs.’ Assn...... 19 2,022,000 1,062,000 1,196,000 
North Carolina Pine Association...............:. 88 5,452,000 7,466,000 5,335,000 
Dottie, MAOMMOOED. «6.6 icicsccsccveecnvessvess's 559 186,172,000 201,965,000 199,280,000 
Hariwoods— 
Hardwood Manufacturers’ Institute............. 226 19,952,000 21,941,000 22,861,000 
erthern Hemlock & Hardwood Mfrs.’ Assn..... 19 2,877,000 1,824,000 1,928,000 
WU, DON a isis cccdctiudiebesaes e 245 22,829,000 23,765,000 24,789,000 


AT 


Montana Shipments 


SpoKANE, WaAsSH., March 28.—Lumber ship- 
ments from Montana last year suffered a de- 
cline of 94,802,263 board feet, according to the 
report of Miss Olive Masters, secretary of 
Montana Lumber Manufacturers’ Association. 
During 1930, shipments amounting to 7,543 cars, 
or 206,660,044 board feet, were made, while in 
1929 Montana dealers and manufacturers 
shipped 11,048 cars, or 301,462,307 board feet. 
Regular commercial shipments of timber within 
the State also declined, with shipments of 1,723 
cars containing 47,346,366 board feet, as’ com- 
pared with 2,607 cars, or 70,967,000 board feet, 
in 1929. Total shipments within the State 
amounted to 3,062 cars, or 88,770,669 board feet 
during 1930. Illinois ws Montana’s best lum- 
ber customer last year, using 717 cars, or 18,- 
831,644 board feet; Minnesota used 414 cars, 
or 10,834,138 board feet; Atlantic coast States 
(Pennsylvania, New Jersey and States north) 
received 1,102 cars, or 29,600,800 feet, and ship- 
ments to other eastern States (south of the Ohio 
and east of the Mississippi) totaled 166 cars, 
or 4,380,273 feet. 


California Redwood 


SAN Francisco, Cauir., March 30.—The fol- 
lowing information is summarized from the re- 
ports of 12 mills to the California Redwood 
Association for February: 








Redwood—wWhite- 

Percentof Wood 

Feet production Feet 
Production ...... 20,737,000 100 5,676,000 
Shipments ...... 20,493,000 } 5,668,000 
Re. WE skn cose 1,913,000 108 510,000 

Orders— 

Received ..... 18,005,000 87 4,207,000 
On hand ......20,543,000 ae 5,518,000 


Detailed Distribution of Redwood 





Northern California*...... 7,481,000 6,978,000 
Southern California*..... - 4,954,000 5,050,000 
MEE Siéwiews nba aéeenars 366,000 369,000 
pO rere .. 6,507,000 5,156,000 
PORE svitennnsneteoaen 1,185,000 452,000 

20,493,000 18,005,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


+Washington, Oregon, Nevada and Arizona. 
tAll other States and Canada. 


Southern Pine Costs 


New Orteans, La., March 30.—The South- 
ern Pine Association’s cost statement for Janu- 
ary gives the average cost per thousand feet, 
board measure, of producing and shipping 
southern pine lumber, not including interest on 
loans or invested capital. This report—cover- 
ing 59 mills operating 7414 units that produced 
106,111,391 feet—shows that the average total 
cost per thousand feet for that month was 
$23.94. This is a decrease of $1.90 below the 
average cost for December, which on a produc- 
tion of 112,080,264 feet was $25.84, and a de- 
crease of $1.82 from January of 1930. Of the 
46 concerns whose mills are included in. this 
report, 24 showed costs less than the average. 
The figures for the entire number show a spread 
from a low of $17.49 to a high of $33.72. 








Appoints New Purchasing 
Agent 


Omak, WasH., March 28.—The Biles Cole- 
man Lumber Co., here, announces the appoint- 
ment of B. A. Cast as purchasing agent, suc- 
ceeding F. J. Williams, resigned. Mr. Cast 
entered the service of the company about seven 
years ago as timekeeper, and has continued with 
the company in various capacities since. The 
company has just purchased a new Armstrong 
automatic gang saw grinder. The entire filing 
room is now Armstrong equipped. 





HARVARD Economic Society’s weekly index of 
wholesale commodity prices has dropped to 71.2 
for the week ended March 25, 1931, from 71.9 
for the week ended March 18, 1931. 
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Cedar Shingle Makers Adopt Standards 


Take Constructive Merchandising Step in Providing for Square Pack 


AMERICAN LUMBERMAN 
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and Guaranty of Quality — Hear Important Message From Retailer 


SEATILE, Wasu., March 28.—The fourth an- 
nual Red Cedar Shingle Congress was 
brought to a close yesterday afternoon with 
the enthusiastic adoption of the proposed 
commercial standards for red cedar shingles 
which are based entirely on the square pack. 
This is looked upon by many shingle manu- 
facturers as the most forward-looking, con- 
structive step that the industry has ever 
seriously and whole-heartedly taken. It in- 
cludes a label controlled by the Red Cedar 
Shingle Bureau and carrying the endorsement 
of the standards by the division of standards 
of the United States Department of Commerce. 

The convention assembled Thursday morn- 
ing in the junior ballroom of the Olympic 
Hotel. The attendance was not as large as 
some sessions in former years, but many 
believe it was one of the most successful 
ever held. It was a gathering of serious- 
minded business men. All seemed to be of 
one accord in their desire to market the 
highest possible quality roofing material. 

It is no wonder that they were a serious 
and earnest group. In January, 1914, one 
of the then most popular grades of shingles, 
Extra Clears, was selling for $1.85 a thou- 
sand to the trade. Present prices for the 
same grade are $1.55, although all costs have 
increased tremendously since that time. 


Of course, the outstanding feature of the 
entire program was the gathering of repre- 
sentatives of the shingle industry Friday 
morning, at which time Harry Steidle, rep- 
resenting the bureau of standards of the 
Department of Commerce of the United 
States, outlined the proposed commercial 
standards of quality of western red cedar 
shingles of the highest grade. These were 
amended slightly by the shingle manufac- 
turers, and then adopted unanimously. 

Outstanding among the amendments was 
the elimination of the so-called thousand or 
“M” pack, which means packing shingles 
25/25 courses and substituting therefor the 
so-called square pack, which means that the 
bundles have 20/20 courses. Twenty-twenty 
or square pack for 16 inch shingles gives a 
unit measure of shingles, which if laid with 
5 inches weather exposure will cover a 
square of roofing surface. This puts the unit 
for these shingles on the same basis as that 
of asphalt roofing and other forms of patent 
roofing, from the standpoint of quoting a 
price. 

During the session of the Shingle Con- 
gress which was devoted to the Red Cedar 
Shingle Bureau Dale Craft, of Whites, 
Wash., president of the bureau, was re- 
elected. 


Washington-Oregon Session 


The first session to be held was the an- 
nual meeting of the Washington & Oregon 
Shingle Association. This meeting was of 
short duration, attending strictly to routine 
matters. The Washington & Oregon Shingle 
Association re-elected Paul R. Smith, of 
Seattle, Wash., as president, with Jesse 
Swartz as vice president, and Grace Jones, 
Seattle, Wash., secretary. 

The Red Cedar Shingle Bureau meeting 
came to order at 10:30 Thursday morning, 
with President Dale Craft in the chair. In 
introducing J. E. Mackie, representative of 
the National Lumber Manufacturers’ Asso- 
ciation, Mr. Craft expressed to him the ap- 
preciation of the shingle manufacturers for 
the efficient, comprehensive, co-operation of 
the National Lumber Manufacturers’ Asso- 
ciation, and the accomplishments of that 





body in assisting the shingle manufacturers 
to maintain their markets. 

Mr. Mackie very briefly discussed the work 
of the National Lumber Manufacturers’ As- 
sociation, particularly as it applied to the 
shingle industry. He said that its efforts 
had been devoted largely to work to keep 
the market open for wood shingles. This 
meant working on building codes and pre- 
senting evidence against anti-shingle ordi- 
nances. Mr. Mackie particularly urged every 
man interested in the shingle industry to 
notify the association whenever any building 
code activities are started in their commu- 
nities. 

F. W. Wright, Pacific coast representative 
of the National Lumber Manufacturers’ 
Credit Corporation, publishers of the Blue 
300k, in very few words spoke of the serv- 
ice the National Lumber Manufacturers’ 
Credit Corporation is now able to give Pa- 
cific coast shippers. Quoting from one of 


the large general commercial credit rating 
companies he pointed out that the very high 
percentage 


of business failures occurred 














H. A. STOLTZE, 
Vancouver, B. C.; 
Objected to Any Low- 


ARTHUR BEVAN 
Seattle, Wash.; 
Secretary-Manager 


Red Cedar Shingle ering of the Stand- 
Bureau ards 
among concerns with poor or no credit 


rating. Mr. Wright was of the opinion that 
this demonstrates that if business men will 
check their credits carefully, they will pre- 
vent many failures. He said the day of 
fixed credit ratings is gone for the present. 
The thing to do now is to get frequent, 
special reports in order to play safe. 

Mr. Wright told of many improvements 
in the Blue Book service. He pointed out 
that this is the only lumber credit rating 
concern that maintains offices on the Pacific 
coast, and he urged the lumbermen to sup- 
port their own agency. 

Secretary Arthur Bevan amplified some of 
the statements of Mr. Wright and paid a 
high compliment to the work of the Na- 
tional Lumber Manufacturers’ Association in 
extending assistance to the shingle industry. 


He urged the shingle manufacturers to 
whole-heartedly support the Blue Book 
service. 

Col. W. B. Greeley, who was to have 


appeared on the program, was unavoidably 
absent, having been called to Los Angeles 
suddenly by the serious illness of his father. 


Gives Retailer's Viewpoint 


The stellar attraction of the Thursday 
forenoon program was the address of W, (¢ 
Miller, of the Columbia Lumber Co., Seattle 
president of the Western Retail Lumber. 
men’s Association, and his subject was, “A 
Retailer's Viewpoint of the Shingle Indy. 
try.” 
of retail lumber yards in central and wester 
Washington. He is a firm believer in the 
merits of western red cedar shingles as a roo} 
covering; he is one of the few city retailers 
who does not carry patent roofing in stock 
in his yards. Mr. Miller’s remarks were very 


pertinent to the shingle industry. Too often § 


manufacturers have discussed their problem: 
without taking into considération that highly 
important part of their business, distribution 
through the retail dealer. 

The message Mr. Miller brought to the 
manufacturers was not just a one man opin. 
ion. He had taken great pains to write re. 


tail lumber dealers throughout the territory § 


west of the Mississippi River, and ask them 
numerous questions, in order to bring out 
their observations on the use of red cedar 
shingles, and the causes of a decline in the 
use and popularity of shingles in their ter. 
ritory, if there has been a decline. Strange 
to say, practically every dealer written 
answered, and at length, showing that they 
were interested. Some of these observations 


are published herewith, as they are enlight- § 


Mr. Miller’s company operates a line § 


“ 





Z 


er 





ening on the subject of the customer’s point 
of view in regard to western red cedar shin- 





gles. 

Practically every man I wrote, said Mr 
Miller, replied immediately and at somf 
length. * * * They and you all agree some- 
thing is wrong with the red cedar shingle 
business. On the present market prices you 
are all losing money. The loggers are losing 
money. Your market volume has not in 
creased in spite of your unheard of low 
prices; therefore price is not to blame fof 
lack of demand. As a matter of fact, the 


present situation is largely brought about by 
lack of house building throughout the Unite! 
States and price reduction is not going to in- 
crease the demand until the nation’s earning 
and spending power comes back and is secur 


enough to remove fear from the homg 
builder’s mind and assure him it is safe one 
more to go ahead; and after all the wag 


earner, and the farmer, are the fellows wh 
build the class of houses that use your proé- 
uct. Frankly, you could sell exactly as man) 
shingles at twice your present price insofar 
as consumer demand is concerned, if you ha 
some way to control your production, and: 
stiffener for the price-asking backbone, col: 
lectively. No one individual can correct the 
market evil alone. 


There is no evading the fact, nor the issue 


the so-called substitute or asphalt shingl 
has usurped your market. They are in th 
saddle and are riding a hard race. They at 
smart—they know their stuff—they kno¥ 
your troubles and your shortcomings bette 
than you know them yourselves. Don’t under 
estimate the job you have ahead of you. 


What the Dealers Say 


Let me quote a portion from one of m™m 
good retailer friends: “I can remember bat 
to the time when there was no demand what 
ever for patent shingles, and feel that th 
red cedar shingle people themselves hav 


been responsible for the building up of tt 
reducing tht 


patent shingle business and 
volume of red cedar. Lumber dealers wet 
all anxious to handle cedar shingles exclt- 


sively on account of the fact that they hv’™ 
competition from hardware stores on patel) 
competition "§& 
Therefore, for a long time m0 


shingles while they had 


the cedar. 


no 


erp 


ay 
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f the lumber dealers refused to handle the 
0 


nt products. 
-_—* time came, however, when there was 


eat demand for shingles, and so many 
etme were placed on ‘the Coast at the same 
pa ‘that the manufacturers boosted the 


up out of reason. The people in 
knowing the lack of stability of 
the red cedar shingle market, were afraid to 
order cedar shingles, knowing full well that 
pefore they would be received at destination 
rice would be down $1 or $1.50 a thou- 


prices WAY 
the East, 


part That is the time when the patent 
people got in their work.” 

One outfit operating throughout Texas, 
Oklahoma and Mexico reports a steady de- 


cline during the last few years in the volume 
of red cedar shingles handled. In that terri- 
tory this concern claims the aggressive sales 
promotional advertising work on behalf of 
substitutes for red cedar shingles, together 
with the aggressive attitude on the part of the 
substitute’s salesmen, is largely responsible 
for the decline. It reports very few adverse 
fre ordinances. In fact I might divert here 
to state that in no instance in the numerous 
letters I received in response to my inquiry 
did any retail dealer consider adverse fire 
ordinances as a factor in the decline of the 
red cedar shingle. Most reports were to the 
affect that fire ordinances had in some cases 
peen defeated, or were not a dominant factor 
in the decline of sales. 

One dealer operating on the West Coast 
says: “What success has been made in the 
sale of the asphalt shingle can be attributed 


directly to the manufacturers and I hardly 
believe that the retail lumberman can be 
credited with providing much sales assist- 
ance. * * * It is my opinion that the only 


thing that has sold our customers the asphalt 
shingle is the proposition of color, and when 
we are able to provide them with a cedar 
shingle with a fast color at a price commen- 
surate with the asphalt shingle, we believe 
there will be but very few asphalt shingles 
used. 

“With shingle prices such as they are, it 
is not to be expected that the cedar shingle 
manufacturers can go to any great expense 
in merchandising, but I am sure that if they 
could at least all get together and decide or 
approve of at least a few sound principles, 
both as to merchandising and manufacturing, 
they would find a very satisfactory recep- 
tion among the retail dealers who really want 
to recommend something that is worth while 


| to their customers, and I am sure would be 


willing to spend more than their share of 
money that might be necessary for proper 
merchandising and increasing the sale of the 
best and most reliable roof covering yet 
known.” 

Another operator in the State of Washington 
says: “There is no doubt but what the cedar 
shingle manufacturer has failed to provide 
sufficient sales effort for his cedar shingles. 
I think the majority of the sales effort so 
far has been misdirected. If you consider the 
amount of money spent by the manufacturers 
to advertise substitutes for shingles, and 
then compare it with the amount that is 
spent for the promotion of red cedar shingles, 
there would be an appalling difference. 

“The manufacturer of substitutes is 
ceeding in getting a much higher price for 
his product than the cedar shingle. All of we 
dealers are handling them because sufficient 
sales effort is put forth by the manufac- 
turers; and, further, we are inclined to sell 
those things which are more easily sold 
sometimes, rather than items we think are 
better. 

“I would like to see the shingle manufac- 
turer raise the price of shingles sufficiently 
to pay a large staff of men to go into every 
district and work for the promotion of cedar 
shingles directly with the dealer.” 

Utah expresses loyalty this way: 


suc- 


“To sum 


the whole thing up briefly I think we can 
Say this and strike home in a clear short 
Way: The manufacturers of red cedar 


Shingles must make good quality shingles, 
work out very thorough effective ways of 
merchandising and get behind the dealers 
and put it over to the consuming public.” 

From California: “My observation is that 
the cause of this decline in sales of wood 
Shingles is not so much that of the aggres- 
Sive sales policies of the manufacturers of so- 
called Substitutes, but the lack of such policy 
and co-operation with the retail lumber deal- 
ers by the shingle manufacturers. * * 

‘In view of the well established partial 
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payment program in operating with the 
manufacturers of so-called substitutes, you 
may find it necessary to promulgate a similar 
plan. The contractor would need to be well 
versed in its forms and procedure, which 
would have to be such that the lumber dealer 
would not be held responsible for the col- 
lections, and would receive payment for ma- 
terials on completion of the job.” 

An interested dealer in Oklahoma return- 
ing to his yard tvo late to write, wires his 
opinion in part, as follows: “Time right 
for strong educational dealer campaign. 
Need intelligent bureau representatives ac- 
tively busy with lumbermen.” 


Now Is Opportune Time 


Throughout all the correspondence and 
various replies I received, ran the thought 
that now is the most opportune time to put 
over a red cedar shingle campaign. * * * 
Financing, lower material and labor costs, 
plus an increased demand which has not 
been satisfied during the last two or three 
years, will help your market. There are 
hundreds of thousands of both roof and side- 
wall remodeling jobs waiting. The retail 
lumber dealer is ready—it is entirely up to 
the manufacturers. Don’t wait for a slow 
death. Expose your products now and run 
the chance of a quick death or a healthy 
revival. If the business isn’t there—create 
it. If the prices are too low, put them up 
where they belong and keep them there. If 
your shingles are not up to grade and well 
manufactured, put your inspection service to 
work and make them right—merchandise, 
advertise, and then don’t just sit down and 
wait for something to happen. Help the re- 
tailer put the proposition over. Don’t imi- 
tate the substitute manufacturers. Create a 
constructive program peculiar to the red 
cedar shingle industry and stay with it. 
Preach the gospel of cedar and educate the 
dealers, and coach their organizations in the 
art of selling. Get behind your association. 
“Vive it more money to work with. Add it on 
to the price of the shingle, the retailers 
will pay it cheerfully, but be sure you don’t 
withhold the tax from the purpose intended. 


President's Address 


President Craft, in making his annual re- 
port, merely sketched some of the important 
events of the past year, and important sub- 
jects now confronting the industry. Mr. 
Craft spoke of the long period of business 
depression, expressing thanks for the co- 
operation rendered, and then outlined some 
of the accomplishments of the organization 
during the last year, saying: 

As you doubtless know, we of the bureau 
have been attempting for years to convince 
our good friends, the cedar loggers and 
holders of cedar stumpage, that our prob- 
lems are theirs. Probably owing to the fact 
that conditions have been so abnormal we 
have been able to accomplish this result to 
a greater extent than ever before, and we 
expect to receive much needed financial sup- 





port from this unit of the industry. 

The bureau, working in conjunction with 
the National Lumber Manufacturers’ Asso- 
ciation, has through a series of conferences 
with the insurance people, arrived at an 
understanding which will be of very great 
value to the shingle industry, if the proper 


co-operation of the 
obtained. 

In the past, our problems, 
have been largely along the lines of the 
proper manufacture of shingles. Henceforth, 
this problem should not be so vital, as most 
of our manufacturers have gotten away 
from the old idea of quantity production re- 
gardless of quality. Our problem of the 
future is largely a question of the merchan- 
dising of shingles. For a great many years 
shingles have been manufactured and sold, 
but never, except in rare individual cases, 
merchandised. A definite program along this 
line will be presented to you this afternoon, 
and I hope you will give it your earnest con- 
sideration. 

In closing, I desire to 
recommendations: First, 
shingle bureau by every unit of the indus- 
try—manufacturers, cedar loggers, holders 
of cedar stumpage and all those engaged in 
the handling of cedar shingles, for without 
doubt the bureau is the one organization 
which is in a position to rehabilitate the 
shingle industry. Second, the carrying out 


manufacturers can be 


as dealt with, 


make four definite 
the support of the 
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ANNOUNCING! 
THE NEW 
BLUE BOOK 


The 55th edition of the 
lumbermen’s own credit 
rating service is just off the 
press—on time, as usual, 
with the most complete, ac- 
curate and reliable infor- 
mation ever offered the in- 
dustry. 








You, too, will want the New 
Blue Book. The dependable 
credit guide contains these 
features: 


For the 
Executive—Up-to-date Financial State- 


ments 
For the Credit Interchange Results 
Credit 


Collection Slow Accounts 
Manager— 


Conservative Ratings 
Weekly Notifications 
Monthly Supplements 
Special Reports 


Manager— Directory Reliable Buyers 
Trade Reports 


For the Mailing Directory 


Salesmen— Handy Pecket Editions 

Useful State Maps 

Street Addresses all Cities 
Over 100,000 Population 


Lumber manufacturers, 
wholesalers, | commission 
salesmen, banks, logging 
and sawmill machinery 
manufacturers and _ allied 
building material concerns 


all use the Blue Book. 


FREE for 60 Days’ 
Trial--- 


Additional Free Service Until 
July 1st If You Subscribe 


Send the coupon today 
and receive fifteen 
months service for the 


MAIL THIS | price of twelve. Re- 


COUPON NOW 











for the best in member — it’s the in- 
di : 
lumber credit | dustry’s own service. 
a \ 
, 


National Lbr. Mfrs.’ Credit Corp., 
2017 Conway Bldg., Chicago, IIl. 


Gentlemen: 

Please send me FREE of charge the com- 
plete Blue Book service for 60 days’ trial. If 
it does not meet my needs I will return the 
book promptly. 
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Every Building 
Order You Sell 


Should be backed 
by this Policy — 





Go ® 
SPECIFICATION 
fe> ~=9PROTECTION a 
POLICY 
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This Policy Certifies the Hidden Value 
* of Your Property + «+ 


* SUT am ree woe 








Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


‘Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
futvee. Don’t pass up this business building 
idea. 


ABooklet of Instructions 
sent with Each Order 


MAIL COUPON NOW, 














AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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by the industry of the agreement entered 
into by Mr. Bevan with the insurance people, 
without which all of his effort will have been 
futile. Third, the adoption of the program 
which will be presented to you tomorrow by 
the division of standards of the United 
States Department of Commerce. Fourth, the 
adoption of the plan for the proper mer- 
chandising of shingles, for it is my firm be- 
lief that unless the industry takes some defi- 


nite action for the proper merchandising of 
its product, it can not long survive. 
Carry out these recommendations, and the 


shingle industry will at last attain the plane 
to which the excellence of its product en- 
titles it. 


Secretary-Manager's Message Important 


Following the report of the president, 
Secretary-Manager Bevan made his report 
covering the activities of the organization 
for 1930. He read his report, and it was 
considered of such importance that it was 
ordered printed and mailed to every shingle 
manufacturer in the district. 

As the treasurer’s report showed, the in- 
come for the association because of the cur- 
tailment of operation of the members, was 
reduced to only about 57 percent of the in- 
come received during the previous year. 
This-*lack of income, of course, curtailed the 
efforts and operations of the bureau very 


heavily. Mr. Bevan said in part: 
While 1930 will go down in the history of 
the industry as one which we prefer to look 


back on, a year in which many problems and 
difficulties had to be faced, not only by the in- 
dustry, but by your bureau, we should appre- 
ciate that much has been accomplished that 
might never have been done under other con- 
ditions. 

While the Red Cedar Shingle Bureau has 
endeavored to keep its activities within the 
limits of a reduced income, due to curtailed 
production, I believe that the future will re- 
veal that last year was a turning point, a 
period of readjustment and constructive poli- 


cies, which will lead to better conditions, not 
only in marketing possibilities, but also in 
the manufacture of our product. 


Mr. Bevan alluded to the question of the 
supposed fire hazard of wood shingles which 
has been in the public mind, and told of 
progress being made with the insurance in- 
terests in securing better recognition for the 
high grade, vertical grain shingle. 

The 1930 records show anti-shingle ordi- 
nances defeated 40; anti-shingle ordinances 
repealed 2; anti-shingle ordinances passed 7 
In addition to the above 19 cities have writ- 
ten new building codes in which wood shin- 
gles are properly provided for; also a total 
of 85 cities have adopted the Pacific Coast 
Uniform Building Code, an increase of 22 
over last year’s report. A number of locali- 
ties and specific instances in regard to work 
on adverse legislation were mentioned; also 
statements as to the number of fire tests that 
have been made during the year at various 
cities in connection with ordinance work. 

He said that in the matter of trade exten- 
sion the National Lumber Manufacturers’ 
Association has co-operated to the fullest 
degree. Mr. Bevan also pointed out that the 
most important thing for shingle manufac- 
turers to consider are the steps that should 
be taken to reconstruct their markets, so as 
to benefit by the foundations that have been 
laid. 

Recommendations for Marking and 
Identifying 

He advocated the marking and identifying 
of a quality product by means of a proposed 
label, copies of which were to be seen at 
the meeting. This label service is of great 
significance. He said it would help to re- 

establish confidence on the part of the con- 
sumer in the product and will fill the desire 
for an identified product on the part of the 
building and loan associations. It is planned 
to establish a minimum standard of quality 
for shingles, leading to the certification of 
this product through the division of stand- 


ards of the Department of Commerce. Mr. 
Bevan’s recommendations are: 
(1) Continuation of our work with the 
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underwriters and their associated 


, OrTBanizg. 
tions. 
(2) Fire test campaign with the necegggp, 
literature and follow-up campaign. F 
(3) New dealer helps in the form of 
pamphlets, booklets, newspaper mats, and 
their distribution. This includes new con. 


struction and re-roofing. Field service, 

(4) New pamphlets, booklets for architects 
contractors and realtor builders and their dig. 
tribution. Field service. 

(5) Farm journal advertising. 
vertising or both. 

(6) Advertising 
tractors, realtor 
loan association 

(7) Consumer advertising on re-roofing, 

H. J. Arnett, of the American Railway 
Association discussed the subject of a 
loading. A year ago at the congress Mr 
Arnett discussed car loading, and as a resy}; 
a committee was appointed which worked 
out some practical suggestions for car load. 
ing. These suggestions were sent to all 
members of the industry, and have resulted 
in a great deal more satisfactory loading oj 
cars of shingles particularly. One of the 
things that has made the best showing jn | 
this respect was the striping of the doors 
in such fashion that the doors could not 
become jambed when shingles loaded near 
the doorway shifted: in transit. 


Multiplicity of Packs 


Radio ad. 


copy in architects, eop. 
builders, and building and 
publications. 





Discussion on the subject, “Multiplicity § 
of Packs,’ was opened by Henry Hilke} 
superintendent of Seattle Cedar Lumber 


Manufacturing Co. Among other things Mr 
Hilke stated that after a careful check his 
company had determined that it was neces- 
sary for it to carry and be ready to load in 
mixed cars with other cedar products, twen- 
ty-six different stocks of shingles. In load- 
ing out mixed cars, according to the com- 
pany’s careful checks, this multiplicity of 
packs is costing it $5 a car. 

Mr. Hilke stated that there are mam 
people who think there are great advantages 
in either one kind of pack or another. He 
expressed it as his personal feeling that 
either one alone would be good, and would 
be a tremendous advantage over the present § 
system of packing by the thousand and }y 
the square also. From the marketing stand-} 
point he favored the square, or the 20/20 
pack, but he would like to see one or' the 
other of the packs eliminated. He said he 
believed the manufacturers would save iff 
cents a thousand if they could establish one 
method of packing and eliminate the other. 

The result of this discussion was the ap- 
pointment of a committee of seven, com 
prised of one member from each district, te 
consider the pack and the grade of shingles 
and the basis of a square, with the weather 
exposure, determined by the thickness o 
the butts of the shingles. This cornmittet 
was authorized to meet and report to th 
directors within thirty days. } 

E. E. Case, the veteran shingle mant- 
facturer from Raymond, Wash., pessimistic 
regarding the results of co-operative effort 
on the part of shingle manufacturers, be § 
cause of past experience, expressed the opin J 
ion that the only way to get results was to] 
have single absolute control of the industr) 
invested in one man. He cited the case 0! 
organized baseball as being controlled by 
Judge Landis, and the motion picture indus 
try by Will Hayes. His motion for appoint 
ment of committees to confer on this sub- 
ject was lost for lack of a second. 


FRIDAY MORNING 


Undoubtedly the real important gathering 
during the shingle congress was the Frida) 
morning session. This was a general com 
ference of producers, distributers and user 
of red cedar shingles. It was presided ove 
by Harry H. Steidle, of the division of trade 
standards, United States Department oF 
Commerce. 5 

The object of this conference was to estab 
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lish minimum standards of quality for red 
cedar shingles as roofing material which the 
United States Department of Commerce 
would recognize and certify. — 

Mr. Steidle very briefly outlined the neces- 
sary procedure. He made it plain that the 
standards referred to are the standards of 
the manufacturers and which these manu- 
facturers have determined are standards of 
recognized high quality. The bureau of 
standards will try to promulgate these stand- 
ards in an effort to help the manufacturers 
establish a good quality product. He told of 
the success in similar moves of this kind 
with manufacturers of wall paper and many 
other materials. Wall paper manufacturers, 
because of keen competition among them- 
selves, and over production, first lowered 
their prices, and then lowered their quality, 
until they lost much of their business 
through substitute or competing materials 
for wall covering. Later their standards 
were brought up to a higher quality, with 
the assistance of the division of standards 
and a label which guaranteed to the buyer 
a quality equal to that standard. He stated 
that the bureau is now also working with 
the plywood industry. He explained that 
through the Department of Commerce these 
standards would be given considerable pub- 
licity. 


Presents Proposed Standards 


Following Mr. Steidle, Mr. Bevan, secre- 
tary-manager of the association, presented 
the proposed commercial standards, saying 
in part, as follows: 

I would like to emphasize that the proposed 
commercial standard is to be a standard of 
quality in the broadest sense. It proposes to 
set up only a minimum standard for quality 
and you can make your shingles thicker, 
longer, and as much better as you like. The 
minimum proposed is our well-known recom- 
mendation to users of 5/2 inch edge grain 
shingles. It does not propose any change in 
our grading rules which have been estab- 
lished for years covering such shingies. It 
does attempt to clear up requirements which 
in the past have never been clearly defined. 
There is no need for us to go into detail in 
respect to these definitions as they will be 
the next item for discussion on the program. 
1 would point out, however, that it is the 
purpose of the department to clarify the 
specifications so they may be clearly under- 
stood by individuals in no way conversant 
with the vernacular or manufacturing details 


of the business. It is time that all mystery 
should be taken out of our business—there 
has been too much fuzziness in our rules as 


well as on some of our shingles in the past. 
In your discussions I hope that you will not 
just criticize the proposals but that you will 
have exact wording to offer as a substitute 
for those to which you object. Let us have 
a constructive discussion because the impor- 
tance of this conference deserves our fullest 
consideration. 

We must remember in our discussion of 
this standard that the Department of Com- 
merce is interested, not only in the manufac- 


turer’s problems, but has the interest of the 
distributer and user at heart. While the de- 
partment is anxious to assist the manufac- 


turer in every possible way, I suspect that it 
has, in the activities of this sort, the interest 
and protection of the consumer still more in 
mind, knowing that satisfied will do 
more in the long run to assist the industry 
than anything else. 

What are we doing by the acceptance of 
this standard and its publication by the de- 
partment? We are accomplishing a whole 
lot of things, the principal one being to set 
ourselves square with the world; through it 
Wwe place ourselves in accord with the desire 
of underwriter, architect, building and loan, 
engine er, retail dealer, and contractor groups. 
We also show a very definite evidence of 
f00d faith to carry out pledges given by the 
Red Cedar Shingle Bureau to organizations 
that have a very definite influence on our 
markets. Agreement on a standard accepta- 
ble to all parties at this conference will lead 
to the certification plan of the Department 
of Commerce. I know I am getting way 
ahead of the program but I can not help men- 
Uioning this important phase of the confer- 
ence, to my mind one of the most valuable 


users 
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moves the industry could make. Wouldn’t 
you like to be able to mark your shingles 
that they meet all the requirements of the 
commercial standard of the United States De- 
partment of Commerce? If I had shingles to 
sell 1 couldn’t put it on my product too soon, 
that is, provided it would meet all the speci- 
fications. If it wouldn’t 1 guess 1 would want 
to keep just as far away from such marking 
as I could. I think the consumer and the 
trade will feel the same way about it. 

During the last decade it is pretty well 
conceded that shingle manufacturers have 
gradually tightened up their grading speci- 
fications and improved their product to the 
point where today they are making a product 
that is so far superior to that of fifteen or 
twenty years ago that it would be hard to 
compare them. The proposed new commer- 
cial standards are for the highest grades 
only, and include nothing but 100 percent 
edge grain shingles, 100 percent clear and 
100 percent heart wood. The other details 
of requirements are very strict. 

When the discussion of the grade require- 
ments for these standards, which had been 
published and sent out, were being read, 
there was some discussion on one or two 
points toward easing the specifications. 
Such suggestions were pretty quickly 
squelched by a large majority of those man- 
ufacturers present who were anxious to see 
the highest possible standards set. When 
one member suggested that a little more 
tolerance be allowed on the angle of grain 
to determine just what edge grain shingles 
consisted of, H. A. Stoltze, pioneer shingle 
manufacturer of British Columbia, imme- 
diately objected to any lowering of the stand- 
ards. His contention was that any part of 
the shingle which fell below the standard 
would condemn the entire shingle, and this 
he explained was especially true if the angle 
of grain should be given some tolerance on 
the outer edge of the shingle, because it is 
that part of the shingle that would curl if 
the grain was not straight enough to hold it 
down. This pretty well typified the senti- 
ment of the meeting. 


Endorse the Square Pack 


However, the most drastic action, and 
probably the most far reaching results so 
far as manufacturers are concerned, were 
taken during this discussion. Some fifteen 
or sixteen years ago the Rite Grade Shingle 
Association at a meeting of the shingle con- 
gress adopted the so-called square pack of 
shingles. This was later changed to a little 
different pack, also known as the square 
pack, with 20/20 courses of shingles to the 
bundle, instead of the old so-called thousand 
pack with 25/25 courses to the bundle. 

Because of the fact that this was not uni- 
versally put into effect, some manufacturers 
preferring to pack their shingles the old 
way, and some buyers preferring to buy the 
old way, there has been much confusion and 
much added cost to manufacture the product. 
With two units for packing, and each style 
having its ardent supporters, it has been 
impossible to correct this. It seemed at this 
meeting that sentiment was ripe for a 
change, although the proposition was ap- 
proached very gingerly on the day before 
in the meeting, because experienced mem- 
bers of the organization did not want to 
get into an endless discussion, Secretary 
Bevan seized the opportune moment and 
made a motion that so far as these proposed 
commercial standards are concerned all ref- 
erence to the thousand pack be eliminated, 
and this motion was unanimously passed. 
This will mean that so far as the label serv- 
ice of the association is concerned with the 
Department of Commerce endorsement of 
the standards, it will apply only to shingles 
packed by the square, 20/20 courses for the 
16-inch shingles. This means that the shin- 
gle industry of the Northwest is going 
whole-heartedly to the square pack. 

Having adopted the standards with a few 
minor corrections, and with the elimination 

(Continued on Page 72) 


51 


BADGER LINES of 

SEPTIC TANKS 

SANITARY 
TOILETS 


CHEMICAL 
TOILETS 


High Quality, Low Prices, 
Prompt Service 


Write for price sheets and com- 
plete descriptive literature. 


WESTERN METAL SPECIALTY CO. 


3049 North 30th Street, Milwaukee, Wisconsin 




















WEEDS need not 


cause fires....destroy 
them this easy way!!! 


Simply dilute 1 gallon of Wilson's Weed Killer to 46 
gallons of water and just sprinkle around your lumbes 
piles and buildings. . . at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over 
East of the Mississippi River. 


Booklet mailed on reauest. 


Department R 1 


SPRINGFIELD NEW JERSEY 


FIGURE | 
Any House 


in & Minutes 


With the wonder book, “ Automatic 
Building Costs,” you can figure the 
cost of any house, frame, brick, or tile, 
any price,in 5 minutes. Simple to use, 
absolutely reliable. Sounds unbeliev- 
able, but it’s true. : 


We ~vill send this book for 10 days 
FREE examination to any * accredited 
lumber dealer. If you don’t think it 
will save you 10 times its cost the 
first year, return it and the trans- 
action is closed. 


SEND NO MONEY 
Just Mail This Coupon Z 














American Lumberman 
43x South Dearborn St. ] 
Chicago, Illinois, 

Send “Automatic Building Costa” After 10 days 1 | 


will either return the book by parcel post insured or 
remit $15 in full payment. | 


7 Subject to approval of the management. ~ 
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| Forest Timber 
FOR SALE 


Sealed bids will be received by the 
Missoula, Montana, 
ng April 13, 1931, for 
lead timber stand- 

ng wn, and all the live timber 
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r less. No bid of less than $4.00 
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s ind r retained 
s lamages, accord- 
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Follow the Leaders 


Increase 
Your 
Business 


with Wolverine Sanitary 
Toilets or Septic tanks. 
The big leaders the live 
lumber merchant in many 
localities has found these 
a profitable accessory 
line. It's a live proposi- 
tion for the progressive 
lumberman. Write for 
dealer proposition today. 


DAIL STEEL PRODUCTS CO. 


1000 Main St., LANSING, MICH. 

















Established1847 


Richard Shipping Corp. 
44 Beever Street. NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwar- 
ders, Customs 
Brokers. We 
handle allclasses 
ofcargo and at- 
tend to collection 
of invoices. 








Special department handling export lumber shipments 





O TIMBER ESTIMATORS D 
JAMES W. SEWALL 


Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGQ 
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What the Associations Are 
Planning and Doing 


April 9—Plywood Manufacturers’ Association, Pal- 
mer House, Chicago. Conference on adoption 
of a proposed commercial standard. 

April 10—New Hampshire Lumbermen’s Associa- 
tion, Hotel Carpenter, Manchester, N. H. 
April 15—West Side Hardwood Club, Pine Bluff, 

Ark, 

April 14-16—Lumbermen’s Association of Texas, 
Plaza Hotel, San Antonio, Tex. Annual. 
April 15-16—National Association of Woooden Box 
Manufacturers, Congress Hotel, Chicago. Annual. 
April 15-16—National-American Wholesale Lumber 
Association, Ambassador Hotel, Atlantic City, 
N. J. Annual. 

April 21—Roofer 
Ga. 

April 22-24—National 


Manufacturers’ Club, Columbus, 
Lumber Manufacturers’ As- 
sociation, Congress Hotel, Chicago. Annual. 
April 23-24—Central Kansas Lumbermen’s Associa- 

tion, Salina, Kan. Annual. 
May 5-7—National Association of Railroad Tie Pro- 
ducers, West Baden Springs Hotel, West Ba- 
den, Ind. 
12-14—Associated Cooperage Industries of 
America, Jefferson Hotel, St. Louis, Mo. An- 
nual. 
May 14-15, 1931—Florida Lumber & Millwork As- 
sociation, Orlando, Fla. Annual. 


May 19-20—Northwestern Retail Coal Dealers’ As- 


May 


sociation, Nicollet Hotel, Minneapolis, Minn. 
Annual. 
May 21-23—Pacific Coast Sawmill Engineering Con- 





Idaho. Annual. 


June 3-5—American Forestry Association, 
Park Inn, Asheville, N. C. Annual. 


Lewiston, 





Grove 





Coast Sawmill Conference 


WasH., March 28.—George M. 
Cornwall, of Portland, Ore., as secretary was in 
Lewiston, Idaho, last week making arrange- 
rents for the third annual meeting of ihe 
Pacific Coast Sawmill Engineering Conference 
to be held in Lewiston on May 21, 22, and 23 
when about 200 prominent figures in the tim- 
ber industry will gather. 


SPOKANE, 








Endorse Home Show 


New York, March 31.—Leaders in all 
branches of the building and construction in- 
dustry of Westchester County are members of 
the advisory committee of the Westchester 
County Home which will be held 
at the County Center, on the Bronx River 
Parkway, White Plains, on May 3 to 10, inclu- 
sive. F. Herbert Brown, secretary the West- 
chester Building Material Men’s Association, 
will represent lumber interests at the exhibition. 


Show, 





Wholesalers’ Plans Take Shape 


New York, March 30.—No outside speakers 
are to grace the program for the annual con- 
vention of the National-American Wholesale 
Lumber Association to be held April 15 and 16 
at the Ambassador Hotel in Atlantic City, N. J. 
“This meeting,” the announcement states, “is to 
be more of a conference than a convention, and 
informal discussions will rule.” Following the 
and committee reports, the delegates 
will hear a report on North Coast conditions 
from R. A. Dailey. 

The special merchandising committee under 
the guidance of Max Myers will introduce four 
subjects, viz.: “Wholesalers’ Costs—can we re- 
duce them?”; “Adequate compensation for the 
wholesaler—how can we get it?”; “Improper 
use of the term ‘wholesaler’ by retailers” and 
“Splitting Commissions—and what can we do 
to prevent them?” The discussions of these 
subjects will be opened by Frank S. Davis, 
New York; W. H. Schuette, Pittsburgh; 
George N. Comfort, Cleveland, and R. C. Pep- 
per, Springfield. 

W. F. Shaw, trade promotion manager of 
the National Lumber Manufacturers’ Associa- 
tion, will tell of plans for the coming year. 
Retailers and manufacturers’ associations will 
be represented to present their problems to the 
wholesalers. 


officers’ 


Under the heading “What Are You Doin 
to Meet the Present Situation?” Dwight Hinck. 
ley, of Cincinnati, Ohio, will open a discussion 
on ideas for meeting present conditions. Credit 
methods will also come in for a share of the 
discussions. 

Entertainment will be confined to a dinner- 
dance on the evening of April 15, and on the 
same afternoon Mrs. A. E. Lane will give a tea 
for the visiting ladies. Reduced railroad rates 
on the certificate plan will be in effect. 








Carolina Dealers Activities 


CuHarLotte, N. C., March 30.—What were 
termed “revolutionary” recommendations goy- 
erning a new policy of marketing cement were 
unanimously adopted at a meeting of 75 building 
material dealers of the two Carolinas that was 
called here March 26 by the Carolina Retail 
Lumber & Building Supply Dealers’ Associa- 
tion. The cement dealers went into private 
session shortly after the meeting was called to 
order by R. G. Henry, of the Hickory Novelty 
Co., Hickory. 

A formal statement issued after the meeting 
by Secretary Victor W. Wheeler, declared that 
after a lengthy debate on cement marketing 
policies from every angle, as it affects the retail 
interests of the Carolinas, the meeting went 


on record as being opposed unanimously to the 
latest announced policy of the cement manu- 
facturers. This policy, in substance, is allow- 


ing manufacturers to go over the heads of 
local dealers and sell directly to larger con- 
sumers, it was stated. A committee was ap- 
pointed to work out a plan whereby Carolina 
dealers will have 100 percent distribution of 
cement to and through legitimate retail chan- 
nels. 


The association will hold its ninth annual 
summer convention at Asheville on July 16 and 
17, according to announcement made by Secre- 


tary Wheeler. 





Buffalo Exchange Standing 
Committees 
3UFFALO, N. Y., March 31.—Standing com- 
mittee appointments for the Buffalo Lumber 
Exchange for the fiscal vear 1931 have been 
made by President A. J. Elias as follows: 


Membership—William L. Blakeslee, chair- 
man; Benson Briggs, E. W. Conklin, Harold 
Hauenstein and Harry A. Plumley. 

Unloading—Harry A. Plumley, chairman; 
Ralph C. Angell, H. Morton Jones and John 


McLeod. 

Outing—William P. Betts, chairman; Eugene 
W. Carson, C. Ashton MeNeil, Charles N. Per- 
rin, Fleming Sullivan, Horace F. Taylor, jr. 
Astor E. Weaver, ©. E. Yeager, jr., and 
Gerard Zimmermann 

Wood Retension and Extension—Oliver J. 
Veling, chairman; Fred W. Henrich, F. A. 
Hofheins and John H. Wall 

Finance—Henry I. George, chairman; Gan- 
son Depew, R. E. Fairchild. Burton H. Hurd, 
Fred M. Sullivan and Horace F. Taylor 

Transit Privilege and Transportation— 
Orson E. Yeager, chairman; J. D. McCallum 
and John H. Wall 

Arbitration—R E 
John R. Bookser, 
Harry L. Vetter. 

Program—Laurance L. Hurd, chairman; 
Charles E. Perrin and H. F. Taylor, jr 

Maurice Wall Scholarship—L. W. Whissel, 
chairman; W. L. Henrich and Gerard Zim- 
mermann. 





Fairchild, chairman; 
William L. Henrich and 





At the meeting of the exchange on March 27 
an address was given by Congressman James 
M. Mead, who spoke of the work of Congress 
during the last vear and also about the threat- 
ened competition of Russia. The attendance 
was the largest in a number of weeks. 
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Poking Along 


When I go street or country lane 
I like to sort of poke along; 

The faster gait has more of gain, 
The slower gait has more of song. 
I don’t go bangin’ any gong 

Like firemen scootin’ to a fire— 
I like to sort of poke along 

And never hurry, never tire. 


The fellah ploughin’ up the dust 
May get attention, get applause. 

It’s right to hustle when you must 
But, when you don’t, it pays to pause. 
You'll see a whole lot more, because 

The man who hurries seldom heeds, 
But he who watches Nature’s laws 

3y ev'ry road some lesson reads. 


There are so many things to see: 
The children playin’ in the street, 
The first red fruit upon the tree, 
The clover meadow pink and sweet. 
The grasses that will heal the feet 
And heal the heart and do it good, 
Who takes his time will often meet 
The comrade call of brotherhood 


I'll bet there’s not a yellah rose 
By any road I do not know; 

There’s not a child the highway goes 
But when he sees me yells, “Hello!” 
There’s not a window all a-glow 

But I observe and love the light— 

For not a path is hard to go 

You take the time to travel right. 


In life I’ve sort of done the same: 
I've poked along from day to day. 
No mighty fortune I can claim, 
3ecause I’ve taken time to play. 
And yet I'll bet along the way 
I never missed a bit of joy, 
And, though my hair is turnin’ gray, 
I'm just as sprightly as a boy. 


The easy gait will pay the best 

In what is best for heart and brain. 
The humble are the happiest, 

\nd God’s anointed are the plain. 

When I go street or country lane 
I like to sort of poke along; 

The faster gait has more of gain, 
The slower gait has more of song. 


We See b’ the Papers 


About the worst holdup we know of is a belt. 

Spring will soon be here, if it doesn’t bust 
one on these spring roads. 

Fred Burke is wanted in 17 States. 


wanted in the rest. 


And not 


Chicago will have an election next week, and 


the hospitals are crowded as it is. 

_ Funny, with all this pewter, how much lead 
Bogen. 1s : - 
ooks like silver, and how much silver acts like 

lead 

\nother good friend of this department is 
gone, and the world has no Arnold Bennetts to 
spare 

He once said to us: “Almost every American 
can make a speech, almost no Englishman can.” 
Perh aps. 
_He probably got that idea by not attending 
the last Republican national convention. Or the 
Se te 


t only did they make Gen. Butler shut up, 
ut mebody seems to have said something to 
Mussolini. 

Income tax receipts maintain their downward 
trend. But they will have to go some to catch 
up with incomes. 


Mr. Hoover came back from his trip with a 
coat of tan. But what a President needs isn’t 
a coat of tan but a hide of iron. 


The executive committee of the national 
grange is again asking for wheat debentures. 
Hope is still considerable of a springer in the 
human breast. 


A man who pleaded guilty to running a 
speakeasy in 1927 is running for alderman in 
Chicago in 1931. Showing how one crime leads 
to another. 

It is announced that the final week of the 
Chicago mayoralty campaign opened with a 
bang last Monday. Next Tuesday it will end 
with a bang-bang. 

We never could understand this word “speak- 
easy,” anyway. We saw a fellow coming out of 
one the other night (we said saw, not met) and 
he couldn’t talk at all. 

Women are warned not to leave their cos- 
metics on over night. What, and have their 
husbands say in the morning, “And who are 
you, and where did I meet you?” 





Spoken in Jest 


No woman was ever vain enough to think 
that she looked well in calico. 

Smith’s daughter said she needed some more 
clothes, and Smith looked at her and agreed 
she did. 


Many a woman thinks we are admiring her 
when all we are doing is wondering if she 
could be called pretty. 


Drug store sales might fall off considerably 
if women knew what men really think about 
rouge. 


You ought to see the husband of the woman 
who says she hasn’t anything to wear looking 
for something in a closet. 

A man may not see the mote in his own eye, 
but did you ever observe a skinny woman buy- 
ing a brassiere? 

Clothes may not make the man, but they 
certainly make the drygoods man. 


Between Trains 


FREEPORT, Itt.—We have always thought 
that fellowship was the best ship in our navy, 
since it runs on either land or sea, and pro- 
motes peace rather than war. So when the 
Goodfellowship Class of Embury M. E. Church 
asked us out here for the evening, we came 
sailing along and found as fine a bunch of merry 
tars as you will find anywhere, that is, any- 
where the good ship fellowship is allowed to 
navigate. There were old salts, too, fellows 
who hadn't forgotten how to laugh, or remem- 
bered how to hate. As for creeds, there weren't 
many that were missing, and they were missing 
a lot. We sometimes trade pastors, but what 
we ought to do once in a while is to swap con- 
gregations. 

We used to have a club in Chicago that was 
made up of all the nrominent politicians on 
both sides. The Democrats and Republicans 
get along well together to this day, except 
when the meeting is just Democrats or just 
Republicans. If politicians can do it, church 
people ought to be able to do it. Perhaps what 
we need for the peace of the world isn’t so 
much a League of Nations abroad as a League 
of Churches at home. 

Recently a moving picture house in Chicago 
started to show a dirty picture. The Catholic 
church got busy and called on the Methodists 
and Presbyterians for help. The picture ran 
just two days of what was to have been a 
week’s engagement. The bad people have a 
tough time of it when good people get to- 
gether. 
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Dealer 
Can Profit 


by taking advantage of the 
Meadow River mixed car 
service right now in purchas- 
ing his spring requirements in 
Hardwood Flooring, Har d - 
wood Trim, Stepping, Risers, 
Poplar Bevel Siding, ete. 


Meadow River stock is 
from soft-textured West Vir- 
ginia timber—the “Cream of 


the Appalachians.” 


Meadow River mixed cars 
will save money on 
freight. They will keep your 
stock investment down, your 
turnover up. 


you 


Make up a trial order and 
let us quote. 


Meadow River 


Lumber Co. 


Rainelle, West Va. 





Meadow River 
FLOORING 
Red Oak, Maple, Beech, 
White Oak, Birch 


TRIM and MOULD- 
INGS 
Oak, Poplar, Basswood, 
Chestnut, Birch, Ash 


STEPPING and 
RISERS 
Oak, Birch 


BEVEL SIDING 
Poplar 





























We Can 
SHIP 


Straight Cars— Mixed Cars or L.C. L. 


of the following 


ASH-BASSWOOD 
BIRCH - SOFT ELM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


— 
. 


Try 
Us 


Foster- Latimer 


MELLEN, 
WIS. 


Lumber Co. 












ing buyers for furniture factories, sash | 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we 5 ze | 
m Northern Veneers and Plywood. 


Mantes We also invite orders for Northern Pine, Spruce, 
apie 

Floors ., Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
Asx ation | 


"Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 133 

Minneapolis Office: G. W Critte 


1 Monadnock Block 





nm, 516 Lumber Exchange 

















IMENSION LUMBER 


AND 


MAPLE FLOORING 


25/32 x 2% Face in 


First, Second and Third Grade 


Brown Dimension Co. 
(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 


17 17 
VON PLATEN-FOX COMPANY 
Iron Mountain, Michigan 











Manufacturers of 17 different species 
of Northern Hardwoods 
1 17 


Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, ““Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


; American Lumberman, 431 So. Dearborn St., Chicago 




















AMERICAN LUMBERMAN 


Missourians 





April 4, 1931 


in Annua 


Speakers Urge Retailers to Increase Busi- 
ness by Better Merchandising Methods 


Cape GIRARDEAU, Mo., March 30.—The an- 
nual two-day convention of the Southeast Mis- 
souri Retail Lumber Dealers’ Association was 
closed here March 26 and Charles E. Kiefner, 
of Perryville, was re-elected to serve his 
twelfth consecutive year as president of the or- 
ganization. The 100 retail and associate deal- 
ers attending the meeting voted to return to 
Cape Girardeau for the 1932 convention, the 
date to be later set by the board of directors. 
Other officers elected were: 

Vice president—J 
Mo. 

Secretary—W. T. Nethery, Hayti, Mo. 

Treasurer—O., T. Pfefferkorn, Chaffee, Mo. 

3oard of directors—Ed Jones, Kennett, Mo., 


Lanier Byrd, Charleston, 


F. M. Robinson, St. Louis, Mo., L. T. Metz, 
Poplar Bluff, Mo., C. A. Himmelberger, Cape 
Girardeau, Mo., and Leon Herrick, Crystal 
City, Mo. 


One of the most instructive programs in the 
history of the association was presented in ses- 
sions held at convention headquarters, the Hotel 
Marquette. Although the attendance was 
slightly under that of the 1930 convention, lum- 
bermen expressed more tangible interest in their 
merchandising problems. 

Mayor Edward L. Drum, of Cape Girardeau, 
extended the formal welcome to the visitors, 
and declared that conditions today are nothing 
to be disturbed about if every person will make 
an honest effort to sell what he has to offer to 
his neighbors. At the opening of the meeting, 
Wednesday afternoon, the convention delegates 
at the request of Oscar Fuller. of Portaveville, 
charter member of the association formed in 
1906, stood silently for a moment in respect to 
the memory of John H. Himmelberger and John 
H. Friant, of Cape Girardeau, two veteran 
Southeast Missouri lumber manufacturers and 
retailers, who died during the last year. 

Annual Message of President 

In his annual message to the lumbermen, 
President Charles E. Kiefner declared: 

I believe we are emerging from the slough 


of despond. The fact remains that we are 
carrying on through our own effort. What 
the industry needs is good red-blooded op- 
timists. None of us has been sold out by 
our creditors during the year, the contractors 
have not taxed our patience to the limit; 
there’s work and promise ahead of us 

We need leadership in the building trade 
that will bring out the workable capital of 
the nation and apply it to the mutual benefit 
of all. We need not to Know the word “re- 
treat.” My message to you is—rise and walk, 


President Kiefner said. 

“Sweep house, then reach out,” advised J. Z. 
Hollman, of St. Louis, in the first address the 
convention heard. “The merchandising age is 
changing. There were 23,000 business failures 
in this country last year and half of that num- 
ber can be directly attributed to the failure of 
dealers to adapt themselves to new ways of do- 
ing business,” he asserted. 

tetail lumbermen must contact two classes 


of business men who, according to Mr. Holl- 
man, are asleep, if they expect to get busi- 
ness. These are the contractors and the ar- 
chitects. The trouble with us is that we are 
encumbered with “clay” feet, Mr. Hollman 
said If the architects do any business in 
the future they will have salesmen on the 
streets, selling homes. Salesmanship must 


be accomplished through education. 
order houses are doing it—they 
ideas, and are going to beat you 
to the draw, wrap you around it 
you like it unless you voluntarily 
of your hiding. The mail order 


The mail 
are selling 
lumbermen 
and make 
come out 
houses are 


, 


selling “homes.’ 
This condition calls for a change, such that 





will bring the manufacturer, distributer and 
contractor into closer harmony. Quit fight- 
ing, or the other fellow will work while 
you're at it and hurt you badly. Is_ there 
an opportunity for the lumbermen? Each year 
a city the size of Los Angeles must be built, 
sufficient to take of 1,500,000 people, ig 


care 


the present rate of population increase con- 
tinues. There’s business in that growth, but 
who's going to get it? Success in 1931 is to 
the fighters, Mr. Holman concluded. 


Talks on Dealers’ Obligations 


William G. Joyce, service director of the IIli- 
nois Lumber & Material Dealers’ Association, 
Springfield, told dealers that if they are saved 
it will be because they have turned in their 
white collars and gone to work in overalls. His 
address on “Dealers’ Obligations” was a pointed 
reminder to retail lumbermen as to means of 
maintaining customer satisfaction. 


THURSDAY SESSION 


Opening the second day of the convention, 
Jay Good, manager of the C. C. Swanson Lum- 
ber Co., Doniphan, Mo., talked on “Farmers’ 
Building Needs.” 

The problem before 
the retail lumber dealer 


today, one he has not 
attempted seriously to 
tackle, with respect to 
the farmer, is to con- 
vince this person that 
he has real building 
needs, Mr. Good de- 
eclared. If farmers 


would provide for the 








Cc. E. KIEFNER, 
Perryville, Mo.; 
Re-elected President 


proper sheltering of 
machinery the lumber 
dealer would enjoy a 


greatly increased busi- 





ness and farmers 
would enjoy a saving 
in dollars and cents, 


W. T. 
Hayti, 
Re-elected 


NETHERY, 


now charged up in the 
loss column as a result 
»f weather inroads, the 
speaker said. 

Profits do not come from rusting machinery, 
poultry which roosts in without 


Mo.; 
Secretary 


} 
trees, cattie 


adequate shelter and from a man’s own 
makeshift of a dwelling Here’s where the 
lumber dealer has an opportunity to do 4 


real piece of service, Mr. Good declare d. The 
loss represented by inadequate shelter would 
build such a shelter, he contended. 

Proper education through literature, sales 
campaigns of various kinds, and friendly vis- 
its will encourage farm building It_ will 
awaken the consciousness of duty to thrift 
and promote pride, Mr. Good pointed out, and 
will cause the farmer to respond favorably. 

Charles R. Black, vice president of the J. W. 
Black Lumber Co., Corning, Ark., delivered 
his address “The Mystery Man in the Lumber 
Business,” which has been delivered at other 
conventions this winter and reported in the 


April . 
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AMERICAN LUMBERMAN. This mystery man is How should the dealer meet this change? 
the individual lumber dealer, who must by he asked, and answered by saying: The 
the les methods make a success of his own public is becoming style-minded. There’s the 
— The lumber dealer must prescribe his °PPOTtunity for right merchandising —asling 
business. 1€ | as te otal P tf ideas. Get across the product, service, and 
own diet and follow it strictly. € must us€ the completed project, Mr. Bruce emphasized. 
,ood common sense and sell at a profit, Mr. ‘ ‘ : : 
Black said Ernest E. Woods, secretary of the South- 
Two addresses outstanding in their value to western Lumbermen’s Association, Kansas City, 
jumbermen were delivered Thursday afternoon spoke briefly, emphasizing that the one big 
by George S. Langland, manager of the mer- change needed in the retail lumber business is 


chandising division of the Better Business Bu- 1 merchandising. 














and reau, St. Louis, and C. Arthur Bruce, vice Round-table Session 
ight. president of the FE. L. Bruce Lumber Co., Mem- 
rene phis, Tenn. Oscar Fuller, of Portageville, presided over 
te: Mr. Langland in his address “Building Con- the round-table discussion and directed expres- - 
built fidence” told of the efforts of the construction sion of views on the question “Who Is a Le- ¢ Mf 
le, if industries division of the Better Business Bu-  gitimate Dealer?” The problem appears to be J/zey, 
con- reau in St. Louis to raise the standards of the between the wholesaler and the retailer, accord- Grades and 
» but § pyilding industry, particularly as it relates to ing to L. T. Metz, of Poplar Bluff, who said if Shicknesses 
is to BH the construction of homes of modest type. the retailer knew what he wanted much of the 
The bureau issued a “Good Practice Specifi- solution could be accomplished. Roofing job- ; ; 
E cations” booklet containing constructive prin- bers, termed as “applicators,” who are said to Right here in our big warehouse we 
TH. EE ciples designed to insure satisfactory and per- be able to sell direct to the consumer and place carry a complete stock of Douglas 
$v: manent ae frog ——s _ the poor the roof = the peeps —_— og my ed Fir Plywood. You can get any quan- 
tees has awakened to a realization of genuine value can purchase it and then install it for the con- mis tity : : : 
saved in buildings, the bureau issued the booklet hon- sumer, were attacked. Contractors and retail- tity you eaere on short notice and at 
their ing to stimulate improved construction. [A ers should be protected, according to William reasonable prices. 
- His story concerning this booklet and explanatory G. Joyce, of the Illinois association, who de- Order Plywood in L. C. L. or mixed 
inted © «matter detailing the movement initiated by the clared there is no place in the present scheme one’ 7 y biel com 
ns of construction industries of St. Louis appeared on of things for the jobber. This fellow is not a cars with lumber items or hardwood 
pages 30-32 of the Dec. 13, 1930, issue of the legitimate dealer, Mr. Joyce asserted. flooring. If it’s used in building, we 
AMERICAN LuMBERMAN.—EpITOoR. ] J. S. N. Farquhar, of Cape Girardeau, said sell it. 
ntion, _ At this time, Mr. Langland said, the bureau if retailers buy from manufacturers who sell to Write now for stock 
Lum- is attempting to develop inspection of construc- retailers only they will not have jobbers’ trou- lists and prices. 
‘mers’ tion work, It has been suggested that such bles. F. M. Robinson, of St. Louis, expressed 
. inspections be made available through co-opera- a view that it is not fair for the manufacturers e 
refore tion of the St. Louis chapter of the American to sell cheaper to the jobbers than to retailers dulius 
dealer Institute of Architects, or through other organi- and legitimate contractors. A number of whole- oO 
LS not zations whose purpose it is to stimulate sound sale representatives present urged that the in- 
sly to architectural and building practices. “The for- dividual retailers communicate with the manu- 
ect to mulation of a definite plan along this line would _facturers to assist them in straightening out this ) 
aa add to the protection of money loaning agencies, difficulty. 
‘ding which must look sO prominence i construction The closing feature of the convention was a LUMBER Oo. 
1 de- fp ‘0 insure the value of their loans. It is par-  panquet Thursday night in the Hotel Marquette St. Louis, Mo. 
ners @ ticularly valuable to builders of homes who are ballroom, attended by approximately 200 per- 
r the § entitled to ryemedien Drecisely the type of work- cons Entertainment was furnished by Kassel’s 
wae material specified in their building Girardeans, local orchestra, and a group of the a 
contract,” Mr, Langland added. Linning School of Dancing Pupils from Cape s 
Points to Public Interest in Finished Product 'rardeau. | PHILIPPINE 
Commissioner Charles L. Ferguson, of the 
C. Arthur Bruce brought to the lumbermen Missouri Supreme Court, Jefferson City, ad- 
a message of practical interest. His address dressed the group on “Splinters.” a humorous 
was an additional emphasis on the thought that discourse for the most part. “This is an age 





the public is not interested so much now in ma-_ of organization, one of the most important of WwoobD 
terials as in the finished product. “The public which is an organization of lumbermen. Lum- 

is not interested in oak flooring, but in oak bermen must boost their communities, must ad- 
floors, which is flooring plus the way it is laid,” vertise truthfully and be informed in all lines Teak 
he pointed out. “You have got to take into appertaining to their trade.” he said. vs 
consideration all you know about installation Spanish Cedar 

and get it across to your customer to get satis- ——— ; 
faction,” he declared. The speaker manifested P . In excellent sizes and at good prices 
interest in the trend to specializing. Peoria Hoo-Hoo to Organize instantly available from our yards. 


You lumbermen have got to be interested Peorra. ILI March 30.—As the result of a For literature, prices, samples, write 
In specializing in your trade; the condition 7 a hay, CU SBS , 


is here. Maybe the older ones won't accept Meeting of lumber leaders, held here on March 


a a a “ J J ] 
it, but if I was starting out a group in the. 27, @ Hoo-Hoo club of Peoria is in immediate INDIANA QUARTERED OAK CO. 


Genuine Mahogany 








field I would choose young men, because they prospect. After several days’ preliminary work 218 East Avenue, Long Island City, New York 
are living and feeling this age. Weare run- by William E. Griffee, field representative of a se 
ning to specialties because they provide a Hoo-Hoo International, this meeting was called, 


—_ which does not come from standard at which William Brannum, of the Peoria Lum- 
articles 


ber Co., presided. The principal speaker was 
The retail leader ret self-educati ; ” : . al s s 
; ader must get self-education, Secretary-Treasurer H. R. Isherwood, who de- 


education on the project he is undertaking. scribed tl Ww o and pl f >mbe Ho EL RADISSON 
He can’t expect the manufacturer to educate ‘Ctibed the new program and plan Of member- = | 


teceenes inert 














him on an article when he doesn’t know about Ship of Hoo-Hoo and told of recent steps taken 
inery, it. If specializing is worth while, it is worth to extend and intensify the order’s services to = MINNEAPOLIS, MINN. 
thout § while to go about it in the right way. local lumber groups. Arthur Siegle was elected 
a ; Service is not only the order from the,cus- temporary chairman of the organization com- - the woven 
Me : om ~~ Mapoard pegs og a. mittee, and named Joe Miller, Joe Proctor and a 
The remodeling jamin Wiener pect oe Otto Wahlfeld as a membership committee. a 
vould Gio specialty auan the setedt tetieen, * Present at this preliminary meeting were the You wil! appre- 
. } an, é erman, but "te? “aaa eR ciate its courte- 
first he must see that the whole idea of the following : ous service and 
sales lumber business is changing. Only such in- Joe Proctor, Allen Lumber Co.; J. W. thoughtful at- 
de dustries that are asleep awake and find them- Mackemer, J. W. Mackemer Lumber Co.; R. G, tention. 
will Selves not needed, Mr. Bruce said. Mackemer, line yard operator; William Johns- 
thrift ton, Carr & Johnston Co.; Fred and Joe eo ¢ 
t, and = Miller, Miller Lumber Co.; W. N. Koetter ani 
rably. Arthur Siegle, J. C. Proctor Lumber Co.; The Home 
f . ° e Frank Hoppert, South Side Lumber Co.; of the 
. The Classified Section gives Charles Rothan, George J. Rothan Co.; Messrs. Lumbermen 
> e Rinehard and Bolan, of Rinehard & Meyer 
— ; you the largest coverage wm Lumber Co., Pekin, Ill.; R. Cox, R. Cox & 
©) 





Rate $2.00 up. Four Beautiful Cafes 








. ie the lumber field. Son, Princeville, and Mr. Hanks, secretary of 


the local Lumbermen’s Credit Bureau. zi; 























CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have } Camptete 
Planing Mill Facilitie: 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 




















are more 


Eastern Wholesalers *",™°re 


when they have a buyer close to the mills. 


For many years I've been a Northwest lumber- 
man—| know the mills and their product. 

Let me buy your orders from GOOD mills— 
you will like my service. 


FRANK W. SMITH 


1154 Stuart Building Seattle, Wash. 


















DIMENSHUNATED 
LUMBER! y 


»F ASINTENSION LL 


MBER 


5) 7) Vougel-il, (cme Ge 
7 NORTH CAROLINA 


STS in Kinw One ‘ P Omen ~ 


DIMENSION M 
LACK MOUNTAIN 


SPECIAL 

























UST as every lumberman should have 
a copy of 


‘Re-sawed Fables” 


on his desk, so every lumberman’s wife 
should have a copy of 


“The Heart Content” 


in her home. They are by “the lumberman 

poet”. Here's a special offer: Both books for 

$2, postpaid! Address the publisher, 

AMERICAN LUMBERMAN 
431 S. Dearborn Street, Chicago. 

































THE MONEY MAKER 


3 in] 
Machine 
Cuts Costs 
Saves Time 
Saves Labor 

Does 
Quicker, 
Better, More 
Profitable 
Work 
Ask Us About It 

IMPROVED PHILLIPS WINDOW 
FRAME MACHINE 


ATLAS 
MANUFACTURING CO. 
of Orlando, Florida 




















WARREN AXE & TOOL CO. 
WARREN, PA. 


Were awarded highest 


honors Panama - Pacific 
Internationa! Exposition 





ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 





GRAND PRIZE 
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Hardwood Market Improving 


Scarce Items Show Strength 


MEMPHIS, TENN., March 30.— There con- 
tinues a fair demand for southern hardwoods, 
and shipments are on nearly the same level as 
orders, while production continues at about 40 
percent of normal. Prices of most items are 
still exceptionally low. Last week, however, 
there developed a shortage of some items, and 
prices on these are showing strength. The low 
production means that many items are certain 
to be scarce, and it is quite evident that the ma- 
jority of manufacturers do not intend to start 
production until there is a definite change in the 
trend of the market. They feel that it is only 
a question of time until conditions improve, for 
consumers have only small stocks of hardwoods, 
and revival of business would cause an influx 
of orders which would considerably cut into 
present stocks and send prices to higher levels. 

There is still a good demand from automobile 
manufacturers. While it is not large, plants 
are operating and are in the market. There is 
a definite trend toward oak in the automobile 
buying, and more oak is being taken by motor 
factories than in previous years, while they are 
ordering little gum, elm or maple. Another en- 
couraging feature is the continued buying on 
the part of the flooring industry. Practically 
all flooring plants are buying flooring oak. Most 
of the oak purchased is used immediately, as 
flooring plants are now preparing for the spring 
trade. Furniture factories are not buying in 
large volume. Retail lumber dealers are buying 
hardwoods, as are sash and door manufacturers 
and interior trim manufacturers, but demand 
from these groups is rather slow. Box and 
crate manufacturers are buying some cheap low 
grade lumber. The expert trade showed some 
improvement last week, and some nice inquiries 
are being received from England, but prices 
are exceptionally low. Shipments for overseas 
are rather small. 

There are plenty of logs available, but manu- 
facturers are operating only part time, if at all. 
Weather conditions are fairly satisfactory. 


News of Buffalo Trade 


3UFFALO, N. Y., March 30.—R. T. Titus, 
eastern trade extension representative of the 
West Coast Lumbermen’s Association, was the 
speaker at the monthly dinner of the Buffalo 
Hoo-Hoo Club, held on March 27 at the La- 
fayette Hotel. Mr. Titus, who is a graduate of 
the College of Forestry at Syracuse University, 
gave a talk on Douglas fir and spruce and their 
adaptability to building purposes, and also on 
paint. A large number of members attended. 
At this meeting tickets were given out for the 
annual wood-users’ party, which will be held on 
April 28 at the Broadway Auditorium. It was 
announced that as a new feature this year an 
afternoon parade will be held, covering about 
thirty miles and participated in by about forty 
trucks owned by lumber and sash and door 
firms here. 

J. Howard Wall, vice president of the Buffalo 
Hardwood Lumber Co., gave a talk last week 
to the members of the class in “The Romance 
of Industrial Buffalo,” at the Buffalo Museum 
of Natural Science. The class is studying the 
leading industries of the city, and Mr. Wall 
spoke on hardwoods. A roundtable discussion 
was held afterwards, during which the various 
uses of hardwoods were brought out. 

That there is plenty of lumber left in this 
country, in spite of the talk of scarcity, was 
the subject of a communication in a local paper 
last week by A. J. Elias, president of G. Elias 
& Bro., and of the Buffalo Lumber Exchange. 
His letter was in contradiction of statements 
—_ by an old-time lumber dealer, Thomas F. 
Sells. 


For Current Market Prices on Hardwoods See Pages 70 and 71 


The Abbott Lumber Co. has elected the ig. & 
lowing officers: President, Marcus A. Abbox. § 
vice president, M. L. Toughey; secretary-treg. 
urer, Harry L. Abbott. Marcus A. Abby ® 
sailed for Europe on March 27° and will ,§ 
abroad about three months. 

Edward H. Held, head of the Acorn Lumb. 


Co., St. Louis, will be here this week to atten; 
the A. B. C. Bowling Congress. 

Visitors here last week included: John | 
Spaulding, general sales manager, Califor; 





Door Co., Chicago, and Earl Morrison, Jame 
town (N. Y.) Panel Co. 

Lawrence W. Carpenter and Folwell \ 
Coan, in charge of sales, Shevlin, Carpenter ¢ 
Clarke Co., Minneapolis, visited the office if 
the Shevlin pine interests here this week. 


C. F. DeWitt, sales manager Holt Hardwo, 
Co., maple flooring manufacturers, Ocont 
Wis., was a visitor one day last week at th 


office of the National Lumber Co., 
tive in this section. 


representa- 


Prices in Better Control 


CINCINNATI, Ountlo, March 31.—There ar 
more and more definite signs that the hari. 
wood business of the Cincinnati district is o 
the upgrade. Dealers who have been =a 
to be skeptical are admitting that “things ar 
picking up.” One sales executive said, “The | 
inquiries are not so much for mere infor imation 
it is easy to tell from their tone that customer 
intend to buy.” It is encouraging that mor 
of the inquiries are for the better grades. Ih- 
quiries came from furniture factories for oak 
chestnut, poplar and gum in carlots. Som) 
spot sales were made of mixed carlot items tJ 
furniture plants of the Ohio Valley. Planing 
mills were making plans to purchase. There 
were several good inquiries out from automo 
tive factories for ash, maple, oak and magnolia 
One or two railroad inquiries were circulating 
mostly for oak and ash. Some small spf 
sales are being made of low grade poplar, gum 
and chestnut to the box and crating factories 
and of core wood to the cabinet plants. The 
export trade is dull, but several good inquirie 
are reported, mostly from the United Kingdon] 
and Germany. 

There seems to be no sign of a strengthening § 
of prices on anything but red oak items, =| 

& 








eral of which are rather scarce. Quotations ar 
more or less unsettled, but among the leading] 
shippers are unchanged. Some mills, not mati, | 
are making concessions to get quick sales. Buy-| 
ers do not seem to be so much in control of th 
price situation as they were six weeks ago. 

Softwood lumber movements are draggy with] 
sales spotty and in small volume for the mos | 
part. 


Lowers Not So Plentiful 


Boston, Mass., March 31.—One  cheerft 
feature of the hardwood market has been 4 
better demand for Nos. 2 and 3 common birch 
wanted by manufacturers of cheaper furniture 
and some other consumers. Wholesalers fin 
that mill supplies of these items are not so am 
ple gs only a short time ago, and prices have 
stiffened. Orders for wormy oak also are I 
creasing in number and importance, and price J 
look somewhat stronger. Requirements of the J 
automobile industry are picking up in a satis 
factory way. Export business is’ very slow 
however. Buyers of badly mixed cars are ne 
finding it quite so easy to secure all the item 
they ask for, for in the lower grades the for 
mer surplus at some mills has been succeedé 
by shortage. All sorts of hardwood floors 


Lea ere 


are quiet and there is much diversitv in price § 


The range for plain white oak flooring 3 


Clear, $73@81.50; select, $51@53.50; 
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common, $32.50@33. Clear maple flooring is 
offered at $73@78, and clear birch at $68@72. 
Current business im FAS and No. 1 common 
4/4 hardwoods 1s reported at the following 
range: Ash, $72@80 and $48@52; basswood, 
$g8@70 and $48@52; beech, $67@72 and $49@ 
z9: birch, $80@ 92 and $49@56; maple, $75@ 
go and $51@53; oak, plain hard red, $68@72 
and $47@52; plain hard white, $90@95 and 
$50(@35; plain soft white, $105@ 110 and $61@ 
67; quartered medium texture white, $125@130 
and $75@80; quartered soft white, $145@150 
poular, medium texture, $78@85 
(saps, $53@58); soft, $97@103 
(saps, $7277). 


and $90@95 ; 
and $40(a44 


and $52 97 


Demand Slow; Prices Steady 


LouisviLLe, Ky., March 30.—The hardwood 
market has been a_ trifle draggy the last 


week, Business is mostly in small lots, and is 
generally coming hard. Oak items have been 
in very fair demand, especially common red and 
white, and sound wormy. There has been bet- 
ter automotive demand for oak, magnolia and 
maple. Elm is quiet. Ash is not selling well. 
Gum and poplar sales have been rather disap- 
pointing. Cottonwood demand is fair. Walnut 
sales are holding up very well. The automo- 
tive and box trades have been the best buyers. 
Some fair sales of flooring oak were reported 
over the month. Furniture business is not at 
all steady or dependable. Some radio trade 
buying has been reported, but chiefly of veneers 
or plywoods. Export business remains dull. 
No large volume of trade is expected until the 
building trades show improvement. 

Production continues small, with many large 
producers cutting but a small proportion of 
their normal spring output, and also showing 
a very material reduction in dry stocks on 
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sticks. Some houses are carrying far less lum- 
ber than for many years. There is, however, 
more air dried lumber on sticks a long time 
than in years, and well dried at that. 


Prices are very steady, as they are so low 
that very little cutting is being done. Prices 
on inch stock, f. o. b. Louisville, read: Poplar, 
FAS, southern, $70; Appalachian, $80; saps 
and selects, southern, $45; Appalachian, $50@ 


52; No. 1 southern, $32@35; Appalachian, $42 ; 
No. 2-A, southern, $25@27; Appalachian, $30@ 


32; No. 2-B, $20@21. Walnut, FAS, $220; 
selects, $145; No. 1, $70; No. 2, $35. Sap 
gum, FAS, $35@37; common, $25@27; quar- 
tered, FAS $48@50; common, $32@34. Red 
gum, plain, FAS, $72@75; common, $43. Ash, 
FAS, $65@70; common, $40. Cottonwood, 
FAS, $34@37; common, $26; southern plain 
red oak, FAS, $55; common, $36; plain white, 
southern, FAS, $75@80; common, $40; Appa- 
lachian plain red oak, FAS, $65; common, 
$42; Appalachian plain white oak, FAS, $80; 
common, $45; Appalachian quartered white, 
FAS, $125; common, $65@70; southern quar- 
tered white oak, FAS, $110; common, $62@65; 
southern quartered red oak, FAS, $85; com- 
mon, $52.50; sound wormy oak, $25. 


Oregon Maple Logs for France 


PorTLAND, OreE., March 28.—A new departure 
is the experiment just started, of shipping maple 
logs from the Pacific Northwest to France to 
be used in the manufacture of furniture. The 
first shipment was made last week from Orton, 
Wash., for Alfred L. Lobe, of Portland, who 
plans future shipments if the experiment proves 
successful. The logs will be carried over the 
rail route to New York, and thence by steamer 
to France. 


Among the Lumbermen’s Clubs 


Memphis Club Incorporates 


MempPuls, TENN., March 30.—The Memphis 
Lumber Exchange (Inc.) was granted a charter 
last week, the incorporators being John Pilking- 
ton, jr.; EK. G. Butler, R. E. Montgomery, Louis 
Carruthers, J. W. Young, N. B. Northcutt, and 
W. Perey McDonald, attorney. All are inter- 
ested in the retail lumber business in Memphis 
and the club’s purpose is to hold weekly lunch- 
eons, for an exchange of ideas. Charles E. 
Marsh is secretary. Other offices have not been 
named, 

The regular meeting of the Lumbermen’s Club 
of Memphis was held last Thursday at the 
Hotel Gayoso. A report of the activities of 
the trade extension committee was made by J. 
W. McClure, chairman. 


Southwestern Hardweed Club to 
Meet 


ORLEANS, LA., March 30.—The South- 

Hardwood Manufacturers’ Club will 
hold its regular meeting at the Hotel Roosevelt 
here April 7, beginning at noon. No formal 
program is scheduled as yet but it is understood 
that the question of drying thick red oak is 
among the matters to be discussed. 


NEW 


western 





Eastern Wisconsin Club to Open 
Series 

Mitwauker, Wis., April 1.— The Eastern 
Wisconsin Lumbermen’s Club will hold a meet- 
ing here Wednesday evening, April 8, as the 
opening gun in a series of district club meetings 
which have been planned by Otto E. Lay, Ke- 
Waskum, president of the club, and Secretary 
A. T. Jacobson, of the Dardis Lumber & Fuel 
Co., Menomonee Falls. 
_ Mr. Jacobson states that the principal sub- 
Jects to be covered at the meeting will be: 
Where is our volume of business to come from 


in 1931,” with the answer in plans for new jobs, 
or from repairing, remodeling, and modernizing. 
3efore the business meeting there will be a 
broadcast from Station “OQ—Lay-Art-Jacob- 
son,” with electrical transcription radio records. 
The entire broadcasting laboratory staff and all 
transmission apparatus will be in full sight for 
the lumber dealers to examine. In addition, 
several good speeches are being prepared. There 
will also be a discussion of meeting mail order 
competition, and the financing of customers. 


Wolf River Club Meeting 


CLINTONVILLE, Wis., March 30.—The princi- 
pal topic at a meeting of the Wolf River Lum- 
bermen’s Club at the Hotel Marston here last 
Tuesday evening was “What’s the Price?” and 
it drew a very general discussion on the price 
at which hemlock and other commodities han- 
dled by the retail lumber dealers throughout 
this territory can be purchased. The discussion 
followed a steak dinner at 6:30 o'clock and 
stressed the fact that closer co-operation be- 
tween retailer and wholesaler and harmonious 
relations with competitors are essential to bring 
about a reasonable profit for all concerned. 
A. C. Lindsay, of Manawa, is president of the 
club, with C. O. Davis, of Appleton, secretary. 





Is Building Logging Railroad 


YAKIMA, WASH., March 28.— The Cascade 
Lumber Co., here, is building a logging railroad 
up Swauk Creek to take out the timber in that 
district. The company is operating steadily at 
the mill. The retail business was fair last year 
and the company anticipates a moderate volume 
of sales at retail during the present year. Much 
of it will be sold for repair jobs, though some 
new construction is expected. Located in the 
famous fruit district of the Yakima Valley, the 
company does a steady business in box shooks. 








Frost Pine packaged Trim reaches 
customer’s job just as clean and 
smooth, with perfect edges and 
ends, as the stock shown above. 
Frost Trim and Mouldings are 
packed in moisture-proof, dust- 
proof packages. 


But that is not the only way Frost 
Pine products are protected in 
transit: Every car is lined with 
paper and the car doors are per- 
fectly sealed to keep out moisture 
and dirt. 


Dealers are showing preference for 
Frost Pine products. Let us supply 
your future needs in shortleaf or 
Arkansas soft pine lumber. These 
can be shipped in mixed cars, with 
such items as Lineated dimension, 
X-ilated lath, Frost brand oak 


flooring and Southern hardwoods. 


FROST LUMBER 
INDUSTRIES, Inc. 


General Sales Office 


SAINT LOUIS, MO. 


a 








MID-/TATES dealer, 
find profits in 


LAWN FENCE 





THE LAST TWO YEARS HAVE 
SEEN A SURPRISING REVIVAL 
in the sale of ornamental Lawn 
Fence. Whether it is a handsome 
town house or a farm cottage, 
almost every home is a prospect 
for lawn fence, trellis and flower 
bed guards. This age of speed 
has made some sort of home pro- 
tection a necessity if children are 
to be safe at play, and maraud- 
ers seldom enter a fenced yard. 
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STAR LAWN FENCE, a product 
of the Mid-States Steel and Wire 
Co., is the most complete line of 
decorative fence and accessories 
on the market. It can be sold 
either by the roll or complete and 
erected with posts, gates and 
rails to match. Lawn Fence offers 
one field in which competition is 
not keen ... few dealers handle 
it, even in the largest cities, but 
those few are finding it an ex- 
ceedingly profitable line to stock. 


STAR LAWN FENCE is made of 
ZINC-BLENDED Wire* and is 
the cheapest permanent home 
fencing saeae . . as lasting 
as wood and far cheaper than 
either wood, brick or stone. Ask 
our salesman or write us for in- 
formation. 


*(ZINC-BLENDED Wire is pro- 
duced by the GALVANNEAL- 
ING Process under License Ar- 
rangement.) 


MID-STATES also produces field, 
poultry and corral fence, gates, 
steel posts, barb wire, nails and 
staples, plain wire, fence stretch- 
ers, bale ties and metal roofing. 














ca 





MID- STATES 
J TEEL ond WIRE Co. 


CRAWFORD/VILLE. IND. 





AMERICAN LUMBERMAN 


Canadian Branch to Manufac- 
ture Full Line of Paints 


Toronto, Ont., March 30.—When the Ma- 
rietta Paint & Color Co. (Ltd.), a Canadian 
subsidiary of the American company which 
operates plants at Marietta, Ohio, and High 
Point, N. C., was incorporated at Toronto last 
January, it was the intention to manufacture 
only the line of wood fillers, stains etc. that 
have made the Marietta company during its 
40 years of existence famous throughout the 
world. However, no sooner were the salesmen 
of the Canadian company in the field than there 
was indicated a distinct demand for the entire 
Marietta line, and it was found necessary to 
contemplate the addition of considerably more 
equipment and the occupation of additional 
space. 

Shortly before the Marietta company opened 
in Toronto, a reorganization took place of the 
old, well known Sanderson Pearcy (Ltd.), at 
which time the controlling interest came into 
the hands of Phillip Grandjean, who for years 
has been treasurer of the Ford Motor Co. in 
Canada, and C. G. French, a prominent bar- 
rister of Toronto. As a result of this reorgani- 
zation, new capital and unexcelled executive 
talent were put to work for Sanderson Pearcy 
(Ltd.), which for years has enjoyed excellent 
dealer distribution for its “Koloral” trade sales 
line. 

Conferences during the last three months 
finally have led to the formation of a new 
company known as Sanderson Pearcy-Marietta 
(Ltd.), which will market a complete industrial 
and trade sales line in the Dominion of Canada 
and British possessions. Mr. Grandjean is presi- 
dent of the new company, the directorate being 
made up of executives of Sanderson Pearcy 
(Ltd.) and the Marietta Paint & Color Co., 
of Marietta, Ohio. The executive offices of the 
new company will be located at the fine, modern 
Sanderson Pearcy plant in Toronto, from which 
point an aggressive sales and advertising cam- 
paign will be directed. 





Laboratory Experts Engage in 
Field Work 


Mapison, Wis., March 31.—With the open- 
ing of spring a number of staff members of the 
United States Forest Products Laboratory have 
left Madison to engage in field work connected 
with important laboratory projects. 

C. J. Telford, Forest Products Laboratory 
small sawmill specialist, was present for the 
small mill program of the Southern Pine Asso- 
ciation in New Orleans March 23 and gave a 
talk on small mill practices. From New Or- 
leans, Mr. Telford went to Wilmar, Ark., 
where he will make tests of a semiportable 
“smokeless” or modified smoke kiln and a dip- 
ping tank under conditions common to small 
mill operation in that region. 

Ray C. Rietz left Madison March 20 to spend 
six weeks on lumber storage studies in the 
Southwest and North Coast regions. Visits to 
McNary and Holbrook, Ariz., will occupy early 
stages of his trip, and Vernonia, Ore., will be 
one of his early points of call in the Northwest. 

Ralph O. Marts left for the South March 28 
to direct work on Forest Products Laboratory 
growth-study plots on the Choctawhatchee and 
Ocala national forests in Florida. He will also 
collect some test material in Georgia and Ala- 
bama. 

F, L. Browne left March 27 to inspect Forest 
Products Laboratory paint-test fences at Pitts- 
burgh, Pa., Palmerton, Pa., Sayville, N. Y., and 
Washington, D. C. Dr. Browne will attend 
the meeting of the American Chemical Society 
in Indianapolis March 30 and will deliver a 
paper before the meeting on “Effect of Dif- 
ferent Paint Thinners on the Durability of 
House Paints in Outdoor Exposure Tests.” 

C. E. Curran, chief of the pulp and paper 
section, left March 23 on a month’s field study 
of pulping species in the western forest dis- 
tricts. Dr. Curran will visit Forest Service 
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headquarters in Denver, 
staff, Los Angeles, San Francisco, and Por. 
land. He will address the western section o 
the Technical Association of the Pulp & Pape, 
Industry at Everett, Wash., on April 18. jj, 
subject will be “A Review of Current Researg, 
at the U. S. Forest Products Laboratory,” 

Dr. Eloise Gerry, well known through her 
researches in the naval stores field, left March 
19 to spend a number of weeks in the nayg 
stores producing regions of Georgia, Florid 
and possibly adjacent States. She will colle 
material for later study from test plots and yj 
make analyses and examinations of material an 
operations in the field. Dr. Gerry will repre. 
sent the laboratory and give a talk at a Florid 
Commercial Forestry Conference to be helj 
under the sponsorship of the Chamber of Com. 
merce of the U. S. A. at Marianna, Fla., in mi¢. 
April. 

J. Alfred Hall, Forest Products Laboratory 
plant chemist, left Madison March 30 to collec 
material at Cogdell, Ga., for naval stores re. 
search. En route home Mr. Hall will stop 
at Columbia, Mo., and Ames, Iowa, to address 
local sections of the American Chemical Society. 


NOTES FROM WASHINGTON 


Minimum Requirements for Fire 
Resistance 


The relatively new but rapidly growing body 
of scientific knowledge as to how building ma- 
terials behave under stress of fire, which is the 
product of work at the bureau of standards, 
Department of Commerce, and other public and 
private laboratories engaged in attacking such 
problems, has been brought together in practical 
form in a Commerce Department publication 
suggesting certain provisions for city building 
codes. Dr. William K. Hatt, professor of civil 
engineering, Purdue Univeristy, and a com- 
mittee of architects and engineers working with 
him prepared the study, which appears under 
the caption “Recommended Minimum Require. 
ments for Fire Resistance in Buildings.” The 
publication utilizes the lessons learned in the 
experiments with new and old building ma- 
terials. 


Albuquerque, Flag. 











Commenting upon the report, Secretary o ] 


Commerce Lamont said: 


The report forms a substantial and at- 
thoritative basis for use whenever revision 
of building codes is taken up. It strikes at 


two sources of human and economic loss ip 
the building industry. One is the great an- 
nual destruction of property and human life 
as the result of fire. The other is that in our 
anxiety to guard against this loss we have 
sometimes required excessive amounts of 
protective materials at certain 
have not provided adequate protection at 
others. The results of years of research and 
collective experience embodied in this report 
should go far toward placing the subject o! 
a rational basis. 
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With the idea of suggesting city regulations | 


that would aim at enforcing “the building inti 


each structure of a reasonable degree of fit} 


resistance,” the committee took some entire) 
new ground. Builders under its suggested code 
would be left largely free to select types of ma 
terial and dimensions of parts of building struc 
tures, provided that these would sustain high 


temperature for specific periods without col | 


lapsing. Older codes, the report states, wert 
frequently found to prescribe materials and d- 
mensions for building structures, though “this 
practice has had many undesirable results ™ 
preventing use or substitution of materials and 
methods equally efficient.” 
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Someone wants your “Don't 
Wants.” Let the Classified 
Section tell about them. 
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GENERAL MOTORS TRUCK COMPANY, Pontiac, Mich. 
(Subsidiary of Yellow Truck & Coach Mfg. Co.) 

yENERAL Morors TRUCKS, YELLOW CABS and COACHES. 

Factory Branches, Distributors, Dealers—in over 2200 principal 

cities and towns. (Time payments financed through our own Yellow 

Manufacturing Acceptance Corporation at lowest available rates.) 





60 


Cc CALIFORNIA Co 





Sugar Pine 
California White Pine (72) 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern— Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 




















California Sugar 
and White Pine 
California Redwood 


WENDLING - NATHAN CO. 
Established 1914 
Lumbermen’s Bldg., 110 Market St., 
SAN FRANCISCO, CALIF. 











Co PACIFIC COAST Co 





SOFT OLD GROWTH 


Yellow FIR Uppers 


AND 


REDWOO D 





OUR SPECIAL 
MIXED CAR SERVICE 
TO DEALERS EMBRACES— 

“EVERYTHING FROM SOUP 
TONUTS" 


and enables you to carry well 
assorted stocks at a minimum 
investment. As an example of 
the money-saving advantages 
of our mixed cars, first check 
over the following items: 


IN FIR—Flooring, Ceiling, Drop Sid- 
ing, Finish, Casing, Base, Moulding 

etc. 

IN REDWOOD—Finish, Bevel Siding, 
Bungalow Siding, Ceiling, Flooring, 
Drop Siding, Base, Casing, Mould- 
ing, Frames, Balusters, Gutter, 
Panels, Shop, Heavy Clears, Rail, 
Pickets, etc. 


IN HEMLOCK—Kiln dried common 
and uppers. 

Investigate this unexcelled 

mixed car service before you 

place your next order. Write 

for quotations now. 

















M.AWyman Lumber Co. 


908-9White Bidg., SEAT TLE,WASH. 

















BOO KS—BOO KS$—BOOKS$—Here’s the place 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 














AMERICAN LUMBERMAN 





April 4, 1931 


April ] 


News Notes from Anmieri 


Portland, Ore. 


March 28.—Inquiries from Japan for Doug- 
las fir made some increase during the week. 
Otherwise business showed no signs of 
marked improvement. All other export mar- 
kets seem to be marking time. Intercoastal 
and California trade might be regarded as 
a trifle more active. Rail business continues 
quiet. 

At a meeting of railroad traffic executives 
here last week, the practicability of slashing 
rates on lumber was discussed behind closed 


doors. The proposed reductions would be 
the result of competition from the water 
lines. 


The Booth-Kelly Lumber Co. will move its 
sales offices back from Portland to Eugene, 
where the company has its headquarters. L. 
L. Lewis will return to his old office in 
Eugene. The company’s two mills, one at 
Springfield and the other at Wendling, 


are 
now operating on 5-day schedules, 6 hours 
each day, cutting about 40 percent of their 


full 8-hour capacity. 

The Charles K. Spaulding Logging Co. has 
moved its downtown sales offices here to its 
Portland yard on East Main Street. Its two 
mills, one at Salem and the other at New- 
berg, are idle and will remain so until busi- 
ness shows considerable improvement. The 
planing mills will continue in operation. 

M. L. Smith, for eight years connected with 
the Portland office of the E. K. Wood Lumber 
Co. as assistant to Robert C. Parker, has been 
named Mr. Parker’s successor here as the 
company’s representative. Mr. Parker has 
resigned and gone to Oakland, Calif., his for- 
mer home. The company is operating three 
vessels in the coastwise lumber business. 

The John Day River Lumber Co. filed suit 
here this week against the Chee Lumber 
Co., seeking judgment for $510,000, alleging 
breach of contract under which the defend- 
ant company is said to have agreed to sell 
and deliver to the plaintiff company 20,000,000 
to 25,000,000 feet of yellow pine logs a year 
for five years beginning June 29, 1929. 


Tacoma, Wash. 


March 28.—Wiley Hemphill, Seattle banker 
and former president of the Seattle Chamber 
of Commerce, was a guest at the weekly 
meeting of the Tacoma Lumbermen’s Club 
yesterday. He gave an outline of  busi- 
ness conditions in Washington State which 
brought on a general discussion among the 
lumbermen. No business was transacted at 
the meeting. Discussion of the proposed 
employment of a full-time engineer, to work 
with the city building department and stimu- 
late the use of lumber for building, 
postponed until a later date. 

President Phil Garland read a letter from 
the West Coast Lumbermen’s Association 
asking the support of the club in the effort 
to keep Russian convict-made lumber out of 
the United States, and also a letter written 
by him to the Treasury Department on the 
question. The club approved his handling of 
the situation. 

Cargo shipments of lumber from Tacoma 
during February were unexpectedly large, in 
comparison with shipments of other com- 
modities, which fell far more than did lum- 
ber. The total lumber shipped during the 
month was 45,299,339 feet, which was only 
2,000,000 feet below the January shipments, 
and 3,000,000 feet less than was shipped last 
February. The harbormaster’s report shows 
that 26,447,505 feet went to domestic markets, 
and 18,652,034 feet to foreign countries. Japan 
was the best foreign customer, taking 9,134,- 
601 feet. 

The big pulp mill of the St. 
Co. will resume operations April 14, after 
having been shut down since Christmas. 
Operations will be on a 4-day schedule until 
business conditions improve. Some 300 men 
will be employed, and the plant will produce 
600 tons of pulp each week. 

Settlement of the controversy between the 
Rainier Pulp & Paper Co., of Shelton, and the 
oyster raisers of Puget Sound is in sight. The 


was 


Regis Kraft 


citizens of Shelton have raised a fund of 
$166,000 to reimburse the oyster men for their 
losses, and the pulp company will hereafter 
run off its waste into a dry lake. Suits peng. 
ing against the company will probably be 
withdrawn. The settlement was due largely 
to Mark A. Reed, prominent Shelton . 
manufacturer. 

Eleven more suits against different fire jp. 
surance companies were filed this week py 
the Puget Sound Lumber Co. The ’ 
is $88,000, which the company claims was 
covered by policies in force during the fire 
last May which destroyed the mill. The ae. 
tual damage to the plant has been aga. 
justed, and the suits are in connection with 
the “use and occupancy” clause in the poli- 
cies, which are interpreted different ways, 


Spokane, Wash. 


March 28.—At 
Hoo Club, the 
very interesting 


lumber 


ageeregate 


today’s meeting of the 
fifty members present heard 
talks on Canada, its forests 
and wild life, by D. N. McDonell, Canadian 
government agent at Spokane, and J. € 
Campbell, director of publicity for the Cana- 
dian Department of the Interior. Three reels 


Hoo- 


of motion pictures were shown. One about 
the Spokane to Banff trip, a reel on ‘beaver 
life in Canada, and the third depicting the 


seeking of steelhead salmon in Canada 


The special “milling in transit” rate re- 
cently granted to the Biles-Coleman Lumber 
Co., of Omak, Wash., by the Great Northern 
tailway, will become effective March 30 
J. C. Biles, president, says that under the 
new rate, different grades can be shipped in 
for use in the remanufacturing plant and 
worked out, whereas former rates have pre- 


cluded the possibility of getting raw lumber 
from any distance. Everyone in an executive 
position in the Biles-Coleman organization 
feels that business is now definitely on the 
up-grade. Recently it was found necessary 
to put on a 12-hour shift, after having worked 
8 hours throughout the winter. To increase 
the efficiency of the dry kilns, an experiment 
is under way by officials of the company. The 
fins of the fans in one kiln have been re-set 
at a different angle, to increase the amount 
of air blown. The capacity of the kilns is 
taxed to supply the re-manufacturing plant 
R. L. Smith, Kansas City representative of 
the Biles-Coleman Company, spent last week 
in Omak in conference with local officials. 


The M. C. Miller Co.’s 35,000-foot capacity 
sawmill at Ellensburg, Wash., closed since 
last November, has resumed operations. 

The McGoldrick Lumber Co. recently pur- 
chased four Willamette lumber carriers and 
is using them in connection with the dry 
kilns. The company decided in favor of the 
truck carriers instead of the overhead sys- 
tem. 


Work on the sawmill of the Chelan (Wash.) 
Box Manufacturing Co.’s plant, near the In- 
dian church, being put in by Harry Wall, is 


progressing very satisfactorily. The mill is 
expected to start sometime in April. 

The Klickitat Pine Box Co., of Bingen, 
Wash., has received its first car of lumber 


from Klickitat. The Nordby Lumber & Box 
Company is now running its sawmill at Bin- 
gen and several cars of slabwood have been 
received. 

C. D. Hudson, vice president and _ sales 
manager Western Pine Manufacturing Co, 
has resigned and purchased the Mackey- 
Reisinger Lumber Co., of Spokane, which will 
now be called the Hudson Lumber and 
has an authorized capital of $25,000. 

The Madison Lumber Co., of Craigmont, 
Idaho, arranged its building last week to 
take care of the large hardware stock which 


Co. 


it is moving from Ferdinand, Idaho. George 
Ochsner has been appointed manager. Mr. 
Stockham is being transferred to another 
yard. 

James M. Brown, president Long Lake 
Lumber Co., Spokane, will leave town for 


New York City tomorrow. 

I. N. Tate, general manager Weyerhaeuser 
Sales Corporation, and Don Lawrence, as- 
sistant general manager, were in St. Paul this 
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tend a regional gathering of sales 
from eight districts of the organi- 


Ww eek to a { 
managers 


gation. 
Boston, Mass. 


-Another break in prices of West 
Coast lumber is probably the outstanding 
feature of the dull market here for soft- 
Orders for Douglas fir and anything 
West Coast list are hard to secure, 


March 3 1, 


woods. 


else on the 





and competition is unusually keen. Retailers 
expect to buy at bargain prices, and gener- 
allv succeed in so doing. Fir is offered at 
$ 0 off Atlantic differentials, page 11%, 
and there are said to have been some late 
sales at $13 off. Fir boards can be had e. i. f. 


at $19@19.50 for No. 1 common, $17@17.50 for 





No. 2, and $14@ 15 for No. 3. The cargo rate 
s still supposed to be $9, but some eastern 
wholesalers appear to believe they can do 
ynsiderably better. Transit offerings are 
ample for current requirements, in fact there 


cecumulation in eastern storage. 


Recent severe gales and abnormally high 
tides caused some damage to lumber yards 
along the coast. Piles of lumber in the retail 

at Hingham, Mass., of George E. Kim- 
Sen Co. and E. E. Whitney, both on 





Summer Street, were flooded and many thou- 


sand feet were carried out to sea. 

Ted Connor, sales manager of the Hunt- 
ting-Merritt Lumber Co., Vancouver, B. C., 
recently visited dealers and sales represen- 
tatives in New England and reported that he 
found much optimism. 

The Merrick Lumber Co., Holyoke, after 


operating its mill with steam power for forty 


years, has changed to electric operation. 
L. Grossman & Sons Lumber Co., Quincy, 
having purchased another retail yard in 


Malden and a 
bought the big 


large granite quarry, has now 
Rockland plant of the Emer- 


son Shoe Manufacturing Co. President Reu- 
ben A. Grossman, of the lumber company, 
states that 100 shoe makers will be put to 
work at once, 500 more in the very near 
future, and that within six weeks 800 work- 
ers will be turning out shoes. 

Prof. Hugh P. Baker, dean of the forestry 
~ollege of Syracuse University, has been ap- 
pointed a member of the Northeastern Forest 
Research Council, an advisory body of the 
Northeast Forest Experiment Station at Am- 
herst, Mass. 

. . . 
Minneapolis, Minn. 
April 1.—Unfilled orders for northern pine 


are piling up steadily over the figures for 


St year at this time. Average orders per 
ek a somewhat below figures up to this 
me in 1930; sales exceed production so far 
this year by about 120 percent, with only 
two mills in the region producing. Soon 
thers will begin manufacture. Prices are 
holding firm and are satisfactory. Although 
retail yards expect an increase in demand in 


née near 
orders 


future, 
except to 


few of them 
keep stocks in 


have 
fair 


placed 
assort- 


ment. Manufacturers report that their stocks 
of some items are nearly depleted, and it is 
possible there will be trouble in filling rush 
orders for badly mixed cars. Industrial de- 
mand continues light, although box and crat- 
mg interests are placing some orders. 

A large volume of inquiries is being re- 
ceived by northern white cedar producers. 
Many of these do not materialize into orders, 
Sut a fair amount of business is reported in 
mixed lots of material, nearly all items being 
Mm some demand. Minnesota will let con- 
tracts for guard rail posts on April 7, and 
the State is certain to purchase many large 
Posts if they can be obtained. Iowa will 
us€é even more large posts for highway con- 
structi nm this summer, but it will probably 
%€ impossible for northern cedar manufac- 
turers to supply more than a fraction of them. 
Recent snowstorms which ripped down power 
and telephone poles have been a factor in 


the cedar market. 


Millwork manufacturers report an _ in- 
Creased number of inquiries, at least half 
of them having to do with modernizing 
projects. They expect a greatly increased 


volume of business during April and May. 
R. A. Trovatten, manager of a co-operative 

lumber yard at Renville, Minn., has been ap- 

pointed Minnesota’s new commissioner of 


agriculture, dairy and food. 

The Northern Pacific railway has started 
work on its $4,500,000 program of car re- 
building for 1931, the largest equipment 
project ever undertaken in the road’s own 
shops. The project will require a consider- 


Contracts are 


Macon, Ga. 


March 30.—Notwithstanding the fact that 
roofer prices are down to the lowest point 
in years, a lot of little mills are turning out 


able quantity of lumber. 
being placed. 


now 


stock, which is finding buyers. The larger 
manufacturers insist that they can not oper- 
ate at the prevailing prices. Most of the 
sales of roofers in this territory are being 
made by people who are hard-pressed for 
cash. 


Most longleaf mills are doing a little more 
business than they were a month ago, but the 
total is disappointing. Railroads have not 
placed the usual volume of business for 
spring delivery. Manufacturers anticipate an 
improvement in demand as the season ad- 
vances. 

Hardwood mills are doing some business, 
but it is considerably less than was expected. 
Much of the movement is to the eastern 
markets, while some hardwood is being de- 
livered to: the furniture factories of Vir- 
ginia and the Carolinas. Orders have been 
limited in size, and have covered practically 
all woods. The gums are probably the favor- 
ites. There is a pretty fair demand for 
flooring and trim, considering the dullness of 
the general market. Production is still low, 
manufacturers holding it below actual ship- 
ments, as far as possible. Recent rains have 
hampered logging crews in the swamps, but 
there is plenty of good timber available. 


St. Louis, Mo. 


March 30.—Reports of orders for piling, 
timbers and lumber for various river projects 
indicate increased activity in this class of 
Government work. There is also an improve- 
ment in general railroad buying. Although 
industrial buying is hardly as good as dur- 
ing February, wholesalers report consider- 
able increase of inquiries and orders for in- 
dustrial crating. There has been an encourag- 
ing tendency on the part of some dealers in 
the larger cities to increase their stocks, if 
lumber were obtainable at 50 cents to $1.50 
less than the average prevailing price. This 
is some indication that confidence is being 
gradually restored. Mills have been making 
few if any concessions in price, and the East 
Side mills are sticking to their firm price 
lists. Shipments are very light, on account 
of daily rains last week over the producing 
district. Demand for transit cars has been 
so much better that practically all transit 
lists were sold out, one large wholesaler re- 
ports. No increase has been shown in pro- 
duction by the small mills, and their stocks 
are becoming rapidly depleted, especially in 
the shortleaf district. 


B&better southern pine flat grain flooring 
is $32.50; S8- and 10-inch No. 2 boards, 
$20.50@21. B&better slash grain Douglas fir 


flooring is $31.50; B&better 5¢x4-inch fir ceil- 
ing, $25.50; B&better fir drop siding, $34.50. 
No. 2 4/4 sap gum is $14. 

The Long-Bell Sales Corporation reports a 
slight pick-up in hardwood sales and an in- 
crease in inquiries. Oak flooring plants are 
the largest buyers of hardwoods, probably 
because of the recent increase in oak flooring 
sales, last week’s having topped any week 
since June, 1930. 

On April 2 there will be a bowling match 
between the St. Louis Hoo-Hoo Bowling 
Team and the Minneapolis Hoo-Hoo Bowling 
Team. 

T. C. Whitmarsh, jr., vice president of the 
W. T. Ferguson Lumber Co., attended the 


(Continued on Page 65) 
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KLAMATH 


IS THE HOME OF 
FINE QUALITY 


California White Pine 


The timber from 
this district has 
exceptionally fine 

quality and texture. 
It cuts with a good 

percentage ofhigh 
grade lumber. 


INIA 











Our No. 2 Common and 
Better lumber is very much 
in demand by buyers who 


os are seeking real values. 


Write now for quotations on 
any lumber you may need. 


Crater Lake = 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 














The Chinook Wind 







xr, = 
ew s\\ Is Blowing 
RNS ‘wb It indicates the return 
RR: re’ Of Spring to the In- 
_— dians and it means the 
- = revival of building op- 


erations for you. 


TI Chinook 


is happy to guide you to fine quality, 
soft-textured 


Pondosa Pine 


His likeness will be found on all of our 
window and door frames, lumber, and 
mouldings. 


CHINOOK LUMBER & 
MANUFACTURING CO. 


Spokane, Wash. 
Capacity—frames 1200 per shift—lum- 
ber 150 M. per shift—box shook:1 car 
per shift—mouldings 1 car a week. 
Prompt shipment guaranteed! All 
transcontinental railroads to serve you. 


\ 
~\ 








Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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COS 


Instruments 


for 


Automatic 


Control 
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Recording Regulator 


for 
Temperature 
and Humidity 


Write for Catalog and Complete 
Information 





Taylor /nstrument Companies 
Rochester, N. Y., U. S. A. 
> 
IN CANADA 
Taylor Instrument Companies 
of Canada, Ltd., Toronto. 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 








Clayton Gibson, commission lumberman of 
Milwaukee, Wis., was in Chicago Wednesday 
to call on friends in the trade here. 

V. M. Bennett, of Raymond & Weissinger, 
Memphis, Tenn., hardwood manufacturer and 
wholesaler, was a Chicago visitor Tuesday. 

C. L. Harris, of Frost Lumber Industries 
(Inc.), Shreveport, La. was in Chicago 
Wednesday and called at lumber offices here. 


L. R. Huelshoff, of Eugene, Ore., sales man- 
ager of the Giustina Bros. Lumber Co., spent 
several days this week in Chicago, and called 
at lumber offices here. 

E. J. Young, of Madison, Wis., president of 
the Foster Creek Lumber & Manufacturing Co., 
was in Chicago Wednesday to confer with his 


local sales representatives, Baxter & Mont- 
gomery (Inc.). 
Fred Wehrenberg, of Fort Wayne. Ind., 


president of the Standard Lumber & Supply 
Co., was in Chicago Wednesday and visited 
friends in the local lumber trade. He was ac- 
companied by Mrs. Wehrenberg. 


R. P. DuPage, the Exchange Sawmills Sales 
Co.’s representative in lowa and Minnesota, who 
for five years has made his home in Des 
Moines, lowa, has moved to Minneapolis, Minn., 
and his headquarters now will be in room 1607 
Foshay Tower there. 


The Georgia Hardwood Lumber Co., of Au- 
gusta, Ga., sends out a very attractive stock 
list printed in two colors on a thin piece of 
veneer, one side of which is made of poplar, 
the other of red gum. This is of convenient 
envelope size and can not fail to attract the 
attention of the recipient. 


Henry G. Pfiester, of Cincinnati, Ohio, for- 
merly president of the M. B. Farrin Lumber 
Co. and now one of its directors, last week 
was elected vice president of the Western Bank 
& Trust Co., and it is expected that he will be 
in charge of a new branch the bank is opening 
in the Traction Building, at Fifth and Walnut 
streets. 


Lawrence S. Clark, of the Osborne & Clark 
Lumber Co., Minneapolis, Minn., was a visitor 
in St. Louis, Mo., last week, and the members 
of the St. Louis Hoo-Hoo Club, and his other 
lumbermen friends on whom he called, were 
treated to a look at some of his valuable col- 
lection of stamps. Mr. Clark is president of 
the National Association of Stamp Collectors, 
and his own collection is one of the largest and 
rarest in the United States. 


John T. Baldwin, of Chicago, manager of the 
hardwood department of the Nat F. Wolfe Lum- 
ber Co., returned home Sunday night from a 
week’s motor trip to several of the hardwood 
mills in Arkansas, where he found the opera- 
tors expecting that the year ahead will be 
both more active and more profitable than that 
just passed. He returned to his office just in 
time to welcome a visitor from another part of 
the South, Arthur B. Ransom, of the Ransom 
Hardwood Lumber Co. (Inc.), Nashville, Tenn. 


Arrangements have just been completed 
whereby Nichols Krone & Co., of Muncie, Ind., 
take over representation of the Huntting Mer- 
ritt Lumber Co. (Ltd.), of Vancouver, B. C., 
in Ohio and also Indiana except the extreme 
northern part. E. F. Krone and Ray V. Foster 
maintain headquarters in Lima, Ohio, while 
Marvin Nichols and Harold Clarke have their 
headquarters in Muncie. For the convenience 
of their customers, Nichols Krone & Co will 
carry a complete stock of stained shingles both 
at Lima and Muncie, and will sell all the dif- 
ferent brands of both natural and stained shin- 


— 
gles produced by the Huntting Merritt Lumbe 
Co. This arrangement was completed as th 
result of a recent visit of E. L. Connor, salg 
manager of the Vancouver company. 


J. H. Bloedel, of Seattle, Wash., president o 
the Bloedel Donovan Lumber Mills, was jy 
Chicago from Saturday to Monday, conferring 
with his district sales manager, E. W. Bache 
Mr. Bloedel had been in Washington, D. C,, to 
testify in the Tariff Commission hearing oy 
the comparative costs of lumber production jp 
the United States and Canada (which was re. 
ported in full in the March 28 issue of the 
AMERICAN LUMBERMAN), and was on his way 
back home. He was quite optimistic as to the 
prospects for improvement in the lumber bug 
ness during the coming months. 


Lumbermen who attend the annual meeting 
of the National Lumber Manufacturers’ Asso- 
ciation April 22-24, or others of the various 
lumbermen’s gatherings which will be held at 
the Congress Hotel in Chicago, will be inter- 
ested in seeing the “Pine Room” which within 
the last few days was opened by that hostelry, 
Access to it may be gained from either Michi- 
gan Boulevard or “Peacock Alley.” <A specialty 
is the serving of wafflles and pancakes, which 
are made by a negro mammy—red bandanna 
and all—in a log cabin which is cleverly con- 
structed of some of the Shevlin, Carpenter & 
Clarke Co.’s Pondosa pine log cabin siding, in 
natural finish. The entire dining room has 
been finished to represent pine m its natural 
finish, and the result is indeed pleasing. 


The Great Southern Lumber Co., of Boga 
lusa, La., with the beginning of the new month 
abandoned the services of a commission lumber 
company to sell its products in the Chicago 
market, and opened an ottice of its own in the 
Midland Building, at 176 West Adams Street. 
D. G. Mora is in charge of this branch, which 
is in suite 1532; the telephone number is Frank- 
lin 7783. 

Mr. Mora arrived in Chicago on Friday a 
last week, and has spent most of the time since 
then in making arrangements for his new head- 
quarters. He has been with the Great Souther 
company for fifteen years, in which time he has 
worked his way up from stenographer to office 
manager in the sales department, and now to 
this latest promotion. He has a wite and two 
children, and his family will move to Chicago 
after his daughter graduates from Bogalusa 
High School next month. Until then Mr. Mora 
expects to make his home with his mother. 

The Great Southern company is one of the 
country’s best known manutacturers of south 
ern pine, and its line was made even more at 
tractive last year by the addition of a redwood 
department. It has maintained its own sales 
othces in New York City, Indianapolis, Ind, 
St. Louis, Mo., Memphis, Tenn., and New Or 


7 


anette ate i cil 


leans, La., but for ten years the George M § 


Coale Lumber Co. has been its agent in the 


Chicago territory which Mr. Mora now takes § 


over and which includes also the North Shore 
district as far as Milwaukee, Wis. 





Buys Beautiful New Home 
A prominent visitor in Chicago this week 
was James G. McNary, of the Cady Lumber 
Corporation, McNary, Ariz. Mr. McNary had 
been visiting points in eastern territory, ac 


quainting himself with conditions in the trade, § 


and while in Chicago conferred with Don A. 
Weidler, local representative of the Southwest 
Lumber Sales Corporation, which handles the 
sale of products of the Cady Lumber Corpora 
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tion. Mr. McNary reports a fairly satisfactory 
yolume of business being enjoyed by his com- 
pany, but is not at all satisfied with the prices 
at which lumber is being moved. He is con- 
yinced that the building industry has taken a 
definite upward trend and that this in turn will 
mean a marked improvement in lumber demand. 

Mr. McNary’s visit to Chicago reminded his 
friends of an important announcement that was 
just recently made in the Albuquerque Journal, 
Albuqurque, N. M., which said: “Mr. and Mrs. 
James Graham McNary, of Albuquerque and 
McNary, Ariz., purchased on Monday the beau- 
tiful Casa Santa Barbara at 1611 West Copper 
Avenue, recently finished and thrown open to 
the public by Leon H. Watson, architect and 
designer of Miami, Fla. The McNary’s will 
move into their new home at once, installing 
the furniture and furnishings which formerly 
graced their beautiful home in El Paso. One 
of the most desirable homes in Albuquerque, 
the Santa Barbara was recently completed by 
Mr. Watson and visited by thousands of people 
on the occasion of the opening.” The plants of 
the Cady Lumber Corporation at McNary and 
Standard, Ariz., are being operated on a six 
hour daily schedule six days a week, the plant 
at Flagstaff being idle. 





Joins Herdueed Distributer 


LouIsvILLE, Ky., March 30.—The Cardinal 
Hardwood Co., hardwood distributer, this city, 
announces the addition of W. H. Baker, jr., 
formerly of the Baker-Mathews Lumber Co., 
Memphis, Tenn., to its staff. Mr. Baker has 
been elected vice president of the company and 
has moved his family to Louisville from Florida, 
where he has spent most of his time since 1928 
when he left the lumber business. 

In coming with the Cardinal company, Mr. 
Baker has joined an organization young in 
years but old in experience, in that he repre- 
sents a second generation of Bakers in the hard- 
wood trade, whereas, J. Colgan Norman, presi- 
dent, and Ed C. Shippen, vice president, are 
each sons and grandsons of hardwood lumber- 
men. With their combined background of ex- 
perience they otfer their customers, the hard- 
wood consuming industries, the services of their 
consulting and research department, without 
charge, on request of ..y hardwood consumer 
interested in reducing waste and cost. 

Messrs. Norman and Baker are active in the 
sales end of the business while Mr. Shippen su- 
pervises production and purchases, 


Country Yard Managers Promoted 


INDIANAPOLIS, IND., March 30.—When D. J. 
Puckett, who for a little more than a year has 
been manager of the Allen A. Wilkinson Lum- 
ber Co.’s yard at Princeton, Ind., was ap- 
pointed district manager of ten yards north and 
west of Indianapolis, recently, three other men 
were also promoted. Mr. and Mrs. Puckett 
soon will come to Indianapolis to make their 
home, and the management of the Princeton 
yard will be assumed by Walter Stevens. 
Charles Battram will succeed Mr. Stevens as 
manager of the company’s yard at Oakland 
City; and ‘William T. Long, who has been Mr. 
Puckett’s assistant manager at Princeton, will 
succeed Mr. Battram as manager of the Peters- 
burg yard. 


Combine Sales Organizations 


Detroit, Micu., March 30.—In order to give 
more effective coverage to Detroit and Michi- 
gan territory, the Abney Brothers Lumber Co., 
wholesaler and commission dealer in hardwood, 
yellow pine and West Coast products, has com- 
bined with the Tredick-Niehaus Lumber Co., 
commission firm, both of this city, effective 
April 1, and will be known as Abney-Tredick- 
Niehaus Co. Offices will be located at 554-556 
Book Building in this city. The principals of 
this organization are C. L. Abney, J. H. Ab- 
ney, C. E, Tredick, E. A. Niehaus and J. E. 
Duval. They are members of the National As- 
sociation of Lumber Salesmen. The new or- 
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ganization will have southern pine, hardwood 


and West Coast departments, capable of han- 
dling any line of trade in the respective fields. 
Each principal has had a thorough experience 
from stump to car, and has a knowledge of re- 
tail and manufacturing trade, with a clientele 
which is expected to produce many satisfac- 
tory orders. 





Makes New Sales Connection 


LouisvittE, Ky., March 30.—C. J. Roney, 
formerly manager of the pine department of 
the Louisiana Red Cypress Co., of New Or- 
leans, La., has joined the sales organization 
of Wyatt & Bishop, local wholesale company. 
He will have charge of the office, thus allowing 
Mr. Wyatt and Mr. Bishop to devote all their 
time to outside sales activities. Mr. Roney was 
with the Louisiana company for six years, and 
with other lumber companies in Louisiana and 
Mississippi for several years previous to that. 





Sees Era of Home Building 
OMAK, WaAsH., March 28.—That the country 
is about to enter an era of residence building 
is the opinion of J. C. Biles, president of the 
Biles-Coleman Lumber Co., here. Mr. Biles 


bases his view of the building situation on sev- 
eral foundation facts—that there is more money 
available for loans on new, properly built resi- 
dences ; that construction costs are lower; that, 

more and 


—_—____— 


more, heads 
of families are learning 
of the better home life 
enjoyed by the home- 
owner, and are leaving 
the multi-family apart- 
ments of the city for the 
single-family residences 
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CHICAGO 





IT PAYS 
TO DEAL 


That’s the way to get better 
values and quicker shipments. 
Take advantage of our mix- 
ed car service on orders for 
Cypress. 

Special attention givento LCL 
orders and shipments. 

Write now for prices. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO: 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, , old growth Yellow Fir, 
Red Cedar, Northern and ‘Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., 
‘Soo Brand’’ Maple and Birch Flooring. 





Kiln Dried 


and Air Driea ENGLEMANN SPRUCE 


We own and represent exceptional quality stocks in 
elmann Spruce, Sitka Spruce and aes Pine. 


We represent Nicola Pine Mills,Ltd., Merritt, B. C. 
PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 





J. C. BILES, 
Omak, Wash.; 
Sees Era of Residence 
Building 





of the suburbs. And he 
cites the very satisfac- 
tory condition of the 
company’s order file as 
proof that many dealers 
are getting their stocks 
in shape to take advan- 
tage of these fundamen- 
tal conditions that augur more residential con- 
struction, and profit for the hustling dealers 
who organize their efforts to go after this vol- 
ume of new construction as well as the mod- 
ernization business to be had. 

The Biles-Coleman Lumber Co., in addition 
to O. K. (Omak Kwality) soft pine window, 
door and cellar frames, also manufactures from 
its own Okanogan soft textured pine timber, 
cut-to-length, paper-wrapped interior trim, 
moldings, casings, base, finish, and many other 
items which go to make up mixed cars to suit 
a dealer’s needs. The company has a supply 
of this slow-growing, soft textured, pine timber 
adequate for many years’ operation of its com- 
pletely modern manufacturing plants. 








Barnum Was Right 


A certain New York restaurant man may 
be given credit for a rather novel window 
display. This man didn’t have much money 
for advertising, so he bought the biggest 
fish bowl he could get hold of, filled it with 
water, and put it in the window with this 
sign: 

“Filled with invisible goldfish from Argen- 
tina.” 

It took seventeen policemen to handle the 
crowd.—The Safe Worker. 








ALASKA has 100,000 square miles of agri- 
cultural lands under successful cultivation, and 
hundreds of occupied homesteads. 








Hundreds of New Lumber Buyers 


are listed in the March 
Edition of the Red Book 
—now available. 

This book may be had on 
trial for 30 days—With- 
out Cost or Ob- 











ligation — by 
any responsible 
concern. Red 


Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable 

Ask for Pam- 


phiet No. 49-S 
and details of 
FREE trial 
offer. 


The Collection 
Department has had long 
experience in collecting 
lumber accounts, and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 
Executive Offices, 608 South Dearborn St., Chicago, Il 
East. Headquarters, 35 S. William St., New York City 




















c— HOTELS C— 
HOTEL BENSON 


Portland, Ore. 


E_ believe 

that there is 
no other hote! in 
the entire United . 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 








Keller and Boyd 
Owner:. and 


Operz.tors 























GOLDSBORO 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 


Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. Cc. 








AMERICAN 








North Carolina Pine and 
West Virginia Hardwood 











Kiln Dried, Well. Manu- CASING, 
panne High Grade. BASE AND 
Capacity, 250,000 feet MOULDINGS 
ror Dee. Mixed Cars Our Specialty. 





WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











Manufacturers 


Short Leaf Pine and Hardwoods 











' Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 





























A New Book 


ll ll ll eal 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction. 


Every effort has been exerted to make 
this little book measure up to YOUR 
IDEAL of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 
copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semt-flexible red leather. 128 pages, 
2%”"x5%”, vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
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BUSINESS CHANGES, INCORPORATIONS, 








Business Changes 


ALABAMA. Brewton—A. A. Preston & Co, have 
closed their operations at Brewton for the present 
and have moved office to Norfolk, Va. 

Parrish—Baker Lumber Co. has cut out and 
moved mill to Trenton, Ga. 

CALIFORNIA. Fresno—Melbourne C, Routt and 
Merle Bishop have taken over the interests of the 
Routt family in the Routt Lumber Co. and the 
Standard Planing Mill. 

Olive—Clement Lumber Co. sold to M. A. Stivers. 

Reedley—Frank Frane & Son succeeded by West- 
ern Lumber Co. (Inc.). 

COLORADO, Denver—East Denver Lumber Yard 
succeeded by East Denver Lumber Co. 

DELAWARE. Felton—Murray & Simpler suc- 
ceeded by C. M. Simpler & Co. (Inc.). 

GEORGIA. Lincolnton—Bunch & Harnesberger 
succeeded by W. A. Bunch Lumber Co. 

LLINOIS. Grand Tower—Huthmacher Mercan- 


tile & Lumber Co. sold to T. W. Rowe. 
MINNESOTA, Hibbing—W. W. Gray Lumber & 
Coal Co, succeeded by Frederick Lumber Co. 


NEBRASKA. Elm Creek—Joyce Lumber Co, of 
Nebraska sold to Elm Creek Lumber Co. 

Hartington—A. K, Lammers lumber yard sold to 
Carhart Bros., of Wayne, Neb. A. B. Carhart will 
take charge. 


NEW YORK. Buffalo—Abbott Lumber Co. mov- 


ing to 1100 Seneca St, 

OHIO. Ada—Slagle Lumber Co. sold local mill 
and lumber yard to Root-King Lumber Co., of 
Kenton. W. E. King will be in charge. 

Toledo—Western Mfg. Co. and Toledo Lumber 
& Mill Work Co. merged under name of West- 


ern Mfg. Co. with Fred H. Puck as president. 

OREGON. Beaverton—Lewis Bros. have sold the 
lumber and tile business of the Beaverton Lumber 
Co, 

PENNSYLVANIA. Devon—C. A. Lobb & Sons 
succeeded by Walter L. Lobb & Co. 

Oakmont—C. A. Lobb & Sons succeeded by Nor- 
man H. Lobb & Co. 

West Newton—M., F. 
Scholl Lumber Co. 

WASHINGTON. Seattle—Rodgers Cabinet Mfg. 
Co. absorbed by Weber Show Case & Fixture Co., 
of Los Angeles, and business continued under name 
of Weber-Rodgers Co. 


Scholl & Sons succeeded by 


. 
Incorporations 
MASSACHUSETTS. Springfield—Springfield Sash 
& Glass Co. (Inc.), incorporated; capital, 600 shares 
no par; Harry and Abraham Buchheim interested. 
Watertown—YD Sawdust & Shavings Co., in- 
corporated; capital, $25,000; Arthur I. Anderson 

interested. 
MICHIGAN. 
ucts Co., 

cern, 
Saginaw—Wm. Polson & Co., incorporated; 50,000 

shares no par. 

Sturgis—Aulsbrook, Jones, Grobhiser Corporation, 


Detroit—Standard Building Prod- 
incorporated; capital, $150,000; old con- 


changing capital from $25,000 and 150,000 shares 
no par stock to $315,000. 

Wells—I. Stephenson Co., incorporated; capital, 
80,000 shares no par; old concern, 

MISSOURI. St. Louis—Thos. E. 


Powe Lumber 
McPherson St, 
Friend Lumber 


4385 
Groblebe 


Co., incorporated; 

Springfield 
corporated. 

NEW YORK. 
ply Corporation, 
John J. 

New 
poration, 
Goldstein, 391 E. 

TENNESSEE Jackson—Standard 
ucts Co., incorporated. 

VIRGINIA. Norfolk—J. G. 
incorporated; capital, $25,000. 

Richmond—Buena Vista Lumber Corporation, in- 
corporated; capital, $25,000; A. S. Hamilton, in- 
terested. 

Richmond 3atson-Cook Co., a Georgia corpora- 
tion, has been granted a certificate of authority to 
do business in Virginia, buying and selling lumber 
and building materials of all kinds. Office, Langley 
Field, Va. E. D. Nix, agt. 

WASHINGTON Everett—Siler Logging Co. de- 
creasing capital to $1,000,000. 

taymond—-Willapa Logging Railroad Co., incor- 
porated; capital, $50,000; Minot Davis, interested. 

Seattle—Admiralty Logging Co. decreasing cap- 
ital to $160,000. 

Seattle—Fitite Cedar Shake Co., incorporated; 
capital, $30,000; lumber products; Chas, E, Putman, 
interested. 

WISCONSIN. Oshkosh—Oshkosh Millwork Co, 
increasing capital from $75,000 to $100,000. 


Co., in- 


New York, Manhattan—Okay Sup- 
incorporated; capital, $10,000; 
McAndrew, 185 Madison Ave. 
York, Manhattan—Inwood 
incorporated; capital, 
4th St. 


Cor- 
Isidor 


Lumber 
$20,000; 


Wood Prod- 


Cake Lumber Co., 


Casualties 


ALABAMA. Cottonwood—Fire destroyed stock 
and part of plant of Rambo Lumber Co. with loss 
of about $300,000; headquarters at Campbelltown, 
Fla. More than 2,000,000 feet of lumber de- 
stroyed. 


FLORIDA. Pensacola—Ferriss-Lee Lumber Co., 


loss by fire, $15,000; plant will be rebuilt. 


IDAHO. Lewiston—Cabinet factory of John 
Doust destroyed by fire, 


ETC. 


NEW MEXICO. Portales—Entire yard of Wall. 
ing Lumber Co. destroyed by fire. 


NEW YORK. New York—Fire in yard of 
& J. Dorf, 106th Ave. and 177th St., Hillside 
Queens, caused damage estimated at $100,000, ° 

OKLAHOMA. Elk City—S. E. Brown Lumber ¢@ 
Hardware Co., loss by fire, $10,000. 

PENNSYLVANIA. Philadelphia—Jas. 
Co., loss by fire. 


SOUTH CAROLINA. Ridgeway—Wm. McKeth. 
ians Lumber Co., loss by fire. 

WASHINGTON. Seattle—Art Woodworking Co, 
loss by fire, $5,000. 

Spokane—Sawdust warehouse of the sawmill of 
McGoldrick Lumber Co, damaged by fire with logs 
of about $30,000. 


Tague & 


New Ventures 


ALABAMA. Northport—M. I. Harper has started 
a sawmill. 


CALIFORNIA. San Francisco—The Market Box 
Factory has engaged in business at 657 Davis St. 


ILLINOS. Chicago—lIllinois Wood Products Co, 
has started a cedar chest manufacturing business 
at 2608 N. Cicero Ave, 

Keyesport—John H. Barth 


has started a new 
hardware and lumber business. 


KANSAS. Great Bend—I. S. Smith has started 
a lumber yard. 
MICHIGAN. Saginaw—Dealers Warehouse Sup- 


ply Co. has started in business here; headquarters, 
Grand Rapids. 


MISSOURI. Bloodland—Moses Bros. have opened 
a new stave manufacturing plant at this point. 

OREGON. Klamath Falls—R. P. and E. 0, 
Ellingson have engaged in the sawmill business 
under name of Ellingson Lumber Co. 

Newport—Newport Building Supply Co. has 


started a retail building material business. 
WASHINGTON. Winlock—The Tevis Lumber 
Yard is opening a retail yard at Cowlitz Corner 


near here. 


New Mills and Equipment 


GEORGIA. Amsterdam—The Gragg Lumber Co. 
is planning on erection and equipment of a 7-foot 
band sawmill; has 15,000 acres of pine timber. 

Argyle—The Garrant Lumber Co., W. L. Coursen, 
manager, proposes erection of a veneer plant, cut- 
ting bay and gum. 

Smithville—Smithville Lumber Co. _ rebuilding 
plant recently destroyed by fire with loss of 
$15,000; will be in operation in 60 days; employes 
about 40. 


MARYLAND. Baltimore—A-One Millwork Co., 
William Heckman, 618 Whitridge Ave., manager, 
will erect a two-story addition to its plant at 627 
E. 28th St. to cost $10,000. 


MISSOURI. Springfield—T. J. Moss Tie Co., of 
which W. W. Davis, 915 Meadowmere, is vice 
= is erecting a planing mill to cost about 
8,000. 


NEW MEXICO. Albuquerque — Southwestern 
Sash & Door Co. will erect new plant to replace 
one recently burned; cost, $30,000. 

BRITISH NORTH AMERICA 


BRITISH COLUMBIA. Victoria—Cameron Lum- 
ber Co. (Ltd.) rebuilding sawmill recently de- 
stroyed by fire at Inner Harbor; cost about $200,000. 


Makes Good Use of Guaranty 


Omauna, NeEs., March 30.—That they realize 
the sales value of a guaranty of its products 
issued by a manufacturer, is indicated by J. F. 
Gresly & Co., of this city, distributers in Iowa 
and Nebraska for Edgewood edge grain red 
cedar shingles made by the Huntting Merritt 
Lumber Co. (Ltd.) of Vancouver, B. C. The 
Gresly firm has made use of reprints of the 
article appearing on pages 30 and 32 of the 
Jan. 24 issue of the AMERICAN LUMBERMAN, 
which concerns the manufacture of edge grain 
red cedar shingles by the Huntting Merritt com- 
pany, in calling attention to the guaranty for 
20 years weather service and against fires orig- 
inating on the shingles themselves, if properly 
laid. This guaranty is made by the Huntting 
Merritt company on a special blank provided 
for the purpose, and the Gresly company is 
using these guaranties with fine success. 

Other concerns handling Huntting Merritt 
shingles are making successful use of reprints 
of that company’s advertisements to call atten- 
tion to the excellent shingle products it manu- 
factures. 
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News Letters 


(Continued from Page 61) 
annual convention of the Southern Pine As- 
sociation in New Orleans last week. While 
in the South, Mr. Whitmarsh called upon sev- 
eral of the mills, and reports a more opti- 
mistic feeling among them. 

Ernest E. Woods, of Kansas City, Mo., sec- 
retary of the Southwestern Lumbermen’s As- 
sociation, spent Friday of last week in 
St. Louis. 











Shreveport, La. 


March 30.—Bad weather in the North has 
held back orders for southern pine, and al- 
most continuous rains here have held back 
shipments. For a few weeks, demand from 
the new east Texas oil field yards has bulled 
the local market, but when the mills wish to 
dispose of surplus items, say at Detroit, St. 
Louis or Chicago, they run into low offers. 
Prices offered are actually 50 cents to $1.50 
lower than at about the first of the year, and 
it is hard to get good business even at such 
concessions. General demand has been fitful 
and slow, and buyers are calling for small 
carloads and quick shipments. There is a dis- 
position on the part of sellers to scrutinize 
eredit ratings very closely. Foreign demand 
for longleaf is reported to show shrinkage. 
Quite a bit of local buying by the Govern- 
ment is in sight, as there will be built a large 
number of wood houses for non-commissioned 
officers at Barksdale Field, Shreveport. 

The hardwood market shows little or no 
change. 


Aberdeen-Hoquiam, Wash. 


March 28.—The M. R. Smith Shingle Co.’s 
mill at Moclips resumed operation March 27 
after a shutdown of three months. At pres- 
ent but one shift is employed. The night 
shift is expected to be put on by April 1, and 
the logging camps started up. 

Six hundred tons of steel rail have been 
brought to the Clemons Logging Co. from 
Halifax, Canada, to be used in extending its 
logging roads in the vicinity of Melbourne. 

American Forest week was observed by the 
Boy Scouts of Grays Harbor County by the 
planting of 7,000 Douglas fir seedlings in the 
national forest near Lake Quiniault. Three 
hundred boys were in attendance. William 
J. Donovan, of the Donovan Lumber Co., 
Aberdeen, returned this week from a six 
weeks visit in Michigan. 


Birmingham, Ala. 


March 30.—Demand for certain items of pine 
is on the upturn, but there has been no gen- 
eral pick-up in the market. Retailers are 
busy with repair business, and have a small 
demand from the industrial trade. Millwork 
and trim plants report a fair amount of work. 
Yards are doing very limited buying for re- 
Placement, and order cars that are badly 
mixed. Permits for new buildings are limited 
to remodeling, except for an occasional office 
building. Public works amount to no larger 
proportion of the total than for the last two 
years. Highway construction is leading, and 
school construction is a close second. Rural 
purchasers are out of market, being busy 
with farming operations. Building of filling 
Stations and lunch stands is taking a con- 
Siderable amount of lumber. 

Weather is ideal for operation of sawmills, 
and they are busy. Special cutting is bring- 
ing better prices than for some weeks. Rail- 
road and car stocks are dragging; railroad 
demand being confined to decking items, with 
bridge timbers in limited call. Export de- 
mand shows signs of an increase for inquiry 
IS more active. 

Prices remain stationary, but lower grades 
have strengthened. No. 3 common items were 
boosted an average of $1 by the plants that 
were quoting the extremely low figures. 
Efforts to stabilize prices seem to be taking 
definite form, the firm price idea having been 
adopted. 

R. A. Walker, for fifteen years a vice presi- 
dent of the Estes Lumber Co., retailer and 
millwork manufacturer here, has been named 
assistant to the president of the Grayson 
Lumber Co., Birmingham. 

A. W. Dilworth, who resigned some months 
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ago from the management of the Estes Lum- 
ber Co.’s yard at Ensley, has been named 
general manager of the North Alabama Lum- 
ber Co., Jasper, Ala. 

W. M. Nichols. manager Pioneer Lumber 
Co., Elrod, Ala., has been removed from a hos- 
pital in Birmingham to his home at Elrod. 
His condition had been serious, but is im- 
proved. 


San Francisco, Calif. 


March 28.—The local demand for 
fir and pine continues quiet. 
show no change. Redwood mills are looking 
for an improvement in demand. Millwork 
continues at a low price level. Home build- 
ing is far in advance of any other type of 
construction, but builders are exercising 
caution. 

Retailers report a tendency toward use of 
wood exteriors for homes. Stucco is the 
favorite for exteriors in this vicinity, but a 
noticeable swing toward wood is evident. 
Local yard stocks are low and dealers show 


Douglas 
Redwood prices 


little desire to restock for seasona] require- 
ments. Many dealers feel that lower mill 
prices are not to be expected, but there is 
still a lack of confidence in the present 
market. 

Prices of Philippine and tropical hardwoods 
have dropped considerably of late. The re- 
sult has been a slight increase in demand for 
them, particularly for interior trim. 

The Steamer Tamalpais, of the Hammond & 
Little River Redwood Co.’s line, struck a reef 
on the central California coast last week. 
Although the deck load of lumber was 
jettisoned, efforts to float the vessel are as 
yet unsuccessful. 

Ray B. Cox, vice president Built-In-Fix- 
tures Co., Berkeley, Calif., has been travel- 
ing for a month in the Southwest, promoting 
the use of built-in fixtures. 

A. C. Horner, western manager of the Na- 
tional Lumber Manufacturers’ Association, 
San Francisco, left San Francisco Saturday 
for an extended trip into the central and 
eastern States in the interests of lumber 
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ure of extras quality 
for the slightly higher price 
asked for WEATHERBEST 
...and you can use the satis- 
faction which accompanies 
WEATHERBEST jobs to 











tive for details. 





WEATHERBEST 
Sitellail-te} Shingles Sold 
Only Thru Accredited 


Retail Lumber Dealers 





“Che salesman who talks low 


“* out-talk”’ price. 


Quick turn-over is assured by our con- 
sistent National Advertising that builds 
consumer-acceptance and a Service of 
Dealer Helps which assists you to close 
local business easily. Ask our representa- 


WEATHERBEST STAINED SHINGLE CO., Inc. 
North Tonawanda, N. Y. 


Plants: North Tonawanda—Cleveland—St. Paul f 
“Distributing Warehouses in Leading Centers 


Wealtierbes 


STAINED -SHINGLES 


For Roots ans Sive- War 








For Modernizing 
Use our Free Sketch 
Service to visualize 
to prospects the im- 
proved appearance 
and increased prop- 
erty value which 
modernizing with 
WEATHERBEST can 
bring. 








trade extension Mr. Horner will present a 
paper, “The Influence of Fire Zones,” at the 
annual meeting in April of the Building Code 
Officials of the United States at Toronto, 


Canada 
Baltimore, Md. 


March 30.—The 4-masted schooner Emerett, 


found abandoned with a cargo of lumber 
about half way between Bermuda and the 
southern Florida coast, has been towed into 
Norfolk eemingly in fair condition. No 
trace of the crew ha been found. 

E. B. Smith, assistant sales manager J. Ray 
Arnold Cypress Co., Groveland, Fla., last 
week saw some of the wholesalers here. His 
impression is that stocks of high grade 


cypress are getting smaller. Production was 
being held down, his company’s mill not hav- 
ing run since Christmas. He expressed the 
belief that a shortage of dry stocks was not 
at all unlikely. Mr. Smith foresaw higher 
prices. He will visit New England markets. 


H. Bruce Foshee, president Foshee Manu- 
facturing Co., of Melbourne, Fla., longleaf 
producer, was shown around the city recently 
by Thomas A. Myers, of Thos. A. Myers & 


Co., which handles Foshee products in this 
territory Mr. Foshee will visit Philadelphia 
and New York 


William N. Lawton, of Philadelphia, Pa., 
assistant to the president of the Redwood 
Sales Co., sailed from New York March 21 for 
New Orleans, there to take the Sunset route 
for San Francisco. It was his purpose to 
confer with Redwood Sales officials visit 
the mills it represents. 

Theodore Mottu, formerly head of Theodore 
Mottu & Co. and recently inspector of 
plies for the Baltimore airport, has just 
named purchasing agent for the city, and 
will have about $5,000,000 a year to spend. 
He succeeds Harry Kraft, also a lumberman, 
who is now engaged again in his regular 
business. 

The Krauss Bros. 


and 


sup- 


been 


Lumber Co., of Seattle, 
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Wash., has taken on the distribution of white 
pine and California sugar pine, along with 
fir, spruce and hemlock. Martin Engleman 
has been placed in charge of this department 
and makes his headquarters in New York, 
He recently conferred with H. A. Crane, who 
is managing the Baltimore office. Mr. Engle- 
man was formerly with the Bowman-Hicks 
Co., Edward Horr, sales manager Shaw. 
Bertram Lumber Co., of Klamath Falls, Ore, 
recently called at the Krauss Bros. Lumber 
Co. office here 

The Baltimore Southern Flooring Co. wil] 
move to new quarters on Greenwich Avenue, 
above Twenty-fifth street, by April 1, where 
it has secured quarters in a new large one. 
story brick building, which it is fitting up 
in a modern way. 


Vancouver, B. C. 


28.—Members of the British Colum- 
logging industry appeared before the 
forestry committee of the Provincial legisla- 
ture at Victoria, B. C., recently, and made 
application for a fifty percent reduction in 
timber royalties. A request for a broadening 
of the privilege of exporting unmanufactured 
was also brought before the committee 
at that time. After due consideration the 
Government decided to reduce royalties by 
15 cents a thousand on the lower grades of 
Douglas fir, cedar, pine and spruce, and 15 


March 
bia 


ogs 
] = 


cents a thousand on hemlock and balsam. 
It was also decided to re-enact the present 
section of the act which permits restricted 
export of logs from British Columbia. 

Sale of the plant and properties of the 
Vancouver Lumber Co. has been set for 
May 1. 

A. K. Arkley, who for some years has been 


manager of Dominion Mills plant of Robertson 
& Hackett Sawmills (Ltd.), has now been named 
general manager of the three sawmills and 


one sash and door factory operated by the 
company. R. P. Arkley, formerly sales mana- 
ger of Dominion Mills, is now general sales 
manager for Robertson & Hackett Sawmills 


(Ltd.), and will sell the output of all its plants. 


Houston, Tex. 


April 1.—The first upward movement of 
prices in many months occurred last week, 
when the mills began asking more for No. 3 


lumber, of which there seems to be a short- 
age. The unusually good demand for low 
grade stocks is due in part, some say, to the 
new East Texas oil field situation, and partly 
to a radio advertising campaign for lumber. 
As a result of a price war in the oil fields, 
sales in the Longview, Henderson, Kilgore 
and Tyler regions are confined almost wholly 
to Nos. 2 and 3 stocks. The demand is better 
for all items, however. Production is be- 
lieved to be around 50 percent of capacity. 
Many mills that shut down months ago have 


not resumed operations. Sales are perhaps 
20 percent above production. 
A Pullman load or more of Houston lum- 


bermen will go to San Antonio for the forth- 
coming annual convention of the Lumber- 
men’s Association of Texas. President J. W. 
Rockwell said this year’s convention prom- 
ises to be one of the best ever held in more 
respects than one. 


Seattle, Wash. 


March 28.—Figures of the West Coast Lum- 
bermen’s Association reveal a large gain in 
orders as compared to production. 

Plenty of intercoastal space is available at 


Seattle, but none is to be had at Everett. 
The movement is light, with prices fairly 
steady. The $9 rate appears firm, but there 


is considerable skepticism expressed over the 
ability of the lines to keep this figure, on 
account of speculative buying on the east 
coast based on an $8 rate. 

The Japanese are buying more cedar bolts, 


while their purchases of lumber are holding 
to the same volume as during the last few 
weeks Space is very scarce both to Japan 
and China, because many vessels have been 
diverted to the Australian wheat trade. Little 
business is being obtained from Cuba and 
Hawaii. June is expected to bring some 


volume from Cuba. 

Shingle prices are unstable, due to the light 
demand. Cedar siding is selling at list prices 
but in small volume. 

Prices for box shook are very similar to 
those of 1930, with no possible reduction in 
operating costs to be had. The market has 
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been tested and prices are at rock bottom. 
production is about 70 percent of last year’s. 
tocal retail trade is very quiet. 

Log sales are so few that it is almost im- 
possible to determine going log prices. Prac- 
tically all commercial logging: camps are still 
down, and no plans for immediate starting up 
are known. Douglas fir logs appear to be 
pringing $10, $15 and $20@21; hemlock, 
$10@10.50 and $12@12.50, the largest volume 
going at $10.50. It seems that demand for 
hemlock has declined somewhat. Cedar logs 
pring ton prices of $12 and $24, with shingle 
cedar prices ranging downward. 

The Northwest Log Scaling Co. reports good 
progress towards obtaining membership. The 
company, which was organized several 
months ago, seales and checks scales of logs 
for log buying mills. The mills have for- 
merly done this work themselves. 

The Hedlund Western Lumber Co. this week 
pegan operation of its new 75,000-foot plant 
on the Duwamish waterway. 


Kansas City, Mo. 


March 31.—Exceptionally inclement weather 
for this season caused a decline in orders to- 
ward the close of last week. Since the bliz- 
zard which swept almost the entire South- 
west, business has not recovered very rapidly, 
as construction work was generally sus- 
pended. Demand has been unusually well dis- 
tributed, and sales managers are not at all 
discouraged by its temporary slump. 

Local mills were bidding last week for 
750,000-foot order from the Kansas State 
Highway Commission but the contract was 
let to a Des Moines (Iowa) concern. Vir- 
tually no new industrial buying developed 
last week. Established customers in the 
East and central States, consisting of furni- 
ture and body manufacturers, added to their 
supplies in a modest way. 


YP 


Laurel, Miss. 


March 30.—The local pine mills reported 
fairly good sales last week, most of the or- 
ders coming from retail yards. Some prices 
seem to be firmer, especially those of No. 3 
common boards and center matched, and No. 2 
common flooring. The export market con- 
tinues very quiet, only a few contracts being 
placed. 

Most of the hardwood shipments continue 
to go to the automobile body manufacturers 
Prices are firm, but the demand is very light. 

Charles Green, president of Eastman, Gar- 
diner & Co., will sail for Bermuda in com- 
pany with Mrs. Green, their son and daugh- 
ter, Gardiner and Ann Green, their niece, 
Mrs. Jane Rogers Wadley, and a party of 
friends 


Bogalusa, La. 


March 30.—Col. D. T. Cushing, vice presi- 
dent and general manager of the Great 
Southern Lumber Co., was made vice presi- 
dent of the Bogalusa Paper Co. (Inc.) at the 
meeting of the board of directors of the Great 
Southern Lumber Co. recently held here. “Mr. 
Cushing has made a splendid record under 
most trying times—likely the hardest in- the 
history of our company,” said C. W. Good- 
year, treasurer, “and his record of the past 
has convinced us that he is entitled to added 
duties.” The Great Southern Lumber Co. was 
one of the very few mills in the entire coun- 
try which operated full time last year. Mr. 
Cushing succeeds R. H. Laftman, who re- 
signed. 

C. W. Goodyear, treasurer of the Great 
Southern Lumber Co., and Mr. Cushing last 
Saturday morning addressed the department 
heads and foremen of both the Great South- 
ern Lumber Co. and the Bogalusa Paper Co. 
They expressed their appreciation of the co- 
operation given during the last year, and 
asked for a continuance of co-operation and 


loyalty The talks were well received and 
had a splendid reaction. Mr. Goodyear be- 
] meseat . * 

eves that the business depression has 


reached rock bottom, but would not predict 
Just how rapidly conditions will improve. Mr. 
Goodyear left Sunday for his home in Buf- 
falo, N. Y. 

_Col. A. C. Goodyear, president of the Great 
Southern Lumber Co., left for his home on 
Saturday morning, declaring that, consider- 
Ing conditions elsewhere, things here are in 
Splendid shape. 

Hon. Walter P. Cooke, of Buffalo, N. Y., 
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It Pays to | Jour oF even 3 snes 
Prevent Such Fires 









& 
When intelligent cooperation eliminates such fire According to carefully tabu- 
hazards as burning cigarette stubs and similar lated records, carelessness in 
outstanding offenders, and thus prevents fire loss, smoking and especially the 
we have achieved the perfect protection. Aftera careless disposal of still- 


burning cigarettes leads all 
other fire causes. Every 
such fire could unquestion- 
ably be prevented. Every 


fire, payment of loss is the best thing left, but, 
without fire interruption, your business goes on, 
your men are steadily employed, your trade is 


satisfactorily served, and eventually, with losses dollar of such fire loss could 
definitely reduced, you profit in bigger dividends be saved. Be careful where 
and lower insurance rates. and when you smoke. Don’t 


forget safety in the pleasure 


Lumber Mutual policies offer the maximum in of the moment. Before you 


specialized protection, with expert counsel in fire throw your cigarette or cigar 
prevention, with assurance of fair adjustments away, or before you empty 
and prompt payment of losses, and with the def- the ashes from your pipe, be 
inite saving, in dividends, of about 40% in cost. sure that the fire is out. 


lf you are interested in safety with saving, write any of our 
companies for full information about our policies, our co- 
operation in fire prevention, and our cost-reducing dividends. 












Pennsylvania Lumbermens Mutual The Lumber Mutual Fire Insur- 
owe powenes Co., of Philadel- ance Co., of Boston, Mass. 
phia, Pa, 
* Central Manufacturers Mutual in- ‘umbermens Mutual Insurance Co., 
surance Co., of Van Wert, Ohio. of Mansfield, Ohio. 
Indiana Lumbermens Mutual Insur- Northwestern Mutual Fire Assooia- 
ance Co., of Indianapolis, Ind, tion, of Seattle, Wash. 
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Bradle\-Miller 


“Michigan White Pine 
C Frames 





Give Life-time 
Service 


The genuine Michigan 
White Pine in Bradley-Miller 
door, window and cellar 
frames adds years to the life 
of these famous frames. Year 
in and year out, they stay 
straight and true, free from 
shrinking, swelling and warp- 
ing. That’s why they give 
life-time service and readily 
find a place in the palatial 
home or the modest cottage. 


Bradley-Miller frames 
carry a good margin of profit 
for the dealer. They are the 
ideal frames to sell as they 
build goodwill at all times. 
Let these high quality frames 


help you build your frame 
sales. 





and prices 
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BRADLEY- MILLER & COMPANY 


BAY CITY, 


MICHIGAN 








chairman of the board of directors of the 
Great Southern Lumber Co., and his wife have 
been enjoying a week’s visit here, having 
spent four weeks in California, and last Fri- 
day witnessed the first rainfall since leaving 
their home six weeks ago. Mr. Cooke is the 
citizen member of the Reparations Commit- 
tee, a committee of six from as many differ- 
ent countries, which decides European repa- 
rations disputes. Mr. Cooke believes that 
business recovery will be slow. His many 
friends were delighted to see him in ex- 
cellent health. 

The Lamar Lumber Co. has assisted a large 
number of people in planting gardens, having 
given free land and the use of a horse and 
plow. As a result there will soon be fine 
gardens on all of the idle land around this 
company’s location. 

D. J. Mora, who has left here to take charge 
of the Great Southern Lumber Co.’s sales in 
Chicago territory, was tendered a bridge 
party and dance at the Country Club before 
his departure, by the employees of the sales 





department of that company. The employees 
presented Mr. Mora with two Gladstone bags, 
and the New Orleans office gave a pen and 
pencil set, Sales Manager A. C. Long, jr., 
making the presentation. 

J. H. Grimmett, general manager of the 
Lamar Lumber Co., was unanimously elected 
the first president of the Bogalusa Rotary 
Club, which was organized here last Thurs- 


Norfolk, Va. 


March 30.—A few North Carolina pine sell- 
ers report better business, and no doubt a 
little more lumber is being used. A good 
number of buyers might be tempted to place 
orders by price concessions, but today’s list 
prices are very low. Many millmen thought 
that by this time demand would have picked 
up. Collections by the yards are slow, and 
of course they have to be slow paying for 
stock. There is more government and rail- 
road buying going on, but competition is so 
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keen that it is not any too attractive, 
that bills are usually paid promptly. 

There has been very little demand for edge 
4/4 B&better, either band or circular sawp 
even when the good circular stock has bee, 
reduced as much as $1 to get orders for quic, 
shipment. Perhaps the northern and easter, 
yards may begin some real buying nex 
month. The southern yards do not appear 
interested. Bé&better 4/4 stock widths haye 
been moving very slowly. It is possible that 
more stock could be sold but buyers and mil]. 
men are far apart on prices, and millmen are 
not willing to sacrifice these items. B&better 
5/4 and thicker has been moving better jp 
small lots, and good prices can be secured 
for supply is limited. No. 1 common or No, 3 
lumber, 4/4, has been very hard to sell except 
at very low prices, because flooring prices 
are low, and planing mill products are not 
moving out very fast. Prices on better grades 
of rough lumber are weak, but mills are not 
burdened with much unsold surplus. 

Box makers have been finding business 
rather quiet and have not been buying much 
lumber. In fact, they are now holding back 
shipments. Some small lots of kiln dried and 
air dried pine, poplar etc. could be sold, but 
the offers are too low for millmen to con- 
sider. The retail yards are buying a little 
more stock, but there is really no stocking 
up. There has been a better demand for 4/4 
box bark strips and dunnage, but not suffi- 
cient to cut down unsold surplus very much, 
Prices of low grade pine, however, are show- 
ing more strength than are the better grades, 

There has not been very much demand for 
flooring, thin ceiling, partition or roofers, 
Prices are weak, with those of flooring and 
ceiling showing wide variation. The present 
demand for roofers, air dried and kiln dried, 
is very light, and West Coast mills are not 
overburdened with orders for Atlantic ports, 


New York, N. Y. 


March 30.—Demand for lumber is unques- 
tionably better than it was a month ago, but 
the yards are still carrying as little stock as 
they can conveniently get along with, and 
are buying cautiously. In some of the sub- 
urban districts there are reports of large de- 
velopments but most of the work going on 
at present is in closing up blocks of houses 
that were started last fall. One wholesaler 
explained today that the drawback now is 
that many new houses in the suburbs bought 
in the last few years have been relinquished 
because of inability of owners to meet pay- 
ments, and these places are now for sale at 
bargain prices. He said that such offerings 
undoubtedly will delay new work in many 
localities. 

The Long Island Salesmen’s Association 
will hold its March meeting tomorrow night 
in the Elks Club at Freeport, Long Island. 
Temple H. Tweedy, of the Plunkett Webster 
Lumber Co., and Jack O'Hara, of the Johns- 
Manville Co., will be the 10-minute speakers. 

The Knot Golfers will hold their first tour- 
nament of the year on April 28 on the course 
of the Old Country Club, Flushing, Long 
Island. 

The New Jersey Lumbermen’s Association 
is busily obtaining information for its forth- 
coming directory of the lumber and millwork 
firms in that State. G. Edward DeNike, the 
association secretary, has sent out a ques- 
tionnaire pertinent to the equipment, layout 
and business of each firm to be listed. 

Philip H. Bache, formerly of the H. B. 
Stebbins Lumber Co., Boston, is now covering 
all of New England except Connecticut, for 
the E. Land Lumber Corporation, of this city. 
Mr. Bache succeeds R. G. Stone. 

M. S. Baer, of the hardwood 
Richard P. Baer & Co., Baltimore, 
spent some time visiting the trade 
York. 

David Baird, former United States Senator 
and now candidate for governor of New Jer- 
sey, has resigned as director of the Public 
Service Corporation of New Jersey, the New 
York & Long Branch and the West Jersey & 
Seashore railroads, with which he had been 
affiliated for years. Mr. Baird is a prominent 
lumberman of Camden. 

J. M. Kamps, formerly general manager of 
the Insulite Co., Minneapolis, recently as- 
sumed the same position with the Wood Fibre 
Corporation, of 51 East Forty-second Street, 
of which Junius H. Browne is president. 
The corporation went into production in 1929 
and its plant is located at Lisbon Falls, Mé 
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THIS WEEK’S LUMBER PRICES 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Feb. 1 to 
98, inclusive, as reported by the North Caro- 
lina Pine Association: 


Bdge 4/4— 
SEE i xcctWiseeuss ee ed tenons ae -- -$39.65 
EE i cael oie Wiha = dais e Mialeie a mish aa areaa aie 25.05 
err ae rer eee 18.50 
SE LO 5.5 d'e Sarwan Nie a wea e aorulewie mnie 15.50 
No. 1 No.2 
Bé&better No.1 box box 
ee ccsseneaen $41.65 EE neu alee 
Se se eneat ons 40.7 news ae ‘<a 
ST eer ere 42.15 $30.95 $22.26 $17.85 
Serer rer 41.3 amen coee TTT 
ee werk ewan 43.45 32.75 21.40 18.056 
8 BR Pee 48.20 iain 21.90 18.10 
RE I 62.00 43.85 26.40 18.60 
Edge, B&better— 
i |... cpstcenendssesneseeeateeneenvne $44.45 
SE  svccdceccsovernsenensoneesseswe 57.60 
Dt” caconnnde kev enieen ane ehacweenee 64.55 
ok ioc ciara axa BUC OA aR WH Ue elem 48.05 
Bark Strips— 
POE EE ECE TTT eT ee $27.70 
a aa iar bees BAGG wi Gs or kak a 14.95 
Dressed 2%” 3” & 
Flooring— Wide Wider 
EE EE cctkeaeaavons $37.75 $36.35 
No. 1 common, }%”......+. 33.30 31.756 
No. 2 common, }#”........ 23.05 22.00 
2%” 3%” 
NE TE. nn ideccieewns 37.00 36.00 
B&better, bark strip partition.......... $28.35 
Box bark strips, dressed.........eseeeee. 11,95 
No. 2 
Roofers dressed 
SR . cb cpicseetescbenwerandeaeteenteue $21.20 
. OP On re 21.40 
SS err eT Pr ye ee 22.15 
Ee eee err re rr 26.95 





WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wis., prices: 
No. 1 Hemlock Boards, 818— 


8’ 10,12&14° 16’ 

De” cciescevaokanean $21.50 $22.50 $23.50 
5 ae arr 25.00 26.00 27.50 
-sicaiiniemnewaman 26.00 27.00 28.50 
BE 2sitcarekeneeeen 28.50 29.50 31.00 
SE sikacsincdncaesinein 29.50 30.50 32.00 
For shiplap or flooring, add 50 cents to 


prices on No. 1 boards. 
Ho. 1 Hemlock Dimension, 81S1E— 


8” 10’ 12’ 14" 16” 
2x 4” ...$26.00 $26.00 $26.00 $26.00 $27.00 
2x 6” 24.00 25.00 25.00 25.00 27.00 
2x 8” 26.00 26.00 26.00 26.00 27.00 
2x10” 25.00 28.00 29.00 29.00 28.00 
2x12” 25.00 29.00 29.00 29.00 29.00 


For Nu. 2 dimension, deduct $2.50 from price 
of No. 1. 


ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inc h 4” 6” 8” 10” 12” 





part. 6-16'.$42.00 $46.00 $46.00 $67.00 $82.00 
notte * 6-16’. 41.00 45.00 45.00 62.00 77.00 
No. 1, 6-16’.. 40.00 44.00 43.0 § § 
No, 2) 8-16’.. 40.50 38.50 38.50 38.50 46.00 
No. 3, 8-20’.. 31.50 33.00 33.00 34.00 35.00 
No. 4, 4-20’.. 27.00 29.00 29.50 29.50 29.50 
5&6/4, 6-16— 4”&wdr. 4,6&8” 10” 12” 
ORE $66.00 $68.00 $71.09 $81.00 
No. 1&btr....... 60.00 62.00 65.00 75.00 
Tt. Ditbesusennn 58.00 60.00 63.00 73.00 


For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, 
add $6; No. 3, 4-, 6-, g- and 10-inch, add $7.50; 
12-inch, add $8; No. 4, $4. 

§Furnished when available. 

Contains 40 to 50 percent D&better. 

Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, 35; for other 
lengths, including 18- and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd iengths, 3- to 20- 


Pw a but not over 20 percent shorter than 

ot 

D&btr., 4- -inch..$28.00 E, 4-inch....... $18.00 
6-inch.. 31.00 Ges oss vee 21.00 


7 spruce and pine, 4-foot; No. 1, $7.45; No. 
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DOUGLAS FIR 


[Special telegram to AMERICAN LuMBERMAN] 
Portland, Ore., March 31.—F. o. b. mill prices 
on actual sales of fir, March 27, 28 and 30, 
direct only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 
Bureau, were as follows: 


Vertical Grain Flooring 


B&btr Cc 
RET. “aid ieee bias $29.50 $31.50 $20.00 
ae ecko 32.00 oan 
ire 34.00 aia 
Flat Grain Flooring 
oe Sree ° 18.25 15.25 
OY sssceees ne 21.75 18.75 
Mixed Grain Flooring 
2” éseseaes cone irate cece Se 
Ceiling 
ee eas 16.50 12.25 
oe Sasnewan 16.25 15.25 
Drop Siding, 1x6” 
ere ‘ 21.00 17.00 
Pees - - -" " a 
/ ere . 11.50 
Pinish, xin ‘pried a Surfaced 
1x6” 1x8” 1x12” 
ee $33.50 $36.50 $50.50 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
i Sern $10.75 $11.00 $12.25 $15.25 
ie -secsence 6.25 6.75 7.50 8.00 
. ae 5.00 4.00 i 00 on 
D 
12’ 14’ 16° 18% 20’ 22&24* 26-32” 


No. 1, 2” thick— 
4”.$12.25 $12.25 $13.75 $14.25 $14.25... 
6”. 11.50 11.50 13.25 13.25 13.25 $16.50 $18. 25 
8”. 12.00 12.00 13.00 13.50 13.25 18.25 17.50 
- 13.25 12.75 13.75 14.25 14.25 16.25 17.50 





12”. 13.50 13.50 14.25 15.25 14.50 14.50 18.00 
2x4”, 8’, $12.50; 10’, $12.25; 2x6”, 10°, $11.25 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
WOO Bacces $6.25 * 50 ™ - = " $8.00 
ee Be ese 5.25 -25 vase 
Mo. 1 ne utes 
3x3 to 4x12” to 20’, surfaced ......... $15.00 
Sue te 1213" to 40", FOG ccccccccose 12.25 
5x5 to 12x12” to 40°, surfaced ......... 14.75 
Fir Lath 
De Be. Re ee ES ce eed ens eeenneceewes $2.75 
B&better, Flat Grain Car Siding, 9 or 19 
Se. o536us kevreuw anata 6 cometue weaeas $22.50 
BE” “a etdvawee es kuueew eu tewecesenawedaes 25.00 
The following average wholesale prices 


f. o. b. mills, those on commons covering 1- 
inch stock only, were reported by the Califor- 
nia White & Sugar Pine Manufacturers’ Asso- 
ciation for February: 

California White Pine 


No.1&2-clr.C sel. Dsel. No.3 clr. 
ah widths— 


ie rbseees - OS. 1-69 os. a $34. 4 691.50 
peat bees HET rt 85 aTeO ALB 
MPG wens donde 64.45 55.80 36.10 62.30 
California Sugar Pine 
US ee . 87.65 77.05 57.56 37.00 
DO. éasmnganae 83.20 69.90 62.45 52.85 
ee - 83.70 59.25 40.65 52.20 
Se: coersecene 93.40 76.65 59.50 63.15 
White Pine Shop Mixed Pines 
agg common...$18.05 Common— 
No. , 5/4xa.w.. 28.20 No.2 No.3 
No. 2, 6/4xa.w.. 18.85 6” ....$23.40 $15.95 
Pench C&better ccc Dele 
%"xa.w. ...- 60.26 10” .... 23.20 16.80 
Sugar Pine Shop 12” .... 25.00 165.60 
Inch common.. .$27.05 ~—— 1 $18.90 
No. , 5/4xa.w.. 36.00 oO. eeoccees e 
No. , 6/4xa.w.. 22.456 Bev. Siding, %x6”— 
pe os Fir B&better ... ae xt 
C&btr., all sizes.$38.60 , 04, °° 
No. 3&better, No. 1 $ 2.35 
mae” .cccoe 89.28 No. Fecemseiggs 
No. 2&btr. dimen., QO. S vecceee de 
1f%xa.w. .... 11.70 No.1 dim ™ 
Australian ot eeccce 37-38 .50 
Mixed pines— nasminaea is 
4/4xa.w + +04 0887.10 ouglas Pir 
6/4xa.w. ...... 41.85 C&better ......$40.35 
fone Sonnan : $00 Ties and tim- 97.20 
eel ¥ rer 
10/4&12/4xa.w. 73.20 Dimension .... 20.40 
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WESTERN RED CEDAR 


Seattle, Wash., March 28.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, %-inch 


Clear “e ” “BR” 
Ce... occee siieen $25.00 $22.00 $17.00 
OT ee re 29.00 24.00 20.00 
Rees: 29.00 24.00 20.00 
Clear Bungalow Siding 
%-inch %-inch 
I so women ag a wee me $43.00 $32.00 
PEPE, 0 62 Ko: dt00nesnenewensine 53.00 43.00 
DPE 26«60se0eedviabnereens 62.00 on 
Pinish, B&better $28, S48 
or Rough 
RE exe watenensdenkewne eeinnneennen $ 50.00 
EEE -cvgurs sages ok weeded asa Tees "i 55.00 
DEE  ciccniswdsnadecckseeennekwaneaes 70.00 
DT swasseesndbbscbOsso4eeeenurencan 85.00 
DE <‘cacpbsnawad sok beet sesaenanenead 90.00 
cnt hpbehind awh wid 6 wR bee ha eae 95.00 
oon ok acelin eee eae a ae Wee ane 100.00 
rrr rrr rer eee 105.00 
Clear Ceiling or Flooring, One Side V or B 
Be i ntncnoaNenneteekens omawae - $35.00 
Ss Fe Oe Eds ceases usweas euedenesne - 40.00 
Discounts on Mouldings 
Made from 1x3” and enter Sacer bana e tele +22 255% 
Made from other GiZeB..cccccccccccccccce 45% 
For 50,000 feet or more, additional dis- 
SEE dds-cernssvakadinkeiasneenuckas ipa 
Clear Lattice, 848, 4 to 10’ 
ae lin. f 
i” -cgihawentecns cena eeskerube wee -- $0. 
De. cc tvncuh aKa en ebb boNeebeeneeeenns i‘ 3E 
BE” gitvwtsebicdhennk veces sneeeesnsewie 25 





RED CEDAR SHINGLES 


Seattle, Wash., March 28.—Eastern prices 
per thousand (shingles packed by the square 
are approximately 5 cents over straight car 
prices) f. o. b. mills are as follows: 


First Grades, Standard Stock, Straight Cars 


metre etared, G/8 .ccccccve conwaw «e+ $1.25 @2.00 
aa o oigigen ae aeewaaewn 1.45 @2.26 
pe SE a ae ae rrt 2.10@3.00 
Murekas, Slash STaim...cccccccccces 2.20@2.95 
eee rer 2.95 @3.75 
Extra stars, 6/2....... %. s@8. 00 $1.45@2.00 


Royals, 24”, A grade.. 


Pirst Grades, ccaaniie ‘Btock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 


Extra stars, 6/2....... $1.45@2.00 $1.45@2.00 
WRRGEE GIOBTD cccccccece 1.65@2.20 1.60 @2.30 
Dr SOR 06.0 000000 2.20@3.00 2.05 @3.00 
ND aia ae ork are 2.60@3.0 

PUECOCRIOND. cccccccsons 3.15 @3.75 3.15 @3.75 
Royals, 24”, A grade... 7.00 

Dimension, 6/2, ae”. -. 2.85@2.60 2.50 


Pirst Grades, mite-Grade Inspected Stock 


. I, Sic ic icesdaavccicencen $1.45 @2.00 
Extra clears: , 

715% premium clearS...........0.6 2.05 @2.40 

50% premium clears............. 1.95 @2.50 
ae Sle DOPUNIEED. «+ o:0.000000 2.25 @3.00 
Eurekas (75% vertical grain)...... 3.00 
POE bcccaecendwouea xéesacen 3.25 @3.75 
Se eer eae er 0 
Second Grades, Standard Stock, Straight Cars 
oe Fy $0.90@1.00 
CY SI DOB ccs tonceeesse de -90@1.15 
CE GE b6 ccs cnesee waco xne 1.20@1.75 
SS Se ie ee 4.75 @5.75 
BO. 3 POPTOSUORG. 0c cccccccece eeeee 1,85@2.75 


Second Grades, Standard Stock, Mixed Oars 
Mixed with Mixed with 
cedar lumber fir lumber 
Common stars, Yt eae 1.00 pet He 


Common stars, 6/2... 20@1. 15 1.00@1.25 
Common clears 1.25@1.75 1.85@1.76 
No. 1.85@2.76 2.00@2.75 


WEST COAST SPRUCE 


[Special telegram to American Lumsrrman]) 


Portland, Ore., March 31.—The following are 
prices for mixed carlots prevailing today: 





Finish— Factory stock— 
a $55 @60 4/4 ...$24.00@26.00 
1x4—10” ... 45@50 5/4 ... 26.00@28.00 

Bevel siding— 6/4 ... 26.00@28.00 
 eeerrrrr 20.00 8/4 ... 29.00@30.00 
1%x6”, Flat gr. 26.00 th 


La — 3.00 
Vert. gr. 28.00 Green box 14.00@15.00 





INLAND EMPIRE PINES 


[Special telegram to AMEP CAN LuUMBERMAN] 

Portland, Ore., April 1.-—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, April 1. Averages include both 
direct and wholesale sales, and are based on 
mixed car orders. Quotations follow: 


Pondosa Pine 


INCH SELECTS AND Common, S2S— 


a” 10” 
$46.63 $64.25 $ 
35.18 47.25 
23.01 23.01 


6” 
C selects AL..... $50.00 
D selects AL..... 36.00 
No. 1 common AL 35.50 
No. 2 common AL ..... 
No. 3 common AL 16.87 

Suop, 5/4 ano 6/4, S2S— 

No. 1, $25.48; No. 2, $17.00; No. 3, $13.00 

Se.ects S2S, 5/4 anp 6/4, 4” AND WIDER— 


C select AL....$59.05 D select AL....$45.00 
Ps GE, OO Eeaereesdesedeusonaawen $58.00 


Idaho White Pine 
INCH SELECTs AND Common, S2S— 


moO 


«+ “Io wr 


* Ono * 
[| HON 


~ 
S: 
tr 
_ 
-. 
“1 
a 
i— 


16.87 


- 2 19 
$58.60 $76.12 

41.38 53.28 
39.50 44.00 


C selects AL..... $58.00 
D selects AL..... b-6 
No. 1 common AL 38.13 
No. 2 common AL 31.45 31.53 31.40 
No. 3 common AL 19.56... 25.00 

Seiects S28, 5/4 anp 6/4, 4” AND WIDER— 

i aa D select AL... .$65.00 

No. 4 Common, S28, RW RL.........002:. $12.28 

Larch and Pir 


ew Br vse aawesee dean $14. 
B Gene. “REG 2G ck cccacednveces 15. 
99° 


$34.00 
70.00 
39.48 
26.19 


C select .$80.00 


No. 
No. 


orel-] 
ooo 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended March 21: 


Plooring 
1x3” 1x4” 
Edge grain—Bé&better......... $60.00 $59.00 
Flat grain—Bé&beteer......... 31.50 31.00 


Partition and Siding 
Boston partition, B&better, 1x4”........ $31.00 


Drop siding, B&better, 1x6”............ 32.00 
Pinish and Moldings 

Finish, B&better, 1x5&10”............6. $45.00 

Finish, B&better, 5/4x5&10”............ 60.00 

Cae Gee WN, BO sg wo cis cccccccsccce 52.00 

Discount on moldings, 1%” and under... 50% 


1%” and over.... 42% 
Board and Shiplap 


Boards and shiplap, No. J, 1x8”........ $28.00 
Boards, No. 2, 1x12”, 10, 18&20’........ 22.00 
Se: 2 Ue Be ebvesteaccheceesken 15.50 
Dimension 
ee fe lUlU!lU Ore $138.00 
ee. Se aad akbar wae adele 21.00 
7 ot ge a | nee a 31.00 
Se By ees BO Oe OE ivcecccevecceun 16.00 
ee ee ee 44 eda w haem edaas 23.00 
Lath 
a eR ee ht es aw ae ae die maar $2.25 





PHILADELPHIA PRICES 


Philadelphia, Pa., March 30.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
Bé&better, $42.00; No. 1 common, $37.00; No. 

2 droppings, $28.00. 

LONGLEAF YELLOW PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$36.00 $42.00 $52.00 $65.00 $75.00 

GeorGIA ArrR DrieED Roorers— 

Tongued and grooved, %-inch, 
$20.00 ‘ 

KILN DRIED YELLOW PINE ROOFERS— 

Toned and grooved, standard, 6-inch width, 


6-inch width, 


NoRTH CAROLINA PINE RouGH Box, No. 1— 
10-inch, $26.00. 12-inch, $27.00. 

NorRTH CAROLINA PINE FINISH, 

, DINNRON o ciacces nen dcedsaneed $42.50 
NorRTH CAROLINA PINE STEPPING, 

Beemener, SSERISAMSD 6 diccccccosveneves $63.00 


ie CAROLINA PINE DIMENSION, No. 2 & bet- 

er— 

S48, %-inch scant, 2x3-inch, 9-foot, $20.00: 
2x3-inch, 16-foot, $21.50. Rough, 2x10-inch, 
16-foot, $24.00; 3x8-inch, 16-foot, $24.00. 
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WEST COAST LOGS 


, Everett, Wash., March 28—List prices of 
ogs: 
Fir: Selected No. 1, $21; No. 1, $20; No. 2, 


$15; No. 3, $10. 

Cedar: Rafts of shingle logs only $12; lum- 
ber logs, $24. 

Hemlock: No. 2, $12@12.50; No. 3, $10@ 
0.50. 

Note: There is no established price, espe- 
cially not on fir logs, as few are moving and 
buyers control the market. 


NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.: 





ASH— 
FAS Sel. No. 1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 46.00 $ 30.00 $ 22.00 
5/4 ... 75.00 65.00 58.00 35.00 22.00 
6/4 ... 90.00 75.00 60.00 35.00 22.00 
8/4 - 100.00 85.00 70.00 40.00 22.00 
BrrcoH— 
4/4 80.00 60.00 38.00 26.00 18.00 
5/4 85.00 65.00 45.00 33.00 19.00 
6/4 90.00 70.00 62.00 35.00 19.00 
8/4 95.00 75.00 65.00 40.00 21.00 
10/4 100.00 90.00 80.00 60.00 eer 
12/4 105.00 95. 85.00 65.00 eae 
16/4 160.00 145.00 130.00 ates 
5/8 70.00 55.00 30.00 23.00 
3/4 ... 72.00 58.00 34.00 23.00 
Thin 4/4 72.00 58.00 34.00 one re 
Price of No. 2 and better, 1x4 inch and 


wider, 4- and 6-foot lengths, $30. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $70; one and two face clear, $55; 
1x5-inch, two face clear, $85; one and two face 
clear, $65. 


Sorr MarpLr— 


4/4 .. 60.00 50.00 38.00 25.00 18.00 
5/4 ... 65.00 55.00 43.00 30.00 19.00 
6/4 ... 77.00 67.00 55.00 35.00 19.00 
8/4 ... 82.00 72.00 62.00 39.00 12.00 
Sorr Etm— 
FAS No. 1&Sel No. 2 No. 3 
4/4 60.00 40.00 25.00 22.00 
5/4 70.00 50.00 28.00 24.00 
6/4 75.00 55.00 28.00 23.00 
8/4 80.00 60.00 36.00 23.00 
10/4 ... 90.00 70.00 40.00 neue 
12/4 ... 100.00 80.00 45.00 —o 
Rock ELM— 
FAS Sel. No.1 No.2 No. 3 
4/4 80.00 nace 55.00 27.00 19.00 
5/4 85.00 60.00 30.00 20.09 
6/4 90.00 65.00 30.00 *20.00 
8/4 95.00 75.00 38.00 *25.00 
10/4 ... 105.00 a 85.00 52.00 sii 
12/4 ... 115.00 wai 95.00 57.00 *30.00 
*Bridge plank, add $4 to No. 3 price 
Basswoop— 
4/4 65.00 55.00 42.00 24.00 20.00 
5/4 68.00 58.00 48.00 26.00 22.00 
6/4 72.00 62.00 60.00 30.00 23.00 
8/4 75.00 65.00 55.00 34.00 24.00 
10/4 90.00 80.00 65.00 45.00 ee 
12/4 100.00 90.00 75.00 55.00 


No. 1, $60; 5/4, $75; or on grades, FAS, $85; 
No. 1, $65. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 


Rep OakK— 


4/4 ... 865.00 65.00 50.00 32.00 14.00 
5/4 ... 90.00 70.00 60.00 38.00 18.09 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
HARD MAPLE— 
4/4 67.00 57.00 45.00 34.00 14.00 
5/4 80.00 60.00 48.00 36.00 18.00 
6/4 85.00 65.00 650.00 36.00 18.00 
8/4 90.00 70.00 60.00 36.00 18.00 
10/4 110.00 90.00 75.00 50.00 one 
12/4 - 125.00 105.00 90.00 52.00 
16/4 - 170.00 150.00 130.00 (soe P 
Harp Mapize RoveH F.oorina Stocx— 
No. 1 No.2 No. 3A 
com. com. com. 
Se ctheenseudnntvesweien $43.00 $33.00 $23.00 
Ee Ae eee oe 45.00 35.00 25.00 
DPE <scerccdencndvarees een 35.00 25.00 
BrecH— No. 2 and better 
ME celwieriad@ishbnbtaacsacweasl $38.00 
ee pideventeessdiinGkeswasesuans 7.0 
FAS Sel. No. 1 No. 2 No. 3 
OFS «sceua $70.00 $60.00 $50.00 $35.00 $22.00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 
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APPALACHIAN WOODS 


Cincinnati, Ohio, March 30.—Average Whole. 
sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture’ hardwoods: 


PLAIN WHITE OaAK— 


4/4 5&6/4 8/4 
are $95@100 $110@115 $115 @1% 
No. 1 com.&sel. 48@ 563 63@ 68 709 5 
No. 2 com..... 34@ 36 40@ 45 
No. 3 com..... 24@ 26 26@ 28 26@ x 
Sd. wormy - 40@ 42 55@ 57 60@ ® 
PLAIN RED Oak— 
ee ee 80 80@ 85 90@109 
No. 1 com.&sel. 45 48 652@ 55 58@ 
No. 2 com...... 32@ 34 36@ 38 38@ 4% 
No. 3 com...... 24@ 26 27@ 30 28@ 2% 
CHESTNUT— 
FAS .......++. 75@ 80 90@ 95 100@105 
No. 1 com..... 43@ 46 54@ 59 60@ 65 
No. 3 com..... 22@ 23 22@ 23 22@ 23 
Sd. wormy & 
o. 2 com... 30@ 33 34@ 37 38@ 4% 
No. 1 & btr. sd. 
WOrmy ....- 3@ 37 35@ 38 40@ 42 
PoPLaAaR— 
Panel & No. 1, 

18” & wdr...130@135 140@145 150@155 
ee. seteeseves 90@100 105@115 120@139 
Saps & sel.... 70@ 75 80@ 90 95@105 
a © siceweeas 48@ 52 55@ 60 60@ 6 
Oe sscune 33@ 36 40@ 43 45@ 4& 
ak Me eneeus 24@ 26 28@ 30 29@ %1 

MAPLE— 
7 75@ 78 78@ 83 84@ 87 
No. 1 comé&sel. 47@ 50 55@ 60 64@ 6 
No. 2 com..... 40@ 43 40@ 43 41@ 4 





OAK FLOORING 


Following are carlot quotations, Chicago 
basis, on oak flooring: 
48X2%" 38x1%” %x2” %x1h’ 
Clear qtd. wht..$103.00 $96.00 $86.00 $63.00 
Clear qtd. red... 76.00 71.00 66.0 61.00 
Select qtd. wht. 73.00 61.00 50.00 47.00 
Select qtd. red.. 62.00 55.00 50.00 48.00 
Clear pln. wht.. 80.00 60.00 58.00 46.00 
Clear pln. red... 68.00 60.00 56.00 60.00 
Select pln. wht. 65.00 50.00 40.00 39.00 
Select pln. red.. 54.00 51.00 40.00 39.00 
mee E. WRsc sce 35.00 34.00 26.00 265.00 
ee ae 35.00 34.00 26.00 25.00 
No. 2 mixed.... 23.00 22.00 12.00 12.00 
1%4x2” %x1}”" 
Cee O66. WHE. icc ccccesecsécness $92.50 $91.50 
OE ccncensceccavenee® 89.50 89.60 
SOE. oicancreenvesea eee 71.50 68.50 
OR WO SOG: ceccccdaecevsseee . 71.50 68.50 
Ce BE, WE cc cwasccedveseses 66.50 66.50 
Ce BE, BOM cccceveceendtecnve 61.50 61.50 
BaeeE SER. WE... c cccccnscceccsss 58.50 657.50 
ee ee ee eer ner rrr 55.50 55.50 
ey EWR. DR cccccesccsscssess 35.50 33.50 
iene oda ore hare eeit Rm 35.50 33.50 
Be BD WRG s cc cectoivees ain ane 18.50 17.50 


New York delivered prices may be obtained 
by adding to the above: For }g-inch stock, $3; 
for %-inch, $1.50; for %-inch, $2. 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o, b. cars 
flooring mill basis during the week ended 


28: 
yeapene First Third 
corecccccces $66.61 $34.68 


— 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. 0. 
mills, lower Michigan: 





Second 


q5x2%” $57.45 





FAS No. 1 & sel. 

IN din ore biatmaareth a nee $110.00 $ 85.00 
rr ere ek 115.00 90.00 
BN accion cs wc aa aaa ae 120.00 95.00 
| 2a eee rrr ne 125.00 100.00 
EY ind a diene eee e a wees 150.00 125.00 
Se. cinema ene ene see kee oe 160.00 135.00 


———— 





CLAPBOARDS 


BOSTON, MASS., March 31.—The clapboard 
trade is dull. Nearly all retail yards are 
carrying very light stocks. Prices for east- 
ern spruce and native white pine clapboards 
keep fairly steady, because of very light sup- 
plies. Sellers of West Coast clapboards are 
urgent, and quotations show some weakness. 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern hardwoods received during the week ended March 24, Chicago basis: 


4/4 5/4 


. 6/4 8/4 4/4 
FicURED RED GUM— RED OAK— 

Se. FRR Cio SERGec ee Ancdenaenes , enecnnns Qtd. No. 1 & 

. 
Rep GUM— sel. onees 53.50@ 
. ‘ - - "> ~ INO. 2 «cece 36.00 

Qtd. FAS... 72.25@ 77.00 79.25 |) re ee Pin. FAS... 58.75@ 
No. 1&sel. 40.00@ 47.25 ............ 53.00 52.75 No. 1&sel. 39.50@ 

Pin. FAS... 74.25@ 81.00 81.00@ 86.00 80.25@ 81.00 ............ No. 1com. 38.50 _ 
No. l&sel. 39.25@ 47.00 49.00@ 51.00 53.00 54.75 No. 2 .... 30.00@ 
RAS soon ae @6©6—6™CtC~=éSK Sw SRR Reseda aban > Ceeebevenens BG. WOT scccece 

Sap GUM— AsH— 

Ce PGs Atte mantve waded MAcws. sameceemoe: 51.50@ 55.00 BAS +. 62.25 
me S600. E06 °° 0 2 —Clhs neouroas - 87.00@ 37.75 35.75@ 41.50 No. 1&sel... ....... 
Meee Secs San AlGog ecge clttt 27.50 No. 2 .seeee 27.25@ 

Pin. FAS... Sec0@ 46.90 41.00@ 46.76 wccccccccces evsscevessue MIXED OAK— 

No. 1&sel. 29.00@ 33.50 35.50 §§  jj§-= cicccccccecce 5 . Gi wr 
No.2 .... 23.00@ 24.50 25.25 s628@ 27.28 22 7O 39.00 ey 28.20 
chin ae”| 8 ~~ ~!!|«| pabSeneelans sipicheasaae Renuvepibae Sort MAPLE— 
guack GUM— 7 paod... errr 
oon WAS... CSR  cdsarcncedcr 45.00 45.75 ek see 
ee 33.75@ 35.00 35.00 = ceceeeee coon | Oe 

Cee”): hroc, oe ae NO. 2 weeeee eereeee 
No. 1&sel. 28.25 = =—«§-necccceccccce Cc cccccccces covccccceces BEECH— 

Di Sisas+ 2 @8=—20s(C Hho ND bea ekawbee “eleawaoenwete ee 6.6) Kg a0 o% 
TUPELO— HIcKkorRY— 

RN . itdeneiney snmbeceadinde. kdaesaaleweal 43.25 (SS ae 
No. 1&sel. Sioa arte aooua sag TU 33.25 a > ee 

Pin. FAS... 37.25@ 37.50 39.00@ 40.00 ..........06 48.25 = 
a: MN, b4stcescnees 29.00@ 32.50 34.50 38.25 by ig ee 
MG e606 suveeetevens ——  <diterrencved 28.25 Ale ee 

WHITE OAK— mB) CoTTOoN WooD— on 
iat —— re 34.75@ 

Qtd. FAS... pet esetees 132.75 eeoceececeeen eveeeeseeeee No. 1 com 29.00 
ee rere mm eee gmt ep ene are a oe 26.00@ 

Pin, WAR. .: TESOO SLIE  iccsccccscce 94.00@101.25 103.50 Ma 8 ....., 41.56 
No. 1&sel. 40.25@ 54.00 52.00@ 64.00 55.00@ 68.00 60.50@ 76.25 Piel 
to ae.  bnkneacesone Se eooeooens SYCAMORE— 

OE ncek MEEEOD DRED wscanctvers +. Scekewibaden: Subans “nena BAS ve ssees seecees 
aa eee”  wicevdescae shbenivGecte ssibidkaeouaes — —— teeeees 
PoPLAR— No erat en: Sores rs 

Fee, PAR... TED TLD TERR 8 ckiccteseces Gargecsoare ° — = 
Ae sc. dunaneenn wud 55.00 57.00 60.00 La 
Selects .. 48.50 Eamets ee sae. * sae eae No. lé&sel... 34.75 _ 
Saps & sel. 47.25 SE DEE cunastsdsaean bcaueebaeee No. 2 «2.00 26.00@ 
2. fee see See )06©.60Ul™U™”~=COMeeededanwe Ueeeheaueease PECAN— 
ke Bac. Mn "7 becatsuneis- oadcceuwen ey )-ewen cakes ear errr 
i De: ee 9 ~~ —s«s «A RERERERGER cctteseeebanees edea ares . ee. Bas Stcwwes 
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CHICAGO RECEIPTS, 
SHIPMENTS 


Chicago receipts and shipments of lumber 
and shingles, in thousands, were reported by 
L. C. West, statistician, of the Board of 
Trade, for the four weeks, March 1 to March 
28. inclusive, and for the year to date, Jan. 
to March 28, with comparative figures for the 
corresponding periods of 1930: 

Receipts 

Above 








Lumber— Receipts Shipments Shipments 
March 1 to} 1931 116,415 50,277 66,138 
March 28 §1930 179,529 67.898 111,631 
Inc. or dec...... —63,114 —17,621 §—45,493 
Jan, 1 to) 1931 325,540 134,676 190,864 
March 2851930 516,212 206,481 309,731 
Inc. or dec.....—190,672 —71,805 §—118.867 
Receipts 
Above 
Shingles— Receipts Shipments Shipments 
March 1 to} 1931 18,082 12.465 5,617 
March 28 §1930 35,867 28,203 7,664 








Ine. or deec.. 17,785 15,738 §—2,047 
Shipments 

Above 

Receipts 
Jan. 1 to) 1931 44,791 55,247 10.456 
March 2851930 64.254 71,551 7.297 
Inc. or dec...... 19,463 16,304 §—3,159 


$Last figure in 


each group gives difference 
between 193 


and 1930 net receipts. 


BOXBOARDS 








BOSTON, MASS., March 31.—Some plants 
are buying box lumber a little more freely, 


but the general demand has improved very 
little since February, while prices are rather 
easier, Some distributors report $24 to be 
top for ordinary log run round edge white 
Pine inch boxboards, with the bulk of busi- 


ness being done around $21@23 and special 
lots offered down to $20. Stocks of unsold 
round edge box lumber at New Hampshire 
association mills dropped nearly 5,000,000 
feet during the last quarter of 1930, but 
Winter cutting and light consumption have 
Probably resulted in accumulation. 


This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 31 


NORTHERN PINE 


CHICAGO, April 1.—Both sales volume and 


prices are distressingly low, a _ condition 
which has obtained for weeks, but the dis- 


tributers of northern pine take hope from the 
general attitude of the retailers and indus- 
trial consumers, and are quite cheerful in the 
face of their difficulties. 


BUFFALO, N. Y., March 31.—The return of 
colder weather has had a tendency to slow 
up buying of northern pine. Mill stocks are 
not extensive, so that prices of most items 


HARDWOODS 


CHICAGO, April 1.—Most of the hardwood 


distributers agree that the latter half of 
March was “not so hot,” and they refer to 
something besides the weather, although 


that had its chilly spots, too. “There hasn’t 
been,” said one, “enough business for all of 
us, and when one was enjoying pretty fair 
trade that meant that some other man wasn’t 
getting much of anything.” Almost all trade 
has been in very small orders. With the com- 
ing of sunshine, however, and its reasonable 
assurance of fair weather, hopes are rising, 
and there is a quite general belief that the 
market will soon stop scraping bottom. There 
still is a wide range in prices quoted. 

BUFFALO, N. Y., March 31.—Hardwood de- 
mand is not of large volume. Some yards 
report increased inquiry, but others say that 
they see little or no improvement over a 
month ago. The buying is limited to small 
lots in the majority of cases. Prices are not 
satisfactory. 





CINCINNATI, OHIO, 
buying in southern 
more encouraging. 


March 31.—Volume of 
hardwoods is somewhat 
Prices are inclined to be 


irregular, however. Sap gum is somewhat 
lower and very unsettled, with orders light. 
Red oak, poplar, maple and ash are more 


active, with prices stronger. The body build- 


ing industry continues to be an active buyer. 
Some oak, poplar and gum are being taken 
by the furniture trade. Eastern wholesalers 
are making more active inquiry. 


MD., March 30. 
experience no difficulty in 
getting stocks at low figures, and securing 
prompt shipment. Signs of a revival noted 
a while ago appear to have vanished. For- 
eign markets have been manifesting rather 
a more active interest of late. 


BALTIMORE, 
hardwoods now 





Buyers of 


HOUSTON, TEX., April 2.—Rough oak con- 
tinues to sell at a fair rate, but gum is quiet. 
Automobile concerns are the best buyers. 
There has been no change in price. 


CYPRESS 


CINCINNATI, OHIO, March 31.—Some fac- 
tory orders with a few yard orders made up 
the business of cypress dealers here last 
week. Buying was light, with mixed carlots 
predominating. Inquiry from the eastern 
wholesalers was more encouraging. Prices 
are stiffening a little. 


BALTIMORE, MD., March 30.—Cypress in- 
quiry is tentative, and buyers show caution. 
Volume of trade has just about held its own. 
The lower grades are being called for along 
with competitive stocks. High grade Gulf 
items retain their firmness, with the demand 


showing perhaps somewhat more activity. 
The stocks in the yards here are generally 
small, but well assorted. 


EASTERN SPRUCE 


BOSTON, MASS., March 31.—The 
spruce trade is decidedly dull. 
cautious about increasing their light stocks, 
and price concessions fail to tempt them. 
Frames are offered at $36@38 base, but ordi- 
nary schedules of yard dimension can be 
bought for materially less. Random lengths 
are dull and prices continue to droop. Scant- 


eastern 
Retailers are 








72 
ling can be had at $26@27, 2x6- and 7-inch at 
$27@28, 2x8-inch at $32@32.50, and 2x10-inch 
at $35@36. The supply of lath in first hands 
is now so light that prices are distinctly 
firmer. Wholesalers quote $3.50@3.75 for 
1%-inch, and a firm $5 for 15-inch. 


SOUTHERN PINE 


CHICAGO, April 1.—The large manufactur- 
ers of southern pine which recently estab- 
lished a firm price policy now are declaring 
they mean to stick to it absolutely, no mat- 
ter what happens to the sales volume. This 
week the situation here has not changed ap- 
preciably, with most of the distributers do- 
ing a little business and none of them report- 
ing much. Retail buying is more active out- 
side the city than in it. 


CINCINNATI, OHIO, March 31.—Buying of 
southern pine was quiet last week, and prices 
lost much of their gain of the previous week. 
Most orders were from local retailers and for 


common lumber. Some millwork sales were 
made. Prospects are brighter for April. 
Up-State yards reported business dull, with 


present stocks ample. 


BOSTON, MASS., March 31.- 
trade is dull. 
and some 
There aré 
8-inch air 
partition 


-Southern pine 
Prices are no more than steady, 
items show distinct weakness. 
increasing opportunities to buy 
dried roofers at $23. B&better 
may be had at $38.50. Current 
range for both shortleaf and longleaf 1x4- 
inch flooring: B&better rift, $67@80; C rift, 
$52.75@58; B&better flat, $38.50@42.25. 





NEW YORK, March 
great deal of southern 
retailers are interested only when their 
stocks are very low. Prices are holding 
fairly well and the market is not so highly 
competitive as it was a few months ago. 


30.—There is not a 
pine coming in, and 


KANSAS CITY, MO., March 31.—Southern 
pine continues to hold the popular interest, 
and mills are heavily oversold. Sales to the 
southern oil fields lagged during the last 
week, as most of the development is com- 
pleted. Eastern and central yards, however, 
are consistent purchasers of a variety of 
items, and demand is particularly good from 
local yards. Industrial demand is somewhat 
limited, there having been only a few orders 
last week, and those mostly for cheap grades 
of crating lumber. 

HOUSTON, TEX., April 2.—There seems to 
be a shortage of all low grade stocks and 
of No. 1 dimension and No. 1 boards. There 
is a good demand for all items. Shipments 
of low grade stocks are heavy at times. There 
is reported to be a “price war” raging in the 
oil field districts. 


3ALTIMORE, MD., March 30.—Volume of 
trade in longleaf is maintained at recent 
levels. Quotations remain virtually un- 


changed. Producers manage to 
their output: as fast as it is ready for ship- 
ment. North Carolina pine demand is very 
moderate, and prices are about as they have 
been. The mills are perhaps in better shape 
than they were, with stocks smaller. Stocks 
here suffice to take care of immediate needs. 


WESTERN PINES 


CHICAGO, April 
change in the movement of western pines 
this week. Orders are small and most of 
them have one thing in common, it seems 
in the words of several distributers, the buy- 
ers want “us to ship it yesterday.” Some 
shop items in sugar pine were a trifle lower 
in price this week, but white and Pondosa 
remained about the same. 


dispose of 


1.—There is no special 





NEW YORK, March 30.—Idaho and Pondosa 
items are not moving briskly, but recent 
price gains are maintained. The market 
could use more lumber of the leading grades. 
Stocks of the main items are badly broken. 


BUFFALO, N. Y., March 31.—Western pines 
are bought chiefly for immediate needs, and 
neither industrial users nor retailers report 
much improvement in their business. Cold 
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weather has retarded the demand in the build- 
ing line. Prices of both California white and 
sugar pines are about steady. 





KANSAS CITY, MO., March 31.—Sales of 
western pine were quite heavy last week. 
Retail yards heard that upward price revi- 
sions were being contemplated, because out- 
put is so far behind sales, and they bought 
quite heavily to take advantage of present 
prices. Inquiry has been exceptionally good. 
Some common items were rather weak. 


DOUGLAS FIR 


CHICAGO, April 1.—Yards outside Chicago, 
and industrial plants, are buying some Doug- 
las fir, but it is in very small quantities and 
the price is competitive to a degree that is 
more than just “keen.” There is, however, 
some building of homes in cases where the 
owner expects to be the occupant, and the 
writer this week saw a small group of specu- 
lative houses. There is a known demand for 
new homes but along with it also a known 
lack of funds except in bank vaults. Dis- 
tributers show a grim determination to “stick 
to it” right through the storm, and are en- 
couraged by the amount of figuring on con- 
struction jobs and inquiries. 

KANSAS CITY, MO., March 
more inquiry was the only feature of the 
Douglas fir market. Sales have been un- 
usually quiet, scattered shipments to interior 
yards comprising most of the business. Rail- 


31.—A little 





roads and industrial users in general are 
backward about purchasing. 
NEW YORK, March 30.—The distribution 


of Douglas fir continues to show seasonal 
gains, but wholesalers say that retailers are 
not buying as they should and the yardmen 
claim that their business is not developing 
as they had expected. Most of the lumber 
arriving is immediately distributed. Prices 
are holding firm. 


BALTIMORE, MD., March 30.—With ocean 
freight rates uncertain, buyers are naturally 
inclined to hold off on the possibility that 
the market may work lower. A number of 
shippers have found themselves with a great 
amount of space on steamers, and are rushing 
stocks to the East in order to make use of 
that space. The movement is unusually 
heavy, and there is further pressure upon the 
market, for any lowering in the freight rates 
is immediately passed on to the buyers. 


HEMLOCK 


CHICAGO, April 1.—There is an active de- 
nand for northern hemlock from Wisconsin, 
Michigan and northern Illinois rural yards, 
at prices averaging $9 off the list, and reports 
indicate that this movement is indeed pleas- 
ant to hardwood operators, despite the low 
prices, for it takes their attention, momen- 
tarily at least, away from the price of beech, 
basswood, birch or what-have-you. 


BOSTON, MASS., March 31.—The hemlock 
market is dull and prices are weak. Western 
hemlock has been offered at $13.50 off page 
11%, Atlantic differentials, but most whole- 
salers refuse to shade $13 off. There is 
little inquiry for eastern and northern hem- 
lock. The last sale of eastern clipped boards 
reported was at $28, and random are offered 
for $1 less. 





NEW YORK, March 30.—By comparison 
with March last year, this month’s business 
has been fairly good although it is reported 
generally to be slow. Yards carry little sur- 
plus hemlock, and most of the orders are 
for small amounts for quick delivery. 


SHINGLES AND LATH 


KANSAS CITY, MO., March 31.—The incle- 
ment weather had more effect upon the 
shingle and lath market than upon any other 
market. Sales dwindled rapidly, and are now 
on about a level with February and early 
March volume, 


NEW YORK, March 30.—Incoming lath 
shipments are light, few if any coming by 
cargo. Wholesale stocks are dwindling under 
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a steady, if light, demand. Shingle demana 
is also light, and there are ample stocks, 
Prices of shingles and lath remained station- 
ary last week. 


Cedar Shingle Makers Adopt 
Standards 


(Continued from Page 51) 


of the thousand pack shingles, the meeting 
at the suggestion of Chairman Steidle, set 
July 1 as the effective date to go on the 
commercial standard. The division oi stand- 
ards of the Department of Commerce will 
reprint these standards as corrected and 
adopted, then will submit them to the indi- 
vidual members of the industry, with blank 
acceptances. As soon as a sufficient number 
of manufacturers have returned the signed 
acceptances certification of standards can be 
put into effect. 

In carrying out this plan of Department 
of Commerce standards it is necessary to 
have a standing committee. The shingle 
manufacturers, assembled in co-operation 
with Chairman Steidle, endorsed a commit- 
tee which will be comprised of four shingle 
manufacturers, three representatives of stain- 
ing companies, one wholesaler, three retail- 
ers, One member of the Association of Gen- 
eral Contractors of America, one member 
of the American Institute of Architects, one 
member of the American Society for Testing 
Materials. Chairman Steidle is also repre- 
sented on this committee. 





Lumbermen Representatives 


The shingle manufacturers appointed on 
this committee are Robert McNair, of the 
Robert McNair Shingle Co., Vancouver, 
B. C.; George Bergstrom, C. B. Shingle Co., 
Everett; F. R. Titcomb, Weyerhaeuser Tim- 
ber Co., Tacoma; A. J. Morley, Saginaw 
Timber Co., Aberdeen, Wash. Represent- 
ing the wholesalers, Arthur E. Lane, presi- 
dent of the National-American Wholesale 
Lumber Association, of New York. Retail- 
ers, Findley Torrence, Xenia, Ohio, Al 
Hager, Lansing, Mich., W. C. Miller, Se- 
attle, Wash. For the staining companies, 
J. A. Edgecomb, The Edham Co., F. A. 
Hofheins, Weatherbest Stained Shingle Co., 
Jerry Giles, Creodipt Co. 

Representatives of the contractors, archi- 
tects and society for testing materials, will 
be left to those organizations to select. 

As is the custom at the Shingle Congresses, 
the intervening evening between the two 
day sessions was devoted to dancing. 
Thursday evening a dance was held in the 
Venetian Ballroom of the Olympic Hotel, 
dancing from 9 until 12. Here the shingle 
men, with their friends and ladies, spent an 
enjoyable evening. 


SHINGLE CONGRESS NOTE 


Arthur Bevan, secretary-manager of the 
Red Cedar Shingle Bureau, is an enthusias- 
tic, if not skilled, golfer. A year ago when 
the Shingle Congress was held five or six 
weeks earlier, being approximately in mid- 
winter, Arthur had widely heralded one ol 
the attractions of the Shingle Congress to 
be an afternoon of golf at the beautiful 
Broadmoor course. When the time came 
the weather man proved to Arthur that he 
had been a little too zealous in his adver- 
tising of Seattle as an-every-day-in-the-year 
golf climate. This year with the congress 
set well along into the early spring, and 
with the experience of a winter just past 
when every day gave one spring fever, 
Arthur again promulgated his propaganda 
regarding an afternoon of golf, and again 
old man weather protested, and in order to 
defeat this purpose there blew up a snow- 
storm that lasted during the entire afternoon, 
it being the first snow seen in Seattle in 
considerably more than a year. 
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Death’s Toll of the Lumber Industry 


ALBERT WILLIAM ROSE, president and 
general manager of the Burton-Swartz 
Cypress Co. of Florida, Perry, Fla. died 
March 24, at Wesley Memorial Hospital, At- 

lanta, Ga. after an 


illness of several 
months. Mr. Rose, the 
only son of W. 8S. Rose 
and nephew of the 
late Mrs. W. L. Burton, 
was born in Fort 
Worth, Tex., Dec. 1, 
1877, and was educated 
in the schools of Dal- 
las. As a young man 
he was a traveling 
salesman for the Price 





THE 
Ah We 


LATE 
ROSE 





Extract Co., of Chi- 
cago, covering the 
northwestern territory. 
In 1914 he became con- 
nected with the Bur- 
ton-Swartz Cypress 
Co., of Burton, La., and 
in the latter part of 
that year went to 
Perry to work for the 
same company. He be- 
gan his connection 
company by grading on the green 
then served as assistant sales manager, 
and after acquiring an interest 
in the was elected president and gen- 
eral manager in 1929, holding those offices 
until his death. He was also vice president of 
the Gulf Red Cypress Co., of Jacksonville. He 
married Miss Leslie Schmidt, of Denver, in 


with the 


chain, 
sales Manager, 


wastne Ss, 


1915, and she survives him with two children, 
Katherine, aged 15, and William S., aged 9. 
He was a member of St. James Mission Epis- 
copal Church, of Perry, and funeral services 
were held there, the body being taken to 


Jacksonville, Fla., for interment. 


EDWIN HOLTON KEELER, president of 
the Rockford Lumber & Fuel Co., of Rock- 


ford, Ill., and vice president of the Forest 
City National Bank, died on Saturday even- 
ing, March 28 following an attack of in- 
fluenza a week before. His death was en- 


tirely unexpected and was a great shock to 
his numerous friends and acquaintances in 
Rockford and in the lumber trade of the 
State. Mr. Keeler was born in Janesville, 
Wis., Aug. 13, 1863, the son of Chauncey C. 
and Katherine Keeler, pioneers in Rock 
County. He spent his early life in Janes- 
ville and Beloit. His father was one of the 
founders of the Beloit Savings Bank and be- 
gan the Keeler Lumber Co. there. After 
graduation from Phillips Exeter Academy at 
Andover, Mr. Keeler entered his father’s busi- 
ness. They moved to Rockford in 1888 and 
became associated with the late Col. Thomas 
G. Lawler in a lumber and fuel firm which 
later merged with the Perry-Reber Co. This 
finally became the Rockford Lumber & Fuel 
Co., of today. Mr. Keeler was one of the 
leading business men of Rockford during the 
last forty years. He was the first vice presi- 
dent of the Forest City National Bank and 
retained that office until his death. He was 
one of the first presidents of the Rockford 
Chamber of Commerce and served that or- 
Sanization for ten years as director. He had 
a large part in compiling the “city planning” 


book of 1915, much of which has been carried 
out. Mr. Keeler was active in the Illinois 
Lumber & Material Dealers’ Association, and 
at the last annual presented, in behalf of the 
Rockford members, a handsome silver tree- 
and-well platter to President Colton, a Rock- 
ford man. Highly regarded by his fellow- 


members he will be greatly 
organization. He is 
three cl 


missed in that 
survived by a widow, 
lildren and several grandchildren. 

CRANEY, age 75, well known 
logging contractor, died suddenly March 24 
in the office of the Chinook Lumber & Manu- 
facturing Co., Spokane, Wash., where he had 
been talking business. A stroke of apoplexy 


JAMES E. 


Was the cause of death. A native of Maine, 
Mr. Craney engaged in the lumber and log- 
fing industry in Minnesota and Wisconsin 
efore going to Spokane in 1902. He contin- 


ued his logging operations as contractor and 
Superintendent of logging for concerns in the 
Inland Empire near Spokane. At various 
mos he had been connected with the Phoenix 
omega Co., the old Spokane Lumber Co., the 
aomers Lumber Co. at Somers, Mont., the 
ae Northern Lumber Co. at Leavenworth, 
Wash., and the National Sash & Door Co. at 


Chewelah, Wash. Mr. Craney is survived by 
his widow and three daughters and two sons. 


MRS. JEAN E. DeLONG, wife of Edwin W. 
DeLong, assistant treasurer for the Weyer- 
haeuser Timber Co., died at her home in Ta- 
coma, Wash., March 23. Mrs. DeLong was 
47 years of age and went to Tacoma in 1919 
from Minneapolis. She is survived by her 
husband, one son, one daughter, her parents, 
a sister and three brothers. ° 


BURT E. DEYO, secretary-treasurer of the 
Stevens Jarvis Lumber Co., of Eau Claire, 
Wis., was found dead March 23, the victim 
of his third paralytic stroke in two years. He 
was 76 years old. Mr. Deyo was affiliated 
with the W. J. Starr Lumber Co., of Eau 
Claire, for 37 years before joining the other 
firm. He is survived by his widow, a daugh- 
ter, Mrs. J. Underwood of Edmeston, N. Y., 
and a son, Paul, who lives in Eau Claire. 


GEORGE S. PRESTRIDGE, president of the 
Frost- Whited Investment Co. (Inc.), of 
Shreveport, La., and officer of numerous other 
large companies, died at North Louisiana Sani- 
tarium in Shreveport on Saturday afternoon, 
March 28. Mr. Prestridge suffered a stroke 
while driving with his car from the office 
to meet his wife and daughter. He was taken 
at once to the sanitarium but death followed 
within twenty minutes. His death follows 
immediately upon that of C. W. Nelson and 
only a few weeks after that of Bruce Bearden, 
both associated with the Frost lumber inter- 
ests. Mr. Prestridge was one of the pall- 
bearers at the funeral of Mr. Nelson less than 
a week before his own demise. 

George S. Prestridge was one of the out- 
standing citizens of Shreveport and a promi- 
nent figure in the lumber world of the South. 
He was born near Mansfield, La., Oct. 25, 
1860 and received his education in the rural 
schools of that community. He started work 
as a farmer but in 1882 entered the employ 
of E. W. Frost working in various capacities 
about the Frost mill at Texarkana, Ark. He 
continued with the Frost interests until his 
death. In 1906 Mr. Prestridge participated 


in the organization of the Black Lake Lumber 
Co. which erected a pine mill at Campti, La. 
merged with the 


This was Frost-Johnson 
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Lumber Co. in 1908. Shortly afterward he re 
moved to Shreveport and was elected vice 
president, director and member of the exec- 
utive committee of the firm. At the same time 
he became vice president and secretary-treas- 
urer of the ‘Frost-Whited Investment Co. 
(Inc.) and a few years later upon the death 
of E. W. Frost became president of that con- 
cern. At the time of his death he was a 
director of Frost Lumber Industries (Inc.), 
president and director of the Union Sawmill 
Co., Huttig, Ark., vice president and director 
of the Arkansas & Louisiana Missouri Rail- 
ways Co., vice president of Louisiana & Pine 
Bluff Railway Co., director Nacogdoches & 
Southeastern Railroad Co., assistant secretary- 
treasurer and director of Union Power Co. 
(Inc.), director Shreveport Long Leaf Lum- 
ber Co., Perfection Oak Flooring Co. and Sla- 
gle-Johnson Lumber Co., and director in the 
Commercial National Bank of Shreveport and 
the Central Bank & Trust Co. of Monroe. 

Mr. Prestridge was married in 1881 to Miss 
Alma Virginia Thompson, of Texarkana, who 
survives with four daughters: Mrs. Walter 
McCrocklin, of Mansfield; Mrs. E. D. Smith, 
of Shreveport; Mrs. John J. Ellington, of 
Claremont, Calif., and Mrs. Herbert M. Bar- 


ney, of Shreveport, also a number of grand- 
children, some of them grown and married. 


Funeral services at the residence on Monday 
were followed by services under Knight Tem- 
plar auspices at Greenwood Cemetery, Shreve- 


port. Pallbearers were: Frank T. Whited, 
John W. Willis, Ward Delaney, John L. Avery, 
A. J. Molt, Frank L. Wisdom, Robert F. Hum- 
ble, Francis Scott, J. B. Chipman and 1. RB. ln 
Wiles. 


A. D. DAY, former mayor of Long Prairie, 
Minn., and for the last eight years postmaste: 
there, died last week after an illness of two 
years. Mr. Day served several terms as 
mayor. In the early days of the State he was 
known as one of the most skillful timber 
cruisers and estimators in the northwest. Sur- 
viving are his widow and two sons. Masonic 
funeral services were held at Long Prairie, 
and interment was at Minneapolis. 

CHARLES A. ROBINSON, a well known re- 
tail lumber dealer of Keene, N. H., died re- 
cently in the Illiott Community Hospital there. 
Mr. Robinson was treasurer and general man- 
ager of the Robinson & Brett Lumber Co. He 
leaves his mother, one sister and three sons. 


PETER JAEGER, 
dent of the Jaeger-Dawen Lumber Co., at 
Menasha, Wis., and associated with the Pip- 
korn-Wallace Co., fuel dealer at Wauwatosa, 
since last September, died of a _ cerebral 
hemorrhage at his home in Wauwatosa, Wis. 
Born in Milwaukee, Mr. Jaeger lived there for 
many years before going into the lumber busi- 
ness at Menasha. He was a Fourth Degree 
Knight of Columbus. Surviving are his wife, 
Alma, two brothers, and three sisters. 


EDWARD T. McGONIGLE, well 
Flagstaff (Ariz.) lumber manufacturer, 
March 22 after a short illness. 
in Leavenworth, Kan., and in 
married Miss Mary Cooney. who survives him, 
as do also two daughters, Mrs. John J. Britt 
and Miss Clara McGonigle. and two sisters, 
Mrs. Agnes Pouthie and Miss Kate McGonigle, 
all of Flagstaff. He settled in Flagstaff in 
1888, and after serving 5 years as yard foré- 
man became superintendent of the Arizona 
Lumber & Timber Co., a position he held 20 
years. He then organized the Flagstaff Lum- 
ber Co., now owned by the Cady Lumber Cor- 
poration. In 1914 he kFecame manager of the 
Phoenix Lumber Co., and in 1917 built a large 
sawmill at Riordan. Ariz., which he operated 
until the plant was totally destroyed by fire. 
A generous, kindly man, fair in deed and 
thought, to him is due much of the develop- 
ment of Flagstaff. especially its lumber in- 
dustry. He took an active part in public af- 
fairs, and in 1929 was elected a member of 
the State legislature. A brother, Charles Mc- 
Gonigle. also prominently identified with Ari- 
zona lumbering, was accidentally killed in 
woods operations June 3, 1924. 


aged 61, former presi- 


known 
died 
He was born 
Kansas City 





Liquidators Assume Duties 


New Or-eEAns, LaA., March 30.—J. J. Vetter, 
E. G. Schwartz and J. W. Downey have been 
named liquidators of the Louisiana Red Cypress 
Co., assuming their duties April 1. A number 
of the company’s staff have moved to Jackson- 
ville to continue their work with J. Wig- 
ginton in the Florida-Louisiana Red Cypress 
Lumber Co. Those going to the new company 
included A. L. Pesquie, Hilton Lebauve, D. D. 
Comer, jr., Brisbane Comer, and several stenog- 
raphers. 

The disposition of hardwood stocks on hand 
with the old company will be effected by W. 
Harvey Moynan, manager of that department. 
Since the new company will have no hardwoods, 
an interesting announcement is expected shortly 
concerning Mr. Moynan’s plans. He joined the 
Louisiana Red company 17 years ago serving 
first in the accounting department before enter- 
ing the hardwood department in 1920. He has 
been manager of the hardwood department for 
the last eight years, and during each of the 
eight years, it is understood, this branch of the 
business showed a profit. 





GROUND is being broken three miles west of 
Rhinelander, Wis., for the latest Federal tree 
nursery in the United States. At the start the 
nursery will produce 10,000,000 Norway pines a 
year. The first crop will be ready for trans- 
planting to Federal forests in the fall of 1931, 
it is stated. A large pumping plant will be in- 
stalled to provide pressure for the overhead 
sprinkling system of irrigation. 
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TRANSPORTATION 


Week's Loadings of Revenue Freight 


A report of the 
American Railway 
revenue freight loadings 
March 21, 1931, totaled 741,942 cars, as fol- 
lows: Forest products, 33,963 cars (a de- 
crease of 851 cars below the preceding week); 











car service division of the 
Association shows that the 


for the week ended 


grain, 38,634 cars; livestock, 21,458 cars; coal, 
127.971 cars; coke, 7,995 cars; ore, 5,916 cars; 
merchandise, 222,227 cars, and miscellaneous, 
283.778 cars. The total loadings during the 
week ended March 21 exceeded those of the 
week immediately preceding by 7,680 cars. 





Finds Rates Unduly Prejudicial 


WASHINGTON, D. C., March 30.—In a deci- 


sion handed down in Docket No. 23359 Divi- 
sion 3 of the Interstate Commerce Commis- 
sion finds that rates on lumber and related 
articles in carloads from points in Oregon, 
Washington, Idaho and Montana to Shoshoni, 
Riverton and Lander, Wyo., were not and are 
not unreasonable, but were, are and will be 
unduly prejudicial to the extent that they 
exceeded or may exceed the rates contem- 
poraneously maintained to Casper, Wyo. 
Complainants in the case were the Sunset 


Lumber & Hardware Co., Riverton Lumber 


Co., and Farmers Lumber Co., located at 
tiverton; Shoshoni Lumber Co., Shoshoni, 
Wyo.; Fremont Lumber Co. and Noble-Field 
Lumber Co., Lander, Wyo., and the Public 
Service Commission of that State. 

The three destination points involved are 
in the central part of Wyoming and are 
served exclusively by the Chicago & North 
Western Railway Co., one of the defendants 


named in the proceeding. 





Sales Opportunities in Septic 
Tanks 


Now that the tang of spring is in the air, 
thoughts of the city dwellers turn to plans for 
the summer vacation “at the lake.” They ex- 
pect the cottage or dwelling place, however, to 
be modern, and of course sewage disposal comes 
first. Lumber dealers in the resort regions are 
not overlooking the opportunity to supply toilet 
facilities, as a most important health factor, and 
so are calling attention to the ease with which 
the Wolverine chemical indoor toilet 
and septic tanks can be 
installed. The Wolverine 
is made by the Dail Steel 
Products Co., of Lansing, 
Mich., which is reporting 
many calls for its water- 
less, convenient, sanitary 
and guaranteed odorless 
system. 

The low cost of the 
Wolverine toilet systems 
and the ease with which 
they may be installed in 
camps, summer homes, 
farm and country houses 
and schools make this a 
profitable line for the re- 
tailer to handle. The septic tanks come in four 
sizes to meet the specific purpose for which in- 
tended. The Dail Steel Products Co. offers a 
free engineering service and will gladly take 
rough sketches and work out proper installa- 
tions for any project where its septic tanks can 
be used. A two-year guarantee against defects 
in material and workmanship is given by the 
Dail company. Information concerning this 
modern sanitation system, which is approved 
and recommended by the United States public 
health service and leading boards of health 
and education everywhere, will gladly be given 
by addressing the Dail Steel Products Co. at 
Lansing, Mich. 

The Wolverine septic tank is also found to 
be a necessary convenience around sawmills. 
Operators of these plants will profit by investi- 
gating the simplicity of this equipment and the 
ease of installing it. 


systems 








f How to Figure Costs for Advertising 


In Classified Department | 

| For th. ccccdencetewesnenee 30 cents a line | 

| For two consecutive weeks...... 55 cents a line 
For three consecutive weeks..... 75 cents a line ! 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 


For twenty-six consecutive weeks. .$5.40 a line 








For fifty-two consecutive weeks. ..$10.80 a line 


Seven words of ordinary length make 


one line. 
Count in the signature. Heading 
counts as two lines, 


No display except the heading is 
permitted, 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 


copie s of 











April 
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Salesmen 
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WANTED 


a young to middle age Hard- 
dimension stock salesman who 
has by personal solicitation acquired and can 
hold his trade and would like to capitalize on his 
own ability by participating in the profits through 
wholesaling and merger of efforts with an old, well 
established office. 
Cash requirements 
to the right party. 
worth to the 


LLL LLL I 


To correspond 
wood lumber 


with 
and 


would be second consideration 
In due time, after proving his 
organization, a partnership in the 
entire business earnings will be offered. 

This is not a drawing account offer. The prospect 
will have to finance his sales and personal expenses 
out of his earnings from the start. 

References will be required and a meeting ar- 
ranged with the party chosen One familiar with 
both Northern and Southern Hardwood trade pre- 
ferred. Location central. 
Do not reply unless you 


can qualify, 
Address “‘K. 153,”" care 


American 


also deliver, 
Lumberman, 





COMMISSION SALESMAN WANTED 
First class Arkansas wholesaler with guaranteed 
production specializing in good short leaf pine 
wants connection with live wire commission sales- 
man capable of developing large volume under 
exclusive selling arrangement. Pay high commis- 
sions and quote attractive selling prices. No transit 
handled. Have 
































: Se tage apts . ee cars many good territories open 
tisements received later will be placed in middle west and eastern markets. If interested 
under heading Too Late to Classify. and can get results write us giving full details 

of past experience. 
4 Address “K. 162," care American Lumberman. 
WANT INDUSTRIAL SALESMEN 
For Chicago, New York. Pacific Coast wholesaler 
WAN l ED who will give real to-operation, wants active sales- 
men, sell Fir, Spruce, Hemlock, Cedar and West- 
ern Pines, exclusive territory, commission or profit 
sharing basis 
Address “K. 160,’" care American Lumberman. 
Employees WANTED INDUSTRIAL SALESMAN 
By prominent Eastern Wholesale House, high 
grade lumber salesman with established trade 
WTD. BY OLDEST EST. LUMBER YARD Soames fae neleaeetade, 

In St Louis, Sales Manager for Wholesale and Address ‘‘K. 152," care American Lumberman 

Carload Shipping Departmert Must have record 

as producer in previous similar position. Modest 


to start, but 
“1 


willing tu 
care 


salary 
Address 


pay for results. 
American Lumberman. 





WANTED—FACTORY SUPERINTENDENT 


For special millwork plant, employing 50 to 60 

men Must know millwork, able to handle men 

and produce results. Must come well recommended. 
Address “‘H. 157,” care American Lumberman. 





WANTED MANAGER 


For a Buffalo retail lumber yard must be of proven 
ability and have good references. Write giving 
complete details of experience, etc. 

Address 153,’’ care American Lumberman. 





WANTED—MANAGER 


For good retail lumber yard, who can conveniently 
make an investment of $10,000. Must have full 
particulars regarding experience and investment, 
in first letter. 

Address “H. 151,” 


care American Lumberman. 





CLASSIFIED ADS PAY GOOD DIVIDENDS 
CLASSIFIED ADS PRODUCE 





Salesmen 


WANTED COMMISSION SALESMEN 


Manufacturer small 





electric ventilators for use in 
homes, particularly kitchens, wants experienced 
commission salesmen with car to travel in their 
home territory, selling dealers and helping to 
interest contractors, carpenters, home owners. 
Within a few years every home will be equipped 
with a ventilator of this type. Here is an oppor- 


tunity for salesmen with proven sales records to 
make connections with a line which is growing 
rapidly. 

Address “H. 161,”" care American Lumberman. 





WEST COAST MILL GROUP 
Wants commission salesmen for fir, cedar, hemlock; 
exclusive territory. 
Address “M. 63," care American Lumberman. 





CYPRESS & PINE SALESMAN 


To sell rough and dressed red cypress, shortleaf 
pine finish and longleaf shed stocks on commission. 
P, O. BOX 1754, Jacksonville, Fla. 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





Employment 


MILLWORK EXECUTIVE 


Contemplates making a change at once. Capable 
organizer office routine and production department. 
Can analyze financial statements, handle sales, pur- 
chases and credits. Seventeen years’ experience in 
special millwork, jobbing and building specialties. 
Competent and thorough detailer and estimator, 
familiar with cost book A procedure. Pleasing per- 
sonality, age 37, references. Address “‘H, 164,"’ care 
American Lumberman, 








BOOKKEEPER-STENO.-GENERAL OFFICE 


Man, 34, about 8 years lumber manufacturing ex- 
perience. Familiar with books, payrolls, costs, 
credits correspondence, collections, inventories, of- 
fice management. Available at once. Any locality. 
Moderate salary considered. Excellent references. 
Address “‘G. 153," care American Lumberman. 





EXP. HDWD. LBR. COMMISSION SALESMAN 
Wants to represent Southern and West Virginia 
Hardwood Mills New England territory. 

Address “K. 150," care American Lumberman. 





EX-SERVICE MAN 


Desires 


work with some lumber concern in com- 
missary, 20 years’ experience and can _ furnish 
necessary references. Apply S. K. HEDGEPETH, 


1144 Hampton Ave., Newport News, Va. 





SUPERINTENDENT MILLWORK 
21 years’ experience; also detailer and biller; com- 
petent; age 39. 
Address ‘‘H. 


158," care American Lumberman. 








BAND & FACTORY FILER WANTS JOB 
Twenty years’ experience, can do millwright work. 
B. F. WHITE, Leetsdale, Pa. 


BAND SAW FILER WANTS POSITION 


Log band, band resaw and planing mill experience. 
Address “G. 159,” care American Lumberman. 
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